








If we were to design today, 

a ring bearing a significant 
mark, we might well choose “1945” as 
that mark. 


It would also bear another significant mark — 
OB 10K — a sign of dependable high quality recog- 
nized throughout the entire jewelry trade. 


This new year we greet you with the hope that 
conditions will so improve during 1945 that we will 
be able to increase production of OB Rings to a 
volume where we can better meet your demands. 
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— WELL MADE 
— FAST SELLING 
— PROFITABLE 
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MANUFACTURING JEWELERS 
118 Richmond Street, Providence 2, R. | 
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MASONIC BLUE LODGE 


Another quality piece by A. Sauer & Co. 
Massive 10K gold, cast in one piece. The 
emblem is a part of the ring, not soldered or 
riveted.in place. No edges to catch or break 
off. Enamelled in regulation colors. ‘Diamonds 
can be mounted in complete safety in solid top. 
$32.00 keystone. Specify design No. 3380/7. 


_ 32nd DEGREE 
A favorite design — 
Massive I4K, Cas 
Enamelled i ‘in te 


__ Design No. 3387/7 


Created and Manufactured bees 
A. SAUER & COMPAN 
Makers of KON-ITE Watch Strag 

CINCINNATI, OHIO 
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The cover—The dawn of 
a new and brighter year 
breaks through the dark 
clouds of the past as 
the date flashes out in 
sparkling diamonds. 
Loose stones by cour- 
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Co. Figures created by 
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SPEAKING OF 


FFICIALS of ship building 

firms are a generous lot, accord- 
ing to figures computed recently. It 
has been estimated that diamond 
jewelry, valued conservatively at 
wore than three million dollars, has 
been bestowed upon the gals who 
send the ships down the ways with 
a nudge from a bottle of champagne. 






NO! 17'S NOT 
FROM JOE --1 


One ship building company alone, 
over a five year period ending last 
June 80, gave 44 diamond bracelets 
valued at $89,470, an average of 
more than $2,000 to each girl. 

With all the shipyards in opera- 
tion today, this amounts to quite an 
outlay. In any case, the girl who 
braves the champagne spray is high- 
ly compensated. 


o > 
Ring Emperor of Ethiopia, Haile 


Selassie, was very much in the 


J tews'a few years ago when he lost 


his kingdom to the Italians. Now 
that he has regained it we don’t hear 
very much about him. However, a 
short time ago his watch turned up 
ata Lynchburg, Va., jeweler for re 
pair, 












Seems this diamond-encrusted 
timepiece, with an aquamarine cover 
and richly engraved with the séal of 
the Lion of Judah, is now the prop- 
_ erty of Edward A. Colson, of Bos- 
yon, son of the late Everette A. Col- 
“$n, who, from 1930 to 1936, was 
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financial adviser to the Ethiopian 
government. 

The watch, valued at several thou- 
sand dollars, was presented to the 
elder Colson by the Emperor. Mr. 
Colson is a nephew of Mrs. James V. 
Adams, of Lynchburg, and he sent 
the watch here to be repaired. 


o 


GAIN a story to illustrate the 
old adage that “honesty is the 
best policy.” 

This happened to Reveley G. 
Beattie when he and his wife were 
on a motor trip to the west coast. 
(Remember when people took motor 
trips to the west coast?) Well, Mr. 
and Mrs. Beattie were driving 
through Utah, got hungry, and 
pulled up at a small roadside “Eats,” 
The owner was one of these big, 
rangy, Western chaps, who cooked 
and served their meal, chatted 
cosily with them, asked them where 
they were headed, and so on. 

After eating, the Beatties climbed 
back into their car, stepped on the 
gas, and traveled on down the road. 
Well, they’d gone about 15 miles 
when they heard a great honking 
and hollering behind them. Finally 
a car pulled up beside them and out 
hopped the lunchcounter proprietor. 
What, the Beatties wondered, had- 
n't they paid the check? 

“Ah, reckon you'll be. a needin’ 
this,” drawled the Westerner. And 
he handed Mrs. Beattie’s. purse, 
crammed full of a fortune in preci- 
ous jewelry, in through the car 
window. 
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HEN tue last gun is fired after 

the Yanks take over another 
one of those Pacific islands, some 
troops are left as a garrison while 
others move on to new conquests. 
For those that are left behind, things 
settle down into a routine with the 
men taking up various pursuits in 
the way of off-duty relaxation. Ser- 
geant H. C. Maxwell took up watch 
repairing. 

It all started over a year ago when 
Sgt. Maxwell broke his watch and 
because there was no place to get it 
fixed, decided to take it apart him- 
self. Knowing nothing about watch 
repairing, he was surprised when he 
got it back together again and it 
worked. 





That gave him ‘an idea; after all, 
Henry Ford started in that), way. 
Other GIs; had trouble with their 
watches so if he could get some tools 
he would “tinker” with theirs. Re- 
sults not guaranteed. The sergeant 
fashioned some -tools from dental 
drills, which he wangled from the 
Medics, and some toothbrush han- 
dles, and set up shop. That was a 
year and a half ago. Since that time 
he has repaired over,.680 watches. 
He makes all his parts from scraps 
salvaged from wrecked airplane in- 
struments, etc., and-has turned out a 
lathe from a block of aluminum taken 
from an abandoned tank. 

Just to prove his efficiency, he re- 
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Knowing our uncomfortable market 
position (in our inability to produce suf- 


ficient Parker 51’s to meet the demand), 


the U. S. Navy has given us permission 
to disclose, in a guarded way, some infor- 
mation about our munitions manufac- 
turing program. 

The U.S. Navy was charged with the 
development of Rocket Firing Tactic, 
both for itself and for the Army. Rockets 
are a vitally important evolution in war- 
fare. Rocket firing, in effect, puts heavy 
artillery into the air. A rocket missile is 
equivalent in destructive power to the 
missile fired by a multi-ton gun on the 
ground. Yet a fighter aircraft can take 
aloft and fire six rocket missiles. 

, These rocket missiles have a fuze 
which detonates the main explosive 


charge CE after the 
rocket hits the target. The 


delay gives the missile time to “shoul- 
der” into the target armor and then let 
go with everything. 7 

The Parker Pen Company was the 
first manufacturer of these fuzes in the 
United States. It helped with some of 
the development work. The Company 


they must not explode accidentally or 


available for civilian manufacture. 


is still one of the only J producers. 
These fuzes require painstaking pre- 
cision in manufacture and assembly for 





prematurely, yet they must be certain to 
explode when intended. After a fighter 
pilot has risked his life to approach 
within target range, there must be no 
failure in the missile. 


Enemy gun emplacements on Saipan, 
Guam, Palau, Formosa and many other 
invaded areas have been put out of ac- 
tion by these missiles. Many enemy ships 
lie at the bottom of the Pacific because 
they met up with Ameriean boys in 
fighter craft armed with rockets. Other 
fuzes we produce (for the Army) bear 
an official priority rating “Emergency 
Urgent Critical—Heavy Artillery Pro- 
gram”. 

No commercial considerations could 
induce us to edge away from this rocket 
program, or from any other munitions 
we produce until the requirement for 
munitions is substantially decreased, or 
in other words until more manpower is 
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ently sent his wife a clock he fash- 
joned from junked airplane parts, 
ic glass and brass shell casings. 
He's also now taking a correspon- 
“dence course in watch repairing. 
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HEN alarm clocks are men- 
tioned these days it is with 
pated breath, but how would you like 
to have 2500 of these rare items for 

sale right now? A jeweler in Mil- 

aukee was able to work just that 
sort of deal. 

_ Elmer A. Schreiner was formerly 
a defense worker for the Johnson 
Service Co., until he returned to his 
jewelry business. While employed 
in his defense work, Mr. Schreiner 
learned that the firm had 2500 clocks 
in storage which they’d had for a 
number of years. They had formerly 
been made to use on heat regulators 
which the company manufactured. 

He was able to obtain the clocks 
from the company for a nominal sum 
as they were of little value for any- 
thing the firm now made. Then he 
went to work. He added feet to 
the case and an alarm; checked each 
one carefully to see that it was in 
good running order. It took him 
about two months work to put the 
first 800 clocks in working order. 

One day he put an ad in the paper 
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offering the clocks for $1.65 plus 
tax, and by the time the afternoon 
issue was on the streets people were 
rushing to his store. They kept com- 
ing until after 9:00 P.M. when he 
closed his store. From 20 to 25 peo- 
ple were in the store all the time and 
his wife was kept busy on the phone 
taking orders. He cleaned out his 
first batch of 800 clocks that first 
day and phone orders and late or- 
ders the following day were taken 
care of later from the other clocks 
that he had not yet fixed up. 

Besides being of service to the 
many people who really need a clock, 
Mr. Schreiner’s “stunt” brought in 
a lot of good publicity for his store. 
There’s a lot of Milwaukeeans who 
will think of Schreiner’s now when 
they think of clocks. 


© © 
CHATTANOOGA, Tenn., busi- 


ness man on vacation, struck 
gold recently on the Florida coast. 

Near his summer home at Fernan- 
dina, Fla., he found a weathered ship 
timber in which was imbedded a gold 
spike. A jeweler friend verified it 
was 24-carat gold. 

In the time of wooden ships, rather 
than banging them on the nose with 
a bottle of champagne, it was the 
custom to drive a gold spike in the 


JOE JEWELER IN UNIFORM 





"Ripley don't believe it!" 


keelson for good luck and prosper- 
ous voyages. Probably having lain 
on the bottom of the ocean for years, 


the piece was broken off by the ex- 


plosion of depth eharges, or some 
such underwater disturbance, and 
floated ashore to one man’s good for- 
tune. 


© @ 
AYS Technical Sergeant Tom 
Duggan, member of JC-K’s edi- 
torial staff now “somewhere in Ger- 
many,” 

“Look for an enormous junk jew- 
elry boom in Belgian and Dutch 
coins made into bracelets. The coins 
(mainly Dutch dimes) are minted in 
the United States, shipped over here, 
and then gobbled up by the Yanks 
for bracelets and shipped back. 

“Strikes me that somebody could 
save a lot of trouble in minting them 
as bracelets to begin with since they 
practically never fall into Dutch or 
Belgian civilian hands anyway. 

“The jeweler’s fee for manufac- 
turing the bracelet? Three packs of 
cigarettes, and that’s a whale of a 
high fee, too.” , 

¢ © 


ID you ever have a hidden 
yearning to be a headline per- 
sonality? Well, a Buffalo, N. Y., 
jeweler didn’t. but he was mistaken 


for one recently, much to his dis- 


comfort. 


One night a short time ago, this 
jeweler took his girl friend to the 
Buffalo Civic Orchestra concert at 
which Frank Sinatra was appearing 
as guest soloist—and was mobbed. 

It was not very surprising as the 
jeweler does look like “The Voice” 
and the bow tie he prefers didn’t 
help to dispel the belief. 

He had a little trouble getting in 
the hall bat his real trouble started 
when he went up the aisle for some 
refreshments and had to pass part 
of the 6000 bobby sockers who at- 
tended the concert. When they saw 
his gaunt face and bow tie, amid 
shrieks of “That's him,” the chase 
was on. The jeweler was finally 
rescued by a couple of policemen who 
escorted him to his seat and stood 
guard over him until the real “Voice” 
appeared. 


There were shrieks as usual but | 


the initial fervor seemed to have 
been spent on the jeweler for some- 
thing was missing—nobody swooned. 
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That big news is coming nearer. 


Wz: CAN’T say exactly when. 

But one of these days, we’re going to make 
this announcement you’ve been waiting for... 
“1847 Rogers Bros. is being made again.” So be 
sure you're ready for that big day. 

Plan now to feature 1847 Rogers Bros? fast- 
selling patterns ... Adoration, First Love, and 
Eternally Yours. 

Remember,’these popular designs have been 
consistently advertised throughout the war years. 





/ 


And today 1847 Rogers Bros: advertising vol- 
ume tops any in the plated-ware field. 


What’s more, a recent survey shows women 
are waiting for “America’s Finest Silverplate”... 
the beautiful designs that are ornamented higher 
and deeper, with the look of exclusive sterling 
craftsmanship. And they’ll buy 1847 Rogers 
Bros., as soon as war demands permit it to be 
made again! International Silver Company, 
Meriden, Conn. 


1847 ROGERS BROS. 
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| To Get the Right Help =»: 
You Must “Sell” the Job 























HERE was a day when a simple statement of your 
'@ needs in the help-wanted section of your newspaper 
would bring a line of applicants waiting at your door 
‘when you artived in the morning. Remember? 
. 4 Today, more than a little extra thought is required to 
J obtain good help. But there are ways to do it. 
@ If you have some special attraction to offer, by all 
a tans mention it. Now instead of,a simple statement of 
Your needs and a request for the job seeker to write to 
‘} 4 blind box number and sell himself to you, you must 
sel the job to the prospective employee. 
| The trick is to think, while preparing the ad, from the 
applicant’s viewpoint rather than from your own—to 
/tonsider what you have to offer, instead of what you may 
/Want. You are in competition with many others for the 
people who might work for you. The same rules you 
ised to follow in advertising for customers now apply to 
jour advertising for help. 
Some resultful phrases are, “overtime pay,” “perma- 
Ment’ position,” “established firm,” “post-war future,” 
» youll like this work,” “promotion assured.” 
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Help Wanted advertising needs 
the “eustomer’’ appreach these 
days. Tell prospective empleyees 
what the job has te offer—not 
what you need. : 


by WILLIAM McGREGOR 





On pages like this, make your ad stand out. 


The pleasant working conditions in a jewelry store, 
such as the inherent refinement of the occupation, the 
high-class clientele catered to, the chance to meet: the 
nicest people—are all held up as inducements to getting 
that “better help” so eagerly sought in a world where 
employees may pick and choose their employers—their 
occupations—and their associates. 

A “good crowd”—‘fine associates”—and “selected 
circle of employees” are phrases of ‘the sort that aid the 
jeweler-employer in securing better than average he!p— 
employees that will stick despite the lure of other things 
—such as the high wages in war plants. 

Many a jeweler has found it advisable to advertise the 
“two weeks’ vacation with pay,” and other rights and 
privileges—especially such as rewards for faithful and 
efficient services, or the manner in which responsibilities 
are placed on shoulders that can stand it—with higher 
pay commensurate with such elevation and progress. 

Employees want to be assured they will be treated 
right—or else. Is there a permanent position offered? 

(Please turn to page 156) 
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Traditional. Yet Different, — 
Was This Valentine Day Display 


OU can’t get away from hearts for Valentine’s 
Day—and who wants to—but you can get away 
from red hearts. 

And that is exactly what Thomas Long Company of 
Boston did last year with a Valentine window display 
that won wide acclaim from the public and congratula- 
tions from the trade. 

Red is all right in its place, but it’s proper place is 
rarely as a background for jewelry, for red doesn’t stay 
in the background. It steals the spotlight and therefore 
defeats its purpose as far as small merchandise is con- 
cerned. 

But the jeweler cannot for that reason ignore Valen- 
tine window trimming. It’s a day that calls for special 
emphasis on jewelry and a window display to bring out 
all the sentimental significance of the occasion—a display 
that will dramatize the appropriateness of jewelry and 
jewelers’ merchandise as a gift in remembrance of the 
day. It calls for a window to attract the interest of 
both men and women. 

All.of this Thomas Long Company had in mind when 
considering its Valentine windows for February, 1944. 

The effectiveness of the display that resulted proved 
how right they were when they decided on pink and 
white for the color scheme instead of the traditional red. 
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A close-up of one section of the Thomas Long Valentine Day 
window display featuring silverware against a background of 
pink satin and tulle. The pink satin heart is decorated with 
a border of white paper lace and pink tulle, while~ the 
filigree panel in the background is cut from white cardboard 
bordered with pink tulle. Sprays of artificial violets are 
caught here and there in the trailing white satin ribbons. 
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For the central theme in each window, the artist de- 
_ signed a large pink satin heart, bordered like. an old- 
4 fashioned Valentine with a frill of white paper lace and 
Oo pink tulle. To give height and balance to the setting, 
oe he placed a panel of white cardboard, cut out in a filigree 
design, behind the heart which was tilted slightly on 
- its side. 
The filigree, like a pattern of lace, was set off against 
‘§ _ a background of the pink tulle and bordered by a ruffle 
“1 of the same. White satin ribbon streamers trailed from 
¥ rosettes, caught at one corner of the filigree and at the 
1 indentation of the heart. 
: Attached here and there to the ribbons were dainty 
purple violets, providing the color contrast needed to 
“give character to the design. An amethyst being the 
February birthstone, purple in the color scheme proved 
- adoubly happy choice. ° 
| The color effect—pink, white, and purple—was car- 
} tied out in the display card placed in each section of the 
window calling attention to the merchandise and its fit- 
ness for Valentine giving. The cards were white, with 
border of pink, a violet flower design in one corner, and 
the words, “Valentine Suggestions,” “Gifts in Silver,” 
or “Gifts in Jewelry” lettered in a soft shade of purple. 
Pink satin and tulle was draped easily over the win- 
_ dow tiers to set off the display of merchandise in the 
eight different window sections. Choice pocketbooks 
a and evening bags occupied ‘one section; rings and brace- 
"lets another; watches and clocks a third, with china, 
“silver, diamonds and other appropriate Valentine gifts 
‘in the remaining window divisions, but all tied together 
_ complete unit by the one decorative theme. 
s First thought was to apply the special Valentine treat- 
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- ment to only half of the window sections, but this deci- 


sion was finally overruled, and Long's went all-out for 
hearts and flowers. The result was a series of displays 
whose style cf decoration tied them together so tightly 
that they worked together like a well-knit team, catching 
the attention of the passerby at the first section and hold- 
ing it to the last. : 

Moreover, Long’s had tangible proof that this interest 
did not lapse even then, but brought people into the 
store, which, after all, is the real test of good window 
trimming. : 

“We received more favorable comment on these win- 
dows than we have on any for a long time,” said Mr. 
Allen Davidson, manager and treasurer of the store. 
While it is difficult to trace sales directly to window 
appeal, Mr. Davidson believes that a sizeable percentage 
of the store’s large volume of Valentine gift sales may 
be credited to the attractiveness of these particular 
windows. 

He feels, however, as far as the display was con- 
cerned, that the greatest achievement was in getting 
away from Valentine red, and yet at the same time 
creating an effect which retained all the traditional senti- 
ment. Although extremely eye-catching, the window 
decoration was entirely subordinate to the merchandise— 
and that is the way it should be. 

Window dressing in and of itself is valueless if it lacks 
that “come hither” sales appeal. If the public simply 
exclaims, “What a beautiful window!” and passes by, 
the window decorator has failed. The trimming has 
overshadowed the merchandise and defeated its purpose. 


On the other hand, beautiful windows can provide a 
(Please turn to page 160) 


Day fF Red is a color that won’t serve as a jewelry background but it’s 





compromise without detracting from the theme of the oceasion. 


hard to get away from in a Valentine Day display. Here’s how the 
Thomas Long Co., of Boston, worked out an atiractive and appealing - 


by JOSEPHINE RIPLEY 


Showing how Long's Valen- 
tine window sections were 
tied together by means of 
the same decorative theme 
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After the War, What? 
Retailers Can Help or Hinder 





Emerson P. Schmidt, economist 


* HE retailer is a passive business unit; the recip- 

ient of the benefits of prosperity and the victim 
of depression. He is responsible for neither, just a pawn 
in the vagaries of the economic system.” This is a view 
sometimes put forward by the unthinking but it gives a 
wrong interpretation of the role which the retailer can 
play in making for sustained good times. Retailers also 
can, and at times actually have, helped to create depres- 
sions. Let’s look a little further into this subject of how 
the retailer can help or hinder prosperity. 


STRATEGIC ROLE OF THE RETAIL MARKET 


The retail establishment is the spot where the supply 
of goods and the demand for them come into focus. The 
retailer is an important source of “advance” information 
for the wholesaler and the manufacturer. His “feelings” 
about the prospects for the future fan outward to the 
other links in the production chain. Minor shifts in his 
estimate of business prospects, as evidenced by his pur- 
chases, translate themselves into much greater swings 
both up and down in the balance of the economy, as we 
shall see. Of course, the retailers’ changing moods and 
buying do not move in a vacuum but are influenced by 
manufacturers’ estimates and behavior and other eco- 
nomic activities. Nevertheless the retailer is not a mere 
pawn of the market—he helps to create and determine 
market forces. This article will show how and why. 

When retailers en masse are optimistic and place 
orders, this generates optimism backward to the pro- 
ducers throughout the economy; jobs expand and the de- 
mand for raw. materials becomes ‘more brisk. All this 
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The iniportance of the retailer in the postwar economic 
picture is a strategic one, explains this well-known 
economist, for it is in the retail establishment that 

the balance of supply and demand is brought to foeus. 


by EMERSON P. SCHMIDT 


Director of Economic Research 


Chamber of Commerce of the U. S. A. 


improves workers’ incomes and thereby restores con- 
sumer confidence, which in turn reenforces retailers con- 
fidence. A full circle, action and reaction. Optimism 
and pessimism are both contagious. Can the retailer con- 
sciously do something to prevent unwarranted or irra- 
tional optimism and to prevent the growth of conditions 
which lead to pessimism and therefore depression? 


BUNCHING DURABLE GOODS REPLACEMENTS 


We could be headed for the greatest depression in 
history because of the conjuncture of circumstances 
which is piling up. During the war, inventories of goods 
in general, and especially durable goods, are below nor- 
mal both in the hands of distribution channels and of 
ultimate consumers. Many goods are worn out, others 
are worn beyond the normal replacement condition. Thus, 
if reconversion to civilian production should occur rap- 
idly the demand for commodities will inevitably be at 
flood stage for some time: to replenish inventories all 
along the line, including the consumer, the retailer, the 


‘ wholesaler and the manufacturer. We will unfortunately 


be building homes, building and buying new motor cars, 
refrigerators, sewing machines, clocks and a host of other 
durables simultaneously. The replacement boom occur- 
ing for each product will pay into the hands of workmen, 
material suppliers and others enormous quantities of 
cash purchasing power which will help to reinforce the 
boom on the others. 

Meantime, $100 billion of additional potential pur- 
chasing power has been accumulated in the form of cur- 
rency, bank deposits, government. bonds. Furthermore, 
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debts have been retired, paving the way for the creation 
"of new purchasing power through new debt creation. This 
may still further concentrate the bunching of replace- 
ments in a short period. 

Thus we are likely to experience a very mad and very 
wild scramble to make replacements. Such a process of 
replacement creates its own purchasing power but on 
top of this purchasing power, some of the surplus “sav- 
ings” may also go to work, Thus we have the makings of 
an inordinate boom. Thousands of veterans will go into 
business at war’s end. The mere stocking of their shelves 
with inventory and supplies may create a mild boom and 

rious demand; then, when the inventory is once ac- 
cumulated, the demand will be limited to replacing goods 
actually sold. But more of the implications of this proc- 
ess for boom-depression below. 

Thus, if we crowd the process of “catching up” on 
our deferred demand into one, two or three years, we may 
in fact pave the way for a deep and long dry spell. Busi- 
ness is making excellent plans to attain high levels of 
jobs, production and distribution but almost no one is 
developing plans to maintain that rate of output. This 
article is intended to help us to take a look in this direc- 
tion. 


IRRATIONAL BOOMS MUST BRING COLLAPSE 


Perhaps the ideal would be to try to stabilize the boom, 
but alert businessmen and economists have always been 
aware of the fact that booms tend to generate their own 
collapse. ‘This is where retailers can perhaps do some- 
thing to abate such a degeneration. If enough retailers 
understood two of the basic reasons for the inevitable 
collapse of a boom it is quite possible that the depth of 
such collapse could be reduced, though of course, neither 
would the preceding boom rise to such dizzy heights. 


| DANGER OF PYRAMIDING ORDERS 


The first of these two reasons has to do with the pyra- 
miding of orders. 

Suppose business picks up, orders rolling in each week 
are larger than those of the previous week and this con- 
tinues for weeks and months, perhaps several years. 
Prices are bid up. Fairly quickly, certain bottlenecks 
begin to appear. Deliveries become slightly delayed be- 
cause of scarcities, here and there, of some special skill 
or raw material. If the boom persists deliveries are still 
farther delayed. In time, some retailers begin to practice 
4 time-honored but dangerous custom of placing multiple 
orders or pyramiding their orders, with the intent of can- 
celling some of them when their requirements are met. 
This multiplication of orders may fool the wholesaler 
and the manufacturer because he does not know which, 
if any, of these orders will be cancelled. They decide to 
| make hay while the sun shines. Recently a hardware 
retailer boasted that he had placed orders for stoves 
with nearly every manufacturer in the land. How ex- 
tensive is this practice at the present time? Is it 
dangerous or is it properly discounted? 

Newspapers and business papers print the reports of 
the accumulation of unfilled orders in various fields of 
business. If the wholesalers and manufacturers who sup- 
ply the figures report this piling up of orders to the news- 
papers and trade papers and to the government statisti- 

cal agencies without discounting the spurious character 
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of multiple ordering, a completely false impression of 
sustained demand is created. New ventures are launched 
and existing plant facilities are expanded. This capital 
expansion creates purchasing power and may even make 
good on some of the multiple orders! _ 

A boom is our way of expanding output, getting new 
blood into production, and no one would want to choke 
off the forces making for expansion and a rising standard 
of living. Unfortunately, however, none of us is equipped 
to know the course of future events, and therefore any 
exact distinction between genuine and pyramided orders 
is impossible. Even the retailer who places such multiple 
orders can never be really sure just which and how many 
of these orders he will actually cancel, until events make 
such cancellations necessary. 


KNOWLEDGE OF FACTS WOULD HELP 

Yet, if retailers generally as well as their suppliers 
were thoroughly aware of the facts whenever widespread 
shifts occur from normal ordering to a general tendency 
toward multiple ordering, this in itself would help dis- 
tributors as well as manufacturers to be more diseriminat- 
ing in their appraisals of the prospects. A mere aware- 
ness of the tendency of multiple ordering and some in- 
telligent estimates of its magnitude, as measured against 
actual retail sales during past periods which are judged 
to be comparable to the present and calculable future 
periods, would have a salutary effect. 

For, if retailers generally recognize the fact that ir- 
rational booms, based in part on multiple ordering, tend 
to shorten and choke off prosperity and bring inventory 
losses in their trail, they would be inclined to take a 
longer view of the situation and less likely to indulge in 
overbuying and multiple ordering. Remember that ir- 
rational ordering breeds collapse and depression because 
it tends prematurely to bid up_prices which in turn, pulls 
up costs; and, because every one’s selling price is some 
one else’s costs, such increase may choke off demand. 
Moreover, expansion is never uniform throughout the 
economy. Some prices and costs will lag behind others, 
and the more rapid the mover ts, the greater will the 
distortions and maladjustments in the cost-price struc- 
ture be, and the greater the risk of the collapse of the 
seeming “prosperity.” 

The larger retailers with well developed accounting 
and budgetary systems and with established norms of 
the relations between inventories and sales should be 
willing to disclose these norms as well as sales of the 
previous month, season or.year—whatever the relevant 
period—to their suppliers. This would go a long way 
toward helping the economists, market analysts and 
government statisticians to prepare more discriminating 
reports and to make recommendations, if not forecasts, 
which will have more meaning than has been the ease in 
the past. 


THE ACCELERATION PRINCIPLE 
The second reason for the inevitable collapse deals 
with a closely related phenomenon known as the accelera- 
tion principle. Let me use an illustration to demonstrate 
what actually happens during a boom. Electric motors 
will be used in this illustration, but the same principle 
(Please turn to page 164) 
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Present retail quarters of the Green Jewelry Co., Kansas City, though small, 
are dignified. Plans have been made to double the size in the postwar era. 


Planned Advertising Proves Value 
Over “Hit or Miss” Methods 


OUR years ago the Green Jewelry Co., of Kansas 

City, Mo., was classified as a “random advertiser” 
in the leading newspaper of the city. Advertising was 
on an irregular basis, and there was no definite policy 
as to a theme which typified the firm’s copy. Copy was 
hurriedly prepared whenever the officials occasionally 
felt the need for an ad, and themes ran the gamut from 
the institutional type to “just-received-merchandise.” 
“Random shots” is the manner in which T. J. Manry, 
president of the company, refers to his advertising pro- 
gram in those days. 

Then Mr. Manry and his associates decided that this 
hit or miss sort of advertising was getting them nowhere, 
and that what they needed was a consistent campaign. 
Right at the time when many firms were advocating re- 
trenchment in their advertising programs because “‘busi- 
ness was good anyway’ as a result of increased wartime 
spending on the part of the public, Green’s did an about 
face in their promotional efforts. 

First, they decided that their advertising should be 
built around one central theme which should be con- 
stantly and consistently impressed upon potential cus- 
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tomers and that the objectives to be sought were to 
promote customer confidence, and to reflect the store's 
unwavering and rigid adherence: to good business ethics. 
Educational and institutional copy naturally predom- 
inated in carrying out this new advertising policy. At 
the same time that the new newspaper advertising pro- 
gram was set up, it was also decided to get on a regular 
basis with the direct mail advertising. Today, statements 
are always stuffed with circulars, and at least once every 
month a circular or booklet is put in the mails to cus- 
tomers. 
The adoption of a consistent advertising policy was 
one of the most profitable steps the firm has ever taken, 
says Mr. Manry—a change from an aimless promotional 
procedure to one on a definite, regular basis. 
Advertisements are inserted in the city’s leading news- 
paper, “The Kansas City Star,” at least once every week 
the year ‘round. Sunday’s edition, which has the largest 
circulation and is reputedly the most thoroughly read, 
always contains a Green Jewelry Co. ad. It is placed 
in the section containing-the features and woman’s page, 
because it is to the readers of these departments that 
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, store feels its merchandise appeals most strongly. 
Hecanse of the paper shortage, advertisements are not 
sype—-usually one column, six to eight inches deep. 
“ad has at least one small illustration, on the 
mption that an illustrated advertisement is more 
tely to attract attention. 

s recent series emphasized diamonds, some of the 
ling of their history and romance, others of their 
i in the war. “Fighting Diamonds Will Win This 
lar!” was the head of one, which told of the role that 
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dustrial diamonds play in building war machines. An- 
her advertisement described the way in which dia- 
ands are graded under the Diamondscope, and readers 
bre invited to view stones through this instrument. Still 
ther told how the Maharajahs of India keep much of 
sir fabulous wealth in diamonds, “whose loveliness and =~. 
r y are universally treasured.” Quality is always 
fessed—prices are never featured. One ad suggests _ 
pmparing diamonds before buyitig, because “close com- 
mrison will quickly reveal the extra brilliance and 
beauty of the finer quality diamond.” 

Advertisements have not been keyed to determine their 
ling power, but the frequent mention by customers’ 

ving been impressed by the advertising has been 
(Please turn to page 166) 

















The adoption of a consistent advertising policy in place 
of a random promotional procedure, has brought the Green 


dewelry Co. increased business and customer prestige. 


by GRIER LOWRY 








The DIAMONDSCOPE 
is for your 
Protection 









Quality is always stressed in Green 
Jewelry Co. ads which, though small, 
one at ledst appears every week the . 
year ‘round in Kansas City papers. 
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Windows 
Should Be 
Selling Tools 


First ef a series of articles by Virginia Dixon on visual 
merchandising. Beginning with the store entrance illustrated 
im ¢his issue, succeeding articies will progress through the} 
stere and emphasize the custemer’s reaction to store design 
and display, thus providing a clue to the practical solution 

of jewelry stere display problems and postwar remodeling. 


Te the,merehandising picture is going to be dif- 
i ferent ‘after the war, particularly for the jewéler, 
is generally .accepted, and most wide-awake. merchants 
are making plans of one kind or another to adapt their 
selling programs to the anticipated changes in conditions, 

Such plans:may be as simple as the addition.of a new 
line of merchandise, or'as ambitious as a complete. re- 
modeling of the store. Whatever the plans, it is important 
that they.-be considered from the customer’s viewpoint 
and ag a part of the store’s whole merchandising plan— 
serving its clientele, building sales and developing good 
will. And the soofier’such plans are put into definite 
and. tangible form, the better. Money as well as time 
will be saved and results will be infinitely more satisfac- 
tory if you are ready with blueprints—not just ideas— 
when the restrictions are lifted. 

This series: of articles is planned to assist in your 
thinking and planning about what the customer sees in 
- your store—your visual merchandising. Since the aver- 
age person remembers six. times as much of what he 
sees as of what he hears, the yisual share of your mer- 
chandising. plansewarrants generous attention. 7 

As the customer approaches your store, his (or her) 
first impression is Of,the*store’front as a whole. This 
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A typical example of the conventional Jewelry Store front 
with awkward -and conflicting angles which waste space 
and make a distracting frame for the merchandise dis- 
play. The window shapes are not harmonious and have 
«no relation to each other. Much of floor space at the 
rear of the left-hand window is too far from customer's 
vision to be used effectively for small merchandise while 
the space behind the background is inadequate for easy 
entrance to the windows, The plate glass isoo high to 
concentrate the customer's attention on the : display. 


includes both the architectural features and the, window 


display artangement. “Window display” is too ‘often 
‘thought of as a specialized feature unrelated to the 


architecture of the store front... Both are seen together 
and when each is designed to complement ‘the other, 4 
more effective impression is: created. 

Postwar remodeling offers an opportunity to eliminate 
the wasted space in conventional jewelry windows and 


- put .it-to, work selling merchandise. If you are planning 


extensive modernization, you will, of course, require the 


» services-of an architect, but the window display special- 


ist can from experience contribute practical. suggestions 
for presenting merchandise advantageously and increas 
ing the value of the display space. | 

The jeweler planning a modernization program should 
familiarize himself with the new trends ‘in store design 
for he will need to decide just what aspects. of this 
trend are applicable to his store. Some designs may seem 
extreme, but it is well to keep an open mind on the sub- 


THE JEWELERS’ CIRCULAR-KBEYSTONE 

















by VIRGINIA DIXON 





In this modernized design, the angles have been eliminated in 
favor of curves and straight lines which are harmonious in char- 
acter and serve as a more effective frame for display. Back- 
ground lines and plate glass both curve toward doorway, lead- 
ing the eye toward the entrance. Curved backgrounds eliminate 
waste space at rear of window and the deep valance around the 
top of the glass cuts down undesirable height. Rounded pro- 
jection of the left-hand window provides additional space readily 
seen from street and upon entering and leaving the store— 
ideal for. feature spots. The recessed base under the windows 
makes the entry-way more inviting and spacious by increasing 
the floor space without cutting down. the display space. 























ject and analyze the basic reasons for the differences 
rather than reject the whole design as “too modern.” The 
new store fronts are, in most cases, “modern” in the 
sense that they are functionally designed—to sell mer- 
chandise. 

Naturally, they should be beautiful, but it must be 
constantly borne in mind they must be designed to pro- 
vide a practical means of selling—not merely to express 
an artistic idea. The jeweler, moreover, has certain 
definite problems different from those of other stores, 
which must be considered in the final design and one 
%: (Please turn to page 168) 
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A direct view of the lights in a window ceiling is always un- 
pleasant and distracting. Here, this is avoided with a honey- 
comb lattice which permits the light to’ come through but 
conceals its source. This lattice can be attached to a second 
or auxiliary valance with’ a pulley arrangement by which it can 
be raised: or lowered, concealing it behind the regular valance 
when it is raised. Or it can be dropped several inches to 
reduce the window height when this is desirable for special 
displays. Lighting equipment can be attached to this frame- 
work and thus raised -r lowered with the auxiliary valance. 


































Conditions like this raise the watch casualty rate on the battlefronts. 


We've reported that the Gis are going to need watches when the 
war is over, but do they know what they’re going to want? You 
bet they do, for their war experiences have made them watch-wise. 


N addition to needing new watches when the war is 
over, as was shown in the results of the survey con- 
ducted by two of JC-K’s staff members now on military 
leave on the fighting fronts and published in the De- 
cember issue, GI Joe and Jane have pretty definite ideas 
as to just what they’re going to look for in a new time- 
piece before they put the cash on the line. 

Another member of JC-K’s staff, Corporal Ray Law- 
rence, now “some place on the European front,” sent in 
the results of his survey among members of his battalion, 
too late to include with the first story—“GIs Will Need 
Watches When the War Is Over,” which was published 
in the December issue. Most of Corp. Lawrence’s find- 
ings coincided closely with those of Corporal Technician 
Keagy and Technical Sergeant Duggan as to types of 
watches now in the hands of our soldiers, and their 
present condition, which, due to the lack of repair facil- 
ities and the general hard usage the watches receive on 
the battlefronts, is far from good. Many of the fellows 
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have civilian type watches and many, rather than subject 
them to front-line conditions and the possibility of losing 
them if captured, have sent them home. Being Amer 
cans, though, they’re not doing without; for, says Corp, 
Lawrence: 

“In odd places—and we do get into them—the boys 
have dug up “souvenir” watches. These range from some 
decrepit but interesting timepieces to some very goo 


watches. You know the amazing American attitude to 


ward collecting as much souvenir material as possible.” 
So, further proof of.the GI’s knack of improvization, 
even going as far as improvising a watch from the enemy 
——an enemy whose further need of time can no longer be 
measured by a watch. 
Corp. Lawrence gave his survey a slightly different 
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slant in his last question in which he asked the men ® 


list features which they would consider of primary im- 


portance in the selection of a new watch. His findings — 


(Please turn to page 170) 
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Longines official watch for 


championship football 


“Bowl Games” 


The classic ROSE BOWL football championship at Pasadena, as well as the post- 
season games in the SUGAR BOWL at New Orleans, the ORANGE BOWL at 
Miami, the COTTON BOWL at Dallas, the SUN BOWL at El Paso, the OIL BOWL 
at Houston, and the NORTH-SOUTH game at Montgomery, have all appointed 
Longines as official watch. Close to 350,000 fans will witness these widely-pub- 
licized championships. Longines is proud of this new honor in the world’ of sport. 
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OPA Price Analyst Explains the Why 


of N ew Rule on Swiss Watch Prices 


Virgil Zimmermann, of OPA’s Clock and Watch Division, in an article 


written exclusively for The Jewelers’ Circular-Keystone, tells 


the reasons underlying new pricing rules on imported watches. 


by VIRGIL B. ZIMMERMANN 


Price Analyst in Charge of Watches 
and Clocks, OPA, Washington, D. C. 


AST month a new price regulation governing the 
prices of imported watches (See page 215 of this 
issue) was issued by the OPA. The appearance of a 
new regulation affecting his business is often disturbing 
to the businessman. Much of this feeling of “being 
regulated” should disappear, however, if he understands 
exactly what he is expected to do and how the regula- 
tion serves the public interest and benefits his trade or 
industry as well. These comments are offered in the 
hope that. they will lead to a fuller understanding of 
this new watch regulation. 

_ A misconception commonly held is that the chief pur- 
pose of the OPA is to protect the consumer. The larger 
and primary purpose of the agency is the prevention of 
inflation, ‘This broad purpose has many more aspects 
than: merely protecting the consumer from occasional 
overchar If there were no price controls during 








wartime the fact that there are more dollars in the 
pockets ‘of consumers than there are goods available on 


storeshelves would certainly lead to price increases. If 


these increases are substantial and occur throughout the 
y, we have inflation. For example, wholesale 
prices increased by_148 per cent from 1914 to 1921. 
Wartime inflation, in itself, is bad because it increases 
the, ‘cost of the war and tends to disrupt production. 
> materials and manpower are diverted to less 
ial, but more profitable uses; and because of the 
threat of falling prices, manufacturers of war goods 
are: rightfully hesitant to accumulate the inventories 
necessary for full and efficient production. In addition, 
inflations, the economists tell us, are almost inevitably 
followed by deflationary periods during which prices 
fall ‘tapidly and unemployment and depression result. 
Deflation is disastrous for the retailer. The sharp 
decline in prices in *1921 and. 1922 sent thousands of 
them into bankruptcy. Retail jewelers especially should 
be aware of this danger. Their inventories are, typically, 
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large in proportion to their sales, Even a small redue- 
tion in the value of the merchandise on hand is suffi- 
cient to wipe out the accumulated profits of several pros- 


perous years. After 1921 and 1929 many retail jewelers © 


were unable to recoup the losses resulting from having 
to sell at low prices goods which had been purchased at 
high prices. A major objective of the Congress in pass- 
ing the price control act and of the OPA in administer- 
ing it is to prevent a recurrence of such losses. 


MAKES DETERMINATION OF CEILINGS EASIER 
For the most part the new regulation is designed to 


stop inflation in watch prices not by making any drastic — 


changes in pricing methods, but rather by making it 
easier to determine proper ceiling prices and by making 
the regulation more enforceable. Importers’ prices will 
in some cases be reduced. This will occur chiefly in 
the case of watches not imported directly from Switzer- 


and. Some excessive prices will be reduced because 
the costs which importers can take into consideration ~ 


in determining their prices have been redefined and be- 
cause the prices which importers had determined by 
adopting competitors’ prices are no longer effective. 


To some readers the new regulation may appear 
In drafting it, we have tried to use language _ 
We have, 


complex. 
which is as simple and direct as possible. 
however, endeavored to avoid the false simplicity which 
leaves many questions unanswered. And so, for exam- 


-ple, we have carefully defined such terms as “same 


watch” and “class of purchaser” which were previously 
left to interpretation by the trade. 
An official of one of the retail jeweler’s associations 


as asked us why the regulation was issued and made 
effective in December instead of being postponed until 
after Christmas. ° 
one of the many, office conferences. which preceded 4 its 


The same question was asked during 


(Please turn to page 172) 
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AQUARIUS—The Water Bearer 
The Janvary sign of the Zodiac 
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GARNETS FOR CONSTANCY 


In the language of Precious Stones, the Garnet tells 


\ 





of Constancy. For this birthstone for January, glowing 
| with the warmth of deep red, signifies a steadfastness of purpose | 
and resolution that is associated with the first month of the New Year. You 

will always find at Stone Headquarters a varied assortment of Garnets : ‘i. 
and other precious and semi-precious stones to meet every requirement 


and every budget. 


: NATHAN & C0., ING. 610 Fifth Ave., New York 20, N.Y. 
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Pens Are Definite Part 


The pen display case does not 
show in this photograph of 
Poggemeyer's gift section but 
it occupies a preminent loca. 
tion, ready for future lines, 


by ANN GALT 


Of This Jeweler’s Postwar Plans 


Stocks of pens may be low right now at Poggemeyer’s, Leavenworth, 


Kansas, but their display case still occupies a prominent spot 


in the store’s gift section, ready and waiting for future business. 


LTHOUGH the pen case at Poggemeyer’s Jewelry 

and Gifts, Leavenworth, Kansas, is so scantily 

stocked we weren’t permitted to photograph it, the. case 

is still up front, and Mrs. H. H. Poggemeyer still con- 
siders her store “pen headquarters.” 

To this roving reporter's query as to why a jeweler 

should carry pens, came a battery of excellent reasons. 

1. Pens, pen and pencil sets, and desk sets are “‘nice 
merchandise” to handle—with beauty, utility, and popu- 
larity. 

2. Like other jewelry store lines, pens carry a good 
stable mark-up, with little cut-throat pricing, and Fair 
‘Trade contracts to keep a floor under retail selling, the 
rule rather than the exception. 

8. Pens are almost a “must” item in every well- 
regulated life. Without a good pen, efficiency is ham- 
pered, dispositions are lost, and self-expression in 
writing for any purpose is constrained. 

4. Pens today are bought about 50-50 for gift and for 
self use, and belong with other gift lines for important 
occasions and anniversaries.. Being almost universally 
in demand, pens can amount to a steady day-by-day 
volume. 

For the 19 years this jewelry store has served the 


144 


town of Leavenworth and the large adjacent military 
post of the same name, pens have steadily gained in 
importance both to the general public and to the retailer 
who goes in for them intelligently. Here’s an estimated 
distribution of the number of units sold in pre-war days 
in each price bracket carried: 


Retail Price Line Total % of Units Sold 


$1.00 10% 
$1.95, $2.95, $8.95 30% 
$5.00 (lifetime pens) 45% 
$8.75 7% 
$12.50 5% 
$15.00 3% 


At this time, Poggemeyer’s are not offering a $1 pen, 
and do not plan to stock these, even when they are avail- 
able. They want to carry and push, if they are made, 4 
volume number’ at $3.95, and a good $5 unit, for the 
school trade, and general demand. Other price lines 
which will have a great deal to offer, when civilian pro- 
duction is resumed, will include a group at $8.75, and 
others at $12.50, $15.00, $19.75 and $25.00. Most re- 
tailers, this firm believes, will make the steady profit 
margin on such medium to good pens and sets, and that 

(Please turn to page 176) 
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CHURCH OF THE TRANSFIGURATION, New York, recently passed its 90th anniversary. More quickly recognized as THE LITTLE THE 
by thousands ef couples whe come from far pisces to solemnize their weddings within its kindly watts. Painted by Gernard Lamette for the Oe Beers collection. 


(‘0 to bitte To life and constancy and better things beyond the horizon — so each two 


young lives which merge now are inevitably pledged. The moment when that dedication is hallowed by their 


own religious ceremony becomes their most precious memory and inspiration, Theirs and their children’s most 





treasured keepsake is the ringset diamond that holds the light of their first vision of all the lovely. sacred things to be. 





Facts About Diamonds: These are aver- Industrial Diamonds—a key priority for 
age current prices for unmounted quality high-speed war ion—come from 
diamonds. Add 20% for federal tax. (The the same mines as gem stones. Millions 
exact weights shown occur infrequently.) of carats are used in United States indus- 
— alone hang not determine diamond Pw —_ The as or 9 diamonds 
values. Color, cutting, brilliance and ound among produc- 
clarity have an cquily kejenet bearing tion costs for all these fuses inde “fight 
You should have a trusted jeweler’s best ing” diamonds. Thus, there are no restric 
advice when buying diamonds. i i 


DE BEERS CONSOLIDATED MINES, LIMITED, AND ASSOCIATED COMPANIES 
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Heart’s desire makes diamond sales Post-war . : . the desire for diamonds 
&s the symbol of love and marriage will remain the measure of your diamond volume. «That is why | 
the greatly expanded national advertising campaign for diamonds that’s running im your interests ‘in 
leven of the country’s leading magazines right now (with a total circulation of 138,906,257). glorifies 
the spiritual significance and precious qualities of the diamond. By De Beers Consolidated Mines, Ltd., 


‘nd Associated Companies. 





WR JaNuary, 1945 





Garnet occurs: about where you 
find it, it seems, for this massive 
ten-pound stoi‘e was found within 
a short distance of Macy's, depart- , 
ment store in the heart of New York 
(From N.Y. Mineralogical Cinb 
Coliection. Photo from American 
Museum of Natural History.) 


Mining and Oceurrence of Garnet ¥ 


—The Birthstone for January 


The first of a series of articles on gem stones, their occurrence 
and history, and other pertinent facts helpful in birthstone promotion 


HE Egyptians and Greeks from early times to at 
least 287 B.C. obtained their garnets from Egypt 
and the west North African Coast as well as from France 
near Marseilles. Then later, India and Ceylon furnished 
the finer material for lovely Greek and Roman jewelry. 
The historian Pliny about 100 A.D. infers that the In- 
dian garnet industry was an old one in his time and he 
mentions Hindu-made garnet-vessels holding a little 
less than a pint. 

All during the ages the garnet was highly prized. 
Probably the first gem-mining company in the world was 
the Granaten Gewerkschaft which in 1715-16 worked 
the Bohemian garnet placers. From this time on until 
the 1880’s when the garnet ceased to be one of the lead- 
ers of fashion, the Bohemian pyrope deposits were the 
world’s principal source. In about 1870 the pyrope 
garnet was found in South Africa as a by-product of 
diamond mining. These garnets were called “cape 
rubies” and became an important source of the gem. 
In Australia the “Adelaide rubies” found in the Maude, 
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by ROBERT M. SHIPLEY, Executive Director 
Gemological Institute of America 


Florence and Hale Rivers were responsible for the float- 
ing of 24 “ruby” mining companies which joined the 
limbo of dead mining flotations when the “rubies” proved 
to be almandine garnets. The beautiful green garnet, 
demantoid, was first found in the gold placers of North 
Carolina and the rhodolite (discovered in Macon County, 
North Carolina), was first recognized in 1893, It may 
be stated that garnets are now found in almost every 
country. 

The mining of garnets is.a comparatively simple mat- 
ter. Even ants in the Navajo country of Arizona assist 
in the process. They selectively choose the gems and 
hoist them to the surface to cover the hills. From two 
ant hills at Garnet-Ridge, Arizona, H. E. Gregory tt 


ports in Economic Geology (1916) that he obtained # ~ : 


(Please turn to page 188) 
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AMERICAN DIAMOND GUTTERS 


creators of the 


CIRCLE OF LIGHT DIAMOND. 


an affiliate of 


.| BAUMGOLD BROS., INC. 
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ed 62 WEST 47th STREET, NEW YORK CITY, N. Y. 
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JPRESENTED here is the first half of the supplement to the Jewelers i 
Dictionary which has been running in the JEWELERS’ Cncutar-Keysrong | 


in serial form for the past four years. The remaining half will appear yr 
February issue. It was, of course, inevitable in a project of this 
some omissions would occur and, therefore, that some additions and ae 4 
tions would be necessary to perfect the work. Here they are. 

During the time that the instalments have been appearing we his 
received many favorable comments on this work and many queries as to 
whether it would be re-issued in book form. We are happy to say that the 


Jewelers’ Dictionary will be published shortly in this manner. 


Notice of 


its issuance will soon be given in the JEWELERS’ CiRCULAR-KEYSTONE, 


Abadia dos Dourados diamond. A re- 
cently found clear brown 104-carat 
Brazilian stone of the Minas Tri- 
angle area. Named for the nearest 
town. Another rose stone weigh- 
ing 33 carats is known as the Aba- 
dia do Dourados rose. A _ third 
stone of the same name, the Abadia 
do Dourados lilac diamond is con- 
sidered one of the most notable 
Brazilian stones. It is a clear lilac 
and weighed 63 carats. It was sold 
in 1936, ultimately going to Africa, 
for 10,000 pounds. 


Abaeté diamond. A 238-carat rose- 
colored diamond found in 1926 in 
the Abaeté River in Minas Geraes, 
Brazil. A second notable rose- 
colored stone, weighing 80.3-carats 
was found in the same river in 

- November, 1935, and sold in Rio for 
$12,500. 

acorn knop. This is considered to be 
the earliest form of a knop on an 
English spoon. This style of a 
spoon belonged to the early-part of 
the XVth century or possibly a 
little earlier. This type of spoon 
had fig-shaped bowls with slender 
stems generally rounded and sur- 
mounted with a small acorn. 

adder stone. Glass beads used in 
medieva] times as charms, sus- 
pended from the neck of a child it 
kept off whooping cough and other 
diseases of children; it repelled evil 
spirits and was considered to in- 

«-=gure prosperity. Toadstones, snail 

es 


460 


stones and mole stones were all 
similar accidentally discovered 
ancient glass beads, endowed with 
mystic powers by their finders. 
They were thought to be produced 
by a number of serpents getting 
together and blowing them into the 
air from their hissing jaws. 

African tourmaline. A trade term for 
a light, blue-green brilliant tour- 
maline, of any origin. 

agaphite. A turquoise variental name, 
given in 1806 to a conchoidal tur- 
quoise occurring in a porphyry or 
lava. Named for Demetrios Aga- 
phi, who examined the Persian de- 
posits. 

Akarbar. See ACCABAAR. 

Akbar Shah. An ancient Indian 
diamond, once the property of Shah 
Akbar and Shah Jehan and in- 
scribed with their names. Recut in 
1866 to a drop shape, it now weighs 
about 74 ct. and belongs to the 
Gaekwar of Baroda. 

Alaska black diamond. Hematite. 

Alaska diamond. Quartz. 

Alencon diamond. Quartz. 

almaschite. A remarkably fluores- 
cent amber from Olanesti in Ru- 
mania, See DELATINITE. 

almond spoon. A small silver spoon 
for serving salted nuts similar in 
style to a bon bon spoon. 

Alpine diamond. Pyrite. 


Antilles pearl. Not a real pearl, but 
a mother of pearl sphere cut from 
the iridescent shell of the Turbo 
snails, at whose apex. there is a 


thick place which will permit the 
cutting of such a sphere. Also 
known as an oil pearl. 

antique shape. A gem shape; an 
elongated stone with rounded ends. 

arch dial. Clock dial with upper part 
in form of a half-circle; the type 
helps fix age of old long-case or 
mantel clocks. Arch dials were in ~ 
troduced about the year 1700, 
Prior to then, dials of such clocks 
were square with a straight edge 
at top. The arch at first was deco- 
rated with ornamental engraving, 
maker’s name, etc.; later it accom- 
modated mechanical features like 


moon’s phases disc, or equation - 


work, j 
Arizona spinel. Garnet. 
Armenian stone. Lapis lazuli. 
asparagus dish. An oblong silver dish 


with a drainer for serving aspara- 
gus; also used for serving corn on 

- the cob. | 
asparagus fork. A large silver serving 
fork usually with four broad tines, 
used in serving asparagus, or eggs 

on, toast. 
asparagus tongs. Large silver.tongs 
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A JEWELER'S DICTIONARY 
(From page 150) 


with flat ends, for serving aspara- 
gus or corn on cob. 


Auckland shell. See GAMBIA SHELL. 
Austrian Yellow. See FLORENTINE. 


axis. A crystallographic axis is an 
imaginary line passing through the 
center of an ideal crystal, and 
parallel to the intersections of the 
principal faces. The crystal sys- 
tems are based upon the axes, and 
range from three equal axes at 
right angles to each other in the 
isometric system, to three unequal 
axes at oblique angles to each 
other in the triclinic system. See 
CRYSTAL. 


azure quartz. A confusing’ name 
which has beensapplied to quartz 
pseudomorphs after crocidolite 
(tiger eye) in which the original 
blue color has been preserved, Also 
called sapphire quartz and siderite; 
no more desirable terms than the 
above. — 


azurite. A misnomer for smithsonite. 
See AZURE MALACHITE, CHESSYLITE. 


baby fork: A very small silver fork 
of a size to fit the hand ofa very 


small child. It has a short handle 
and four tines. 


4° baby knife. A very small silver knife 
“Sy of a size to fit the hand of a small 
: child. 


_ “baby spoon. A small silver spoon with 

~~, an elliptical bowl and either a short 

handle or a handle bert back upon 
itself.to afford a firm grip. 

Baffa diamond. Quartz. 

Balbach process. Method of refining 
silver containing small amounts of 
gold. Anodes“of impure silver are 

_ electrolyzed in an acidified silver 

; nitrate bath; pure silver is ieloes- 
ited on a carbon cathode. Same as 

Thum or Thum-Balbach process. 

banjo clock. A wall-clock, with case 
comprising a drum to hold the 
movement, a rectangular box to 
accommodate the pendulum-bob, 
and a narrow taper-shaped box 
connecting the upper and lower 
parts and accommodating the pen- 
dulum rod and driving weight. The 
original design was made by Simon 

Willard (1780-1839) of Roxbury, 

Mass. See WILLARD CLOCKS. 

Barkly Breakwater diamond. A 109% 
et. South African diamond found 

October 20, 1905, during the con- 

struction of a breakwater. 


barleycorn. A kind of decorative en- 
graving on metal, produced by a 
geometric lathe. See ENGINE-TURN- 
ING, 

barrel. A gem shape with flat top 
and bottom and rounded sides. 


barrette (bah-ret’). 1. An ornamental 
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bar, with a pin and clasp mounted 
on the back, to be worn in the hair. 
2. A file with teeth cut on lower 
side, and its back uncut and of 
ridged cross section. 

bediastite. See TEKTITE. 

Behr loupe. A magnifying loupe in. 
which the lerses are mounted on @ 
hinged clamp to be attached to a 
spectacle-frame, so that the loupe 
lenses may be swung away from in 
front of the spectacle lens, when 
not being used, See LOUPE. 


Bek process. A patented method of 
encasing a base-metal article with 
a continuous precious-metal coat- 
ing. After being electroplated with 
‘gold, platinum, of a gold alloy, the 
article is subjected to a heat treat- 
ment to bring about diffusion be- 
tween coating and basis metal, to 
modify the compogition, color and 
wearing. qualities ,of the coating, 
and through annealirg and precipi- 
tation hardening to control the 
physical properties of the basis 
metal, 

bell. A gem shape similar to the tulip 

_shape, but with a central peak. 

bent top.. A rounded top cutting of a 
deep stone, in which the girdle fol- 
lows the curve of the top. 

berry spoon. A serving spoon of sil- 
ver used for berries or cut up fruit. 

bezel facets. Same as top main facets. 
See BRILLIANT. 

Big Ben. The famous London bell 
which sounds the hours. It is the 
largest of the five bells that make 
up the carillon of the Westminster 
clock on the Victoria Tower of the 
Houses of Parliament. 

blood dreps. Waterworn red spinel 
pebbles. 

blue ground. The fresh rock of the 
diamond pipes, in which the dia- 
monds occur. See KIMBERLITE. 

blue Wesselton. A diamond color 
grade, between “Rivers” and “Wes- 
seltons,” according to Wade. 

bolt-and-shutter work. On old Eng- 
lish and colonial American clocks, 
4 a device for maintaining power on 
train during winding; a pivoted 
Bite over keyhole, or an attach- 
t door of case, when either 
is opened for winding, operates a 
spring that applies power tempo- 
rarily to the train while the clock 
weight is out of action during 
winding. # 

bon bon dish (or basket). A small 
silver dish- for serving bon bons, 
candies or nuts. 


bon bon spoon. A small silver serving 
spoon with a shallow bowl which is 
usually pierced and often gilded. 
bon bon tongs. A pair of tongs 
smaller than the sugar tongs, used 
for serving bon bons from the dish. 
bouillon spoon. A spoon with a handle 
about the same size as that of a 
teaspoon, but with a round bowl. It 
is similar in, shape to a cream soup 


spoon but smaller. It is for ingj. P 


vidual use when bouillon or clear 
soup is scrved in cups. 


borax. 1. A chemical substance useqg 
as a flux in soldering precious ang 
other metals, Borax of lump form 
rubbed with water on a slate, or @ 
as crystals powdered and dissolved 9 
in water, is applied to the joint «#8 
and the pieces of solder thereon, be. @ 
fore heat is applied to melt the — 


solder. 2. A slang term used to 
denote unethical merchandising 


practices, such as selling inferior © 


goods at inflated prices, and mak. 
ing exaggerated claims and state. 
ments in advertising or selling. 
bottom corner facets. The large four- 
sided facets which alternate with 
the pavilion facets on the pavilion 


of a brilliant. See BRILLIANT, cor- 
ner facet. 

bottom main facet. “y¥See PAVILION 
FACET, brilliant. % 


Brady diamond. A 330 ct. diamond 


found in January, 1902, at Brady’s 
Farm, Fourteen Streams, South | 


Africa. 


Braganza. A controversial diamond: 
belonging to the Portuguese crown 
jewels. Generally conceded to bea 
yellowish topaz it is supposed to 
be pear-shaped and weighs 1680 ct, 
However, some authorities cortend 
that diamonds were well known in 
1797 and it is unlikely that a mis- 
take would have been made, that 
many large and brown to yellow 
stones have been found in the 
Abaeté River, where this was 
found, and that yellow topaz comes 
only from the Ouro Preto area. 
(It would be remarkable to: find a 
yellow topaz that size even in Ouro 
Preto area.) Hence, the secrecy 
with which it is guarded is really 
the strongest evidence that it is 
not a diamond; it is strarge that 
the matter has not been definitely 
cleared up long since. Also known 
as the King of Portugal’s diamond, 


bread tray. An oval silver tray for 
serving rolls and sliced bread. 


’ ~ 





Bread Tray : 


break facets. The 32 small facets 
bordering the girdle of a brilliant 
cut stone. “Same as half facets. 
See BRILLIANT. 

bridge ring. See COCKTAIL RING. 

brocaded. A type of ornamentation 
on silverware. It is a form of en- 
gine turning and is used mostly on 
toiletware, compacts, and c 
cases. 

brilliant. A type of cutting, used 

especially on diamonds with 

facets, and also, now, used a8 & 
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A JEWELER'S DICTIONARY 
(From page 152) 


synonym for a brilliant-cut dia- 
mond. There are 32 facets, plus 
the table, above the girdle, and 24, 
plus the culet, below. See sTAR 
FACETS, BEZEL, TOP CORNER FACETS, 
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TOP MAIN FACETS, TOP HALF FACETS, 
BREAK FACETS, 
QUOIN FACETS, SKEW FACETS, SKILL 
FACETS. 

bruting. A process in brilliant cutting 
of diamonds, rubbing two stones 
together to round their corners be- 
fore faceting. Same as shaping or 
girdling. . 

buff top. A low cabochon type of cut- 
ting, the top just slightly rounded. 

bullet cut. Pentagon-shaped gem- 
stone like a baguette except that 
one end is pointed. 


bunch rings. Diamond rings produced 
in quantity to sell at popular prices 
with small center stones. They 
were formerly sold in bunches held 
together with string—hence the 
name. 

Burgess diamond. A 220 ct. South 
African diamond found in Septem- 
ber, 1907, at Klipdam No. 1. 

butter knife. A silver knife used for 
serving butter from a general but- 
ter dish to the individual plates. 

butter spreader. A small knife-like 
article of silver flatware for indi- 
vidual use in spreading butter on 
bread or other food. 


C 


Cairo star cut. See STAR CUT OF 
CarRo. , 

calbenite. See MYRICKITE. 

eap. The sawn-off top of an octahe- 
dral diamond crystal. 

carbuncle. A name of the middle ages 
which referred to any cabochon-cut 
red stone. Rubies, spinels and gar- 
nets were included. Today it is 
generally used with reference to a 
cabochon-cut garnet. See KAR- 
FUNKEL. 


“ 


card tray. A small silver tray used to 


receive visiting cards. 
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PAVILION FACETS, 


Carmen bracelet. Bracelet composed 
of pivoted links each enclosing a 
spring, normally closing the links 
together to close the bracelet, with 
a pantograph action, to accommo- 
date the bracelet to a variety of 
wrist-diameters. This type brace- 


.let was very popular as jewelry 
about 1905, when the earliest brace- 
let watches in the U. S. A. ap- 
peared in the combination of a 
Carmen bracelet with a watch 
movement in place of the usual 
— or medallion on the brace- 
et. 

castle-ratchet. 1. In chronograph 
watch mechanism, a steel wheel 
with several notches on its edge, 
superimposed on a toothed ratchet, 
the whole piece moved by a click 
operated through a lever by the 
crown or a button outside the 
watch case, and with a pawl that 
is operated by the notches to en- 
gage or disengage gearing, etc., in 
the chronograph mechanism. 2. 
Term sometimes used to mean the 
female part of stop-work mechan- 
ism. See sTOP-wORK. 

catlinite (cat'lin-ite). See PIPESTONE. 

cellon. Celluose acetate, a plastic 
sometimes used in imitation amber. 

center. In a watch case, the circular 
part holding the movement and on 
which the back and front caps or 
bezels are, hinged, snapped-on or 
screwed. 

Central Standard Time. * See sTAN- 
DARD TIME, 

chafing dish. A type of vessel, usu- 
ally of plated silver, used for cook- 


ing at the table. It is made on the 
principle of a shallow double boiler. 


channel setting. A type of setting 
often used in mounting a number 
of small stones of uniform size in 
a row, as in a diamond wedding 
ring. Instead of each stone being 
held by its individual set of prongs, 
a continuous strip of metal with a 
channel into which are fitted the 
outer edges of the row of stones 
runs dowh each side of the row 


which is thus gripped between the 
two channels. Be 

chanson ring.. See POSY RING, 

Chicot pearl. Blister pearl. 

child’s cup. See CHRISTENING Cup, 

Chivor Mine. One of the principg 
and oldest of the Colombia 
emerald mines. It has 
many fine emeralds and was las 
operated by an American company, 
In 1928 it is said to have produced 
22,712 ct. 

choker. A short necklace, just long 
enough to go around the throat, | 
Usually applied to a string of 9 
pearls or beads. me 

christening cup. A small silver m 
presented to an infant at his chris. J} 
ening. It is usually engraved with # 
the child’s name and the date or 
year of his birth. Also called a 
child’s cup. 

chrome kyanite. A green variety of § 
kyanite with 1.81% Cr.O; found at @ 
Yakutia, Siberia. Its high and low © 
refractive indices are 1.7384 and 
1.718. 

Clerici’s solution. See THALLIUM MAL- 
ONATE, | a 
clip. A piece of jewelry of the same 3 
general style as a brooch, but with § 
a spring clip fastening on the back 

instead of a pin and catch. ; 

close plating. An early plating proce 
ess now obsolete. The surface to 
be coated was cleaned, fluxed 
tinned and a thin foil of silver 
then affixed thereto by pressure 
and by the aid of a hot soldering 
iron. ia 

close set. Brilliants in a setting with | 
a solid back, in contrast to open set 
or “a jour.” 

cloudy agate. Chalcedony type agate, 
with more and less transparent 
areas; a term used to emphasize a 
contrast with banded agate. 

cocktail ring. A massive finger ring of 
modern, three - dimen- 
sional design, usually 
combining small dia- 
monds and small col- 
ored stones with gold or 
platinum. Also called 
a bridge ring. 

collar pin. See SOFT COLLAR PIN. 


colophonite. Applied variously to 4 
brown garnet and to a brown va- 
riety of vesuvianite from Arendal, 
Norway. 

Colorado goldstone. Trade name 
under which brown aventurine 
glass is sold in Colorado. See 
AVENTURINE. 

coltstone. Trademark name for am 
imitation gemstone made from an 
acrylate resin, a plastic. The re- 
fractive index is about 1.50, the 
hardness 2% to 2%, the specific 
gravity 1.18 to 1.19. The colors 
and “cuttings” are varied, the blue 
and green stones show red in the 
emerald filter and it is thought 
that the pigments are aniline dyes. 

(CONTINUED NEXT MONTH) 
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THE ONLY PATENTED CUT DIAMOND IN THE WORLD 


MULTI-FACET* 


40 EXTRA FACETS | 
DIAMONDS 


JANUARY, 1945 


Ecstasy 


MULTI-FACET*...AMERICA’S FOREMOST DIAMOND 


THOSE WHO UNDERSTAND HISTORY, ALSO MAKE HISTORY . . . in every age, the far-sighted have 
given history its opportunities. The most progressive jewelers in America know full well the impor- 
tance of MULTI-FACET*, the world’s only patented diamond-cut, achieving brilliance hitherto 
undreamed of. They know the unprecedented consumer-demand created by MULTI-FACET* 
DIAMONDS. The jeweler who presents MULTI-FACET* DIAMOND RINGS is not only profoundly at- 
tuned to the demand of his clientele . . . but also a maker of history. 


ADVERTISED TO FIFTY MILLION AMERICANS EVERY MONTH + SOLITAIRES, $75 to $7,500, tax included 


ROSELAAR MULTI-FACET CO. - 551 FIFTH AVENUE - NEW YORK 17 
Diamond Cutters for Four Generations 


*®PAT. U. 8. PAT. OFF. AND FOREIGN COUNTRIES ¢ REG. U.S. PAT. OFF. 














TO GET RIGHT HELP, "SELL" THE JOB 
(From page 129) 


A post-war future? Overtime? Cheerful surroundings? 
Time off for a mid-afternoon snack or coffee? Tell ’em 
about it. 

The use of bolder type or larger space helps in giving 
your ad more attention value, but the possibility of using 
it is regulated by what the local papers will allow. Many 
- papers now restrict size; but if you can get it, a larger, 
dressed up ad will justify the extra cost, 

If you can use part time help, consider the situation 
of students in your territory. Or what about mothers 
who can work part of a day? If you are directing an 
ad to this group, copy can begin “WORK NEAR 
HOME .. .” or “PROFITABLE PART TIME 
WORK .. .” or “MOTHERS, 
TIME WORK...” 

Appealing to a particular group is often effective. 
“SERVICE MEN’S WIVES, you are helping them fight 
when you work at...” is one way to start such an 
appeal. 

One’ jéweler ‘whom we know maintains that older 
people are an asset. They are more easy going, more 
understanding . . . not likely to show up in the morning 
feeling bad from last night’s party or wondering about 
tonight’s date. One of this man’s ads that proved highly 
successful begins, “THAT AWFUL LIAR... .” and 


PLEASANT PART.. 


goes on to point out that the calendar is a liar if it 5 
you're 60 when you feel 40, then urges older folks t 
apply. 

Switching around the classifications is a help. Whey 
you start your ad: “MAN to do #0 and so...” op 
“WOMAN to do this and that .. .” your copy is going 
to appear in the column with lots ‘et other ads starting 
the same way. Starting with the company name is one 
way of being different. 

Running more than one ad in an issue increases re. 
sults; and when you do this, arrange the starting word 
so that one ad appears near the top of the column and 
the other near the bottom. For example, if you need 4 
clerk: “CLERK WANTED, jewelry store . . .” and 
“SALESMAN WANTED, jewelry store.” Some en- 
ployers will run as many as four ads at one time. 

‘The help wanted columns of your local papers are not 
the only media you can use. 

Roy Culbertson, of Hess & Culbertson Jewelry Co, 
St. Louis, reports that he has ‘had exceptional luck in 
securing employees” by contacting friends who are in 
business along the same line. These friends, in turn, give 


him» tips .on ‘qualified men*who may be interested in the 
job. ‘Thus he gets the help he wants without any adver- 


tising expenséy And, ‘as*4 rule, a high type of employee 
will result from a high type of friend. 

Two companies report that excellent results were ob- 
tained by contacting the employment agencies, including 
the United States Employment Service. 




















...+ may God grant the return 
of our loved ones. » + May 
Peace on Earth proclaimed two 
thousand years ago, become a 


lasting reality for all mankind. 


* 





IMPERIAL PEARL SYNDICATE 


IMPERIAL GEM SYNDICATE 


Chicago, Ill Fifth Ave., New York Los Angeles, Calif. 
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By checking his old records and contacting former your employees of them recommending the right person, § 
employees who had left to get married, have a baby, One firm has been unusually successful in holding em. 4 
retire from business, etc., one man has succeeded in ployees with less than average absenteeism or labor turn. 
bringing back some help for the duration. over. They attribute this partly to the fact that they 

One company has obtained some good results by have had the courage to turn down applicants about — 
watching the SITUATIONS WANTED columns. ‘ whom they were doubtful, even when they needed help — , 

Another inexpensive method, sometimes overlooked, is badly. Also, they take the trouble to work out hours 
a sign in your window or at your entrance. It may not that will be most suitable to the employees. They check 
bring daily ‘results but sooner or later it will catch the the. transportation schedule. and help the applicant ay. 
eye of just the person you seek. range a route and time that will be most convenient, Foy 

Display advertising in newspapers costs more than example, some mothers would prefer to start work at 
does classified but it is seen by a lot more people. Many 10 A.M., after they have had time to get the children of 
firms report good results from this method. to school and the house in order. By cooperating with 

Some jewelry men have questioned whether it is wise them, this company obtains satisfied help that stays with 
to let the general public know that you need more help. them. 

Under ordinary circumstances the answer would be “‘no,”’ From all reports, it does not seem to be quite as dif- - 
but everyone kriows of the help shortage and help-wanted ficult to obtain help today as it was a year ago, although 
advertising which the public sees can do no harm. In _ it still remains a major problem. In the near future, 
fact, might it not help explain delays or errors? we all-hope, things will revert to normal. But, while 

Don’t overlook your trade paper. Jewelers report good everything may not happen for the best, we can, at 
results from both display and classified ads in JeweLer’s least, make the best of what happens, and, thus the facts 
Crecuvar-KeystTone, especially for skilled help. we learn about effective “help-wanted” advertising now 

Mr. Selle of Selle Jewelry Co., St. Louis, reports that can‘assist us in the future to obtain the best help in the 
he obtains all of his watchmakers through.the trade most economical manner. 
journal advertising as he can be more sure of securing 
men who really want the job. Any local man may come Hoip your own “worup’s Fair.” Crews-Beggs Dry 
down and take the job, but when you run across an out- Goods Co. fascinated citizens of Pueblo by showing 
of-town man who is really putting himself out by coming captured Japanese guns and battlefield souvenirs from 
to work for you, hold on to him. everywhere with pictures of local lads who had sent 

Canvassing employees is also an excellent method of these objects home. The idea could be used for a Bond 
obtaining the needed help. But stress the importance to drive, for boosting blood banks, etc. 
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th is heavily engaged in many- 

Wart work. But our steady produc- 

tary Watch Cases and our con- 

Wesigning of the precious metal 

‘for the future are preserving the 
i fine watch case development. 


R January, 1945 


the result of teamwork 


To Mr. Average Customer a watch is 
a maze of wheels which tells him the 
time of day. He hasn’t the faintest idea 
that a fine watch really consists of 
two units—the movement and the 
strong, protective case. He cares 
only about the, performance of the 
finished product. And when that 
performance is accurate, good will 
begins to circulate. 


To preserve this good will, makers of 
fine movements select Wadsworth 
Watch Cases. They know that a 
Wadsworth Case is not only lovely 
to look at, but it also gives 
protection to the fine movement. 
And the faith that the customer had 
when he said, “I do,” to the man 
who sold him the watch will be 
long preserved. 


“worth 

















DIFFERENT VALENTINE DISPLAY. 


(From page 181) 


certain amount of institutional advertising without 
tracting specific sales, Long’s decorator believes, ; 
the window that combines both purposes is the 

-that attracts attention because of its pleasing appearg 
and then turns that attention to the merchandise itgelf 


If artistic window trimming»inspires people ta 
“Long’ s is a good store. It’s the place where I 
trade,” then it has fulfilled its practical purpose, It} 
created good will and attracted patronage. . So the Dt 
pose of Long’s is not to go all-out for picturesque ef 
in window display, but to achieve an attractive 
_ground for its merchandise, a background that will # 
,in the background and d eave the emphasis on the ge | 
displayed. 8 
In connection with the Valentine windows, Long's 4 
keyed its advertising to the Valentine theme, calli 
attention to Long’s “Valentine Solitaires” and jewel 
with the advertising copy framed in a drawing suggest 
a paper heart. s 
At Long’s the manager decides what merchandise sh 
be featured in the windows. The buyers set aside s9 
of their most attractive items, and the window t nn 
makes his choice from this selection. Details of 
trimming are left entirely to the window decorator, ” 
Window dressing has come to be a fine art, and | : 
ers are finding that window display is playing a @ 
important role than ever in stepping up sales and attr 
ing new customers. Many who formerly relied upoi 
standard background for their window merchandiagl 
simply changed the items from week to week, are ¢ om 
to realize the value of an artistic setting and of keep 
up with the far-seeing “Joneses” such as the t 
Long Company who have set a high standard in 
and one that pays dividends in sales. A 


No. 850/900 


SURVEY OF RETAILERS’ CURRENT PRICES 
REVISES QUOTATIONS IN DeBEERS ADS 


Retail jewelers for several months past have been 
complaining that the retail prices quoted in recent ad- 











out of line with the actual prices being quoted in retail 
jewelry stores. 
To ascertain the real facts of the matter, and find 
out whether the criticism was actually justified, Tam) 
Jews.ers’ Cincuar-Keystone last~month surveyed & 
list of representative jewelers, both cash and credit 
from‘ coast to coast, asking each to state his present sel 
ing price for unmounted diamonds of good quality 
quarter carat, half carat and one carat sizes—these § 
ing the sizes on which current retail prices are o 
in the DeBeers ads. 2 
Replies, which were received from about sixty p 
cent of the stores queried, indicated that although) 
quotations have not, been as badly out of line as | 
of the comment might suggest, some revision of t 
appears to be called for. 
For example, DeBeers has been quoting the cum 
retail price of unmounted quarter carat stones of g 


Tur JEWELERS’ CIRCULAR-KEYS 


vertising of the DeBeers Consolidated Mines have been | : 
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Distinctive Modern Jewelry in Emerald, Sapphire 


Ruby, and all Semi-Precious Stones 


These three matched pieces 
from our huge stock of 


individual designs are very . 


smart, and moderately 
priced . . . Aquamarines, 
Amethysts, Topaz. . . 14K 
gold mountings. 


JEAN FAIZ WOLLER COMPANY 


Creators of Distinctive Jewelry 
220 West Fifth Street © Los Angeles 13, California 
Dept. JK-I 5 as 


quality at $85 to $200, without the tax. The botte 

the range—$85—seems to be correct. Several a 
gave this as their present price, and none were hels 
it. On the other hand, $200 appears to be too hich. 
the top. Not one jeweler mentioned a figure above $j 
and most of them were around $125. A spread of § 

to $150 would therefore seem to be wide eno 

would keep the price on quarter-carat goods from beink 
inconsistent with that on the larger stones. 

In the half-carat size, also, the spread should bel 
rowed, but here not only the top price should be h 
down, but the bottom price should be moved up. 
DeBeers ads have listed this size (also unmounted 4 
before tax) at $190 to $375. Ae 

No representative jeweler whom we found ig sel F 
such stones at less than $225, and also (with one sing 
exception) none of them have a higher price than § 

On full carats, the quotations in the advertising g 
pear to have been too low, though the amount of t 
spread seems correct. On the basis of what jewe 
themselves say, from $600 to $900 reflects pre 
tail prices on good quality unmounted one carat 
before the. tax is added, instead of the $540 ¢ 
which the ads have been showing. In other wa 
this class of goods, the whole range should be 
up about $60 to $65. 

To be in line with this, two carat Siamncalill ; 
quality should be worth at retail about $1500 to 
before tax, instead of the $1375 to $2300 at whic 
have been priced in the ads. 

Note particularly that all prices mentioned are 
the jewelry tax is added. This would make the quot 
tions with tax included, which is the basis on which mo 
jewelers sell, as follows: ; 

Quarter carat 
Half carat 
One carat 
Two carats 

Also all prices are for unset stones. i. 

‘The results of the survey have been transmitted t 
the advertising agency that handles the DeBeers account: 
and we understand that the suggested revisions wie 
made in future ads. % 
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GETS RESULTS WITH RUNNING PROMOTION — 


Fi 
% 


Esberger Bros., retail jewelers, at 1133 Vine St. Cincinnati, 
Ohio, regularly devote one of their display windows fo a rum 
ning promotion of War Bonds. Immediately behind a few 

of jewelry in the foreground are a row of flags of nited 
Nations which creafe a colorful effect and attract ‘the eye of 
the passerby. Large block letters on the glass tell story. 
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A jeweler’s reputation for 
quality and leadership can re- 
ceive no greater‘enhancement 
than to be identified with the 
_ only ring containing a diamond with 
86 constantly active facets that yield an 
unparalleled brilliance and color intensity. 
Selective distribution only through qual- 


ity retail jewelers. We invite your inquiry. 


THE KING DIAMOND CUTTERS 
576 FIFTH AVE., NEW YORK 19, N. Y. 
Factory: 347 W.-36th., New York, N. Y. 


*Licensor Patented Diamonds, Inc. 


AFTER THE WAR, WHAT? 
(From page 133) 


applies equally to refrigerators, watches, or any other 
manufactured product. 

Suppose we have 100,000 electric motors in operation 
in the United States with an average life of 10 years 
each and that 10% of them are one year old, 10% are 
two years old, etc., including 10% which are just 10 
years old and ready to be scrapped this year.. If business 


operates on an even keel, the manufacturers of motors 


will be called upon to produce 10,000 motors this year. 
If. business operates smoothly over the years then, each 
year, about 10% or 10,000 of the motors ‘will be replaced. 

Suppose in a given year general business activity 
rises by 10%, ‘then the motor manufacturers may. be 
called upon not only to produce 10,000 motors to replace 
those due for the scrap heap that year, but an additional 
10,000 to take care of the new business. Thus, a 10% 
. increase in business involves 100% increase in the motor 
manufacturing business. 

But let us suppose now that business in a given year 
declines by 10%. In that year no motors will be re- 
quired, because replacements will not be necessary. 
Thus, it may be seen that a 10% drop in general business 
activity may produce a 100% decline in the business of 
the motor manufacturers. This is what is called the 
acceleration principle. This collapse, causing a decline 
in the demand for materials and labor in the electric 


motor industry, soon makes itself felt.in every other i 
industry through a shrinkage in total purchasing power. | 


and may degenerate into a general depression, 

This illustration, admittedly oversimplified, describes 
accurately what happens in boom-depression periods, 
Small bits of instability, small shifts in demand, May 
translate themselves into major shifts and major in- 
stability. 

The motor manufacturers may rely on hundreds of 
other manufacturers for parts and supplies—each of 
these may find his business rising or falling by 100% 
from one year to the next. If retailers further pyramid 
orders. (expecting to cancel some as soon as require- 
ments are met) and increase inventories, for speculative 
or other reasons, this merely accentuates the boom— 
and the depression as well. Thus a business boom 
creates a false optimism; it sets in motion a rate of ex- 
pansion which in the very nature of the case cannot 
be maintained. It cannot be maintained because a part 
of the current demand is not normal, it is special, and 


as soon as the special demand is met, a. shrinkage in ; 


demand sets in which also is extreme and in some re- 
spects abnormal. But this shrinkage may spread pessi- 
mism throughout the whole economy and thereby assure 
us of a general depression. 

What is true of motors is' true of nearly all other 
durable goods—machinery, plant and equipment, “ 
ing, refrigerators, motor cars, etc. 

But the manufacture of every line of goods cone 


the usé.of durable goods: buildings, machinery, trans- 
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INDEPENDENT TESTS* PROVE Don't take our word for it that you can use 
OVAL-made colored stones without worrying 


OVAL- M A D E C 0 L0 R E D ST0 N ES about their resistance to cracking, chipping 


or their all-around durability. A leading in- 


R ES l § T P R E S S U R E 0 F dependent testing laboratory* placed OVAL- 


made stones, selected at random from our 


FROM 400 T0 2210 POUNDS! stocks, on the immovable stage of a Baldwin 


Southwalk machine (see illustration below) 
and found that our stones resisted pressure 
of from 400 to 2210 pounds! This evidence is 
conclusive! 

*TESTS were made and reported by United States 


Testing Company, Hoboken, N. J., on August 21, 1944, 
test number 54681 
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OVAL IMPORTING 
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portation equipment, etc. Thus this principle is closely 
related to the demand for jewelry, soft goods and hard 
goods. Jerky, spasmodic demand and pyramided orders 
_in any line may help set the stage for undue optimism 
and its inevitable counterpart—subsequent contraction, 
inventory write-downs, and red ink. 

For this reason every businessman should try to 
understand the principle of acceleration in terms of 
his own business and should try to see the danger of 
order pyramiding. Every major business decision of 
his—whether to expand or to contract—will affect the 
economy as a whole. And if his decision is oriented only 
in terms of his narrow field of business operations and 
does not take account of the repercussions of his de- 
‘cisions on other businesses and the economy as a whole, 
he must recognize that he has some responsibility for 
‘the instability in society. 

In 1919, right after the last War, we had a year of 
thumping prosperity. Money was plentiful and goods 
were scarce. Prices rose and gave the appearance of 
heavy demand ‘and solid prosperity. Multiple ordering 
flourished. Early in 1920 a collapse occurred and caught 
most retailers with heavy inventories at high prices. 
Wanamaker cut prices by 20 per cent and unloaded. 
Other retailers were slower to respond and many were 
driven to the wall. 

This is not an appeal to the retailer to put the coun- 
try’s interest above his own. Rather, it is an attempt to 
show that the long-run interests of the country and the 


individual are identical. If enough businessmen learned 
the dangers of multiple ordering and the operation of the 
acceleration principle, this deepened understanding, 
while no cure-all, should help to provide us with a more 
stable economy. 


t 
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PLANNED ADVERTISING PROVES VALUE 
(From Page 135) 


proof enough, Mr. Manry feels, of the good work it has 
accomplished. In the past two years, sales have in- 
creased fifty per cent, and even before the boom of the 
war era, Green’s sales were starting to climb. 

The firm has added many new names to the long list 
of customers who have come back for additional pur- 
chases because they like the store and its way of doing 
business. ; 

As a result of their regular advertising the firm has 
also noted a large increase in sales of such articles as 
signet rings, bracelets, chains and mountings, which have 
also been featured in the campaign. 

Green’s is one of the oldest jewelry firms in Kansas 
City, and has been situated in the same building for 
fifty-nine years. The company was established by Frank 
Green in 1887; and was reorganized by Thorton J. 
Manry in 1933. It has two divisions—a manufacturing 
branch and a retail section. 

Several years ago the firm began to develop a per 








“a , 





























1 
e 
- = ESTABLISHE 

| 
8 
: 
=] 
IMPORTERS AND CUTTERS OF 
g 
‘ 608 FIFTH AVENUE 
a NEW YORK 20, N. Y. 
: Cutting Works: London 

64 West 48th Streets - 32/34 Holborn Viaduct 

—_— La NAAN NN 











Fancy Cut Diamonds’ 


Matched Pairs and Single Fancies in all sizes our 
specialty. We.also carry a large stock of Mellee, 
Marquises, Emerald Cuts and Round Diamonds. 
Call on us for your needs. 


We wish to notify the trade that we buy 
estates consisting of diamond mounted 
platinum and gold jewelry and colored stones. 
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OS FIFTH AVENUE NEW YORK 
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sonalized brand of service and found customer response 
enthusiastic. Each customer’s tastes are noted, so that 
even on his second visit to the store he will discover that 
the clerks know him by name; know his likes in jewelry. 
Ward M. Lewis and Morton I. Newell, supervisors of 
the retail branch, carefully train the store’s five sales- 
people in this personalized selling. 

Mr. Manry is. optimistic regarding the future of 
jewelry retailers. 

“A great number of people have, for the first time, 
enjoyed the experience of being able to fulfill their 
desires for jewelry who could never before afford to,” 
he pointed out. Of course, the disappearance from the 
market of many products enters into the picture. People 
are buying jewelry because they can’t ride in motor 
cars; they are buying jewelry to replace other forms of 
spending. 

“Many jewelers fear that they’re going to lose all this 
new-found business when other lines, are again freely 
available. I do not think so. Naturally, some of this 
money will go for cars and radios, but I believe that a 
good share of this new business is going to stay with the 
jeweler, because many people who never before entered 
a jewelry store have now cultivated a taste for: fine 
jewelry and are going to continue to want it. We are 
doubling the space in our retail branch; we feel that we 
can plan a post-war expansion program without fear— 
that the American public has discovered the pleasure of 
buying good jewelry.” 


WINDOWS SHOULD BE SELLING TOOLS 
(From page 137) 





should be sure that the architect understands and spore 


ciates these problems. 


The most obvious feature in the trend of modern stg | ec 


design is that of the open front—where practically 
entire store front is glass and the windows become all 
cidental to the display of-the store itself. The cian 
of this type of design are that it provides an _invitingly 


informal and unobstructed entrance—entrance- -way and | 


store proper flow together so harmoniously that the cuss 












tomer enters the store almost without realizing it, Odd } 4 


shapes and wasteful angles of the traditional “stor” 


front” are eliminated. The. recessed entrance Provides 


protection from the weather and from passing traffic a 
and induces a more leisurely inspection of the store and tA 


its displays. 


However, in the case of the jewelry store, it seems to Ry 
me that it is desirable to preserve a certain amount of § 
privacy for customers within the store. Particularly ine 
a small community, selecting an engagement ring in ful] © 


view of Main Street can be distracting! This sense of - 
privacy can be accomplished and still have an inviting 
and hospitable entrance. 

Another special factor in the case of the jewelry store 
is the fact that because of the small size of most jewelry 
merchandise, it is not seen to advantage at a distance, 
Therefore, the elimination of window space in favor of 
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the store, itself on display is not as desirable 
for the jeweler as for other types of stores. Because the 
_ 4 areade entrance encourages more leisurely “Window 
bre] Shopping,” more, rather than less, attention should be 
a d to the merchandise displays themselves. The “‘win- 
store} dow” of the store of to-morrow may look more like a 
continuation of the interior display cases, than the tra- 
ditionally circumscribed design we are used to, but in 
_ any case adequate space, near eye level, should be pro- 
 yided for dramatic merchandise displays. 
- Aside from the obvious fact that the location and di- 
mensions of the store determine what can be done for 
how much, there is the added consideration of how cus- 
tomers will react to contemplated changes. More than 
i anything else, the store front and interior, whatever its 
architectural treatment, should remain inviting and 
friendly to the type of client it serves. 
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sto} you MAY NEED SAWDUST ON YOUR FLOOR 
a ' To illustrate the customer’s viewpoint; the following 
full _ story may be cited. One of the most progressive general 
stores in Texas built its business around the needs of 
: the surrounding ranch country. More space was needed 
ing anda completely new store was built. On opening day, 


the crowd of customers trooped into a shiny, new, well 


pie arranged store with spotless floors. Thereafter trade 
oo ‘| fell off surprisingly, although the merchandise, service, 


policy, and personnel of the store hand not changed. One 

of the customers finally explained to the owner what 
~ was lacking. The majority of the ranchers felt embar- 
_ rassed about tracking dirt into the store and did not feel 
at home as they did in the old store with sawdust on the 
> floors! After the owner replaced the sawdust and dis- 
) pensed with some of the orderliness, trade came up to 
"expectations. The type of store that is right for you 
)@epends on whether your clientele are ranchers, social- 
zie ites, white collar people, or factory workers! 








* The accompanying comparative illustrations show one 
yay in which a conventional present day store front 
“might be re-planned to provide more effective use of 
a play space and also offer an inviting entrance to the 
| “store. This store was selected because it is average in 
% mad general construction. The “cut-up” pattern of 
Hthe old windows in Figure No. 1 has been replaced in 
ketch No. 2 with a combination of straight lines and 
~ ‘eurves which is more pleasing and concentrates attention 
‘om the merchandise display itself. Provision is made for 
installation of a flexible lighting system on which 
“much of the dramatic effect of post-war displays will 
"depend. The window shapes are so designed that the at- 
tention of passers-by going in either direction can be 
taught, since the windows are rarely viewed directly 
Risomn the front. 
| i 





















How tone Is rr since you,had people gaping at your 
Windows? Here’s a sure-fire way to make it happen and 
te get featured in your local newspapers as well. Con- 
sult military officials for facsimiles of heroes’ awards 
descriptions of what it takes to earn them. In a 
Special flat display, which may be a wall of your window 
else tilted into the foreground, show replicas of the 
lighest awards with details of how nearby recipients— 
med and photographed—won theirs. 
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Telephone — VAnderbilt 6-0457 *ALL PRICES KEYSTONE 


WHAT WILL Gls LOOK FOR IN NEW WATCH 
(From page 138) 


_ give a good indication.of just what the soldier will look 
for in his postwar watch. 

First in order of importance, selected as their prime 
requisite by 100 per cent of the men questioned, was an 
aceurate time-keeper; a natural first choice for anyone 
who wants a@ watch that is made to do a reliable job for 
which it was designed, rather than an article of decora- 


tion. And no one appreciates the necessity of correct and 


accurate time-keeping more than the soldier. Says Corp. 
Lawrence: - 

“A watch is one of the handiest weapons that a soldier 
can have.. The army living, as a whole, is an orderly 
affair—even more so under battle conditions than nor- 
mally—and this very orderliness.is based on doing things 
at definite times. This means that soldiers have to be at 
places and doing things on a definite schedule of precise 
times. It means, if you haven’t a watch, saying to some- 
one nearby—if there is someone, and camouflage instruc- 
tions forbid gatherings of more than five persons—‘Hey, 
bud, got the time?’ An interesting note is that our mess 
sergeant has figured out that it takes 714 minutes to feed 
the men in our company. Anyone arriving after 714 
minutes from chow call goes hungry.” 

Second in order of importance was a water-resistant 
case, selected by 73 per cent of the men as an important 
feature. Naturally, the selections for the most part were 
made with the idea of military usage in mind and, in fact, 


several of the soldiers questioned made known that their 


selections were from a military angle. However, despite” = 


this, the soldiers have had brought home to them the fact | 
that.a watch is a delicate mechanism and to withstand’ be 
hard usage must be built to take it. A water-resistant 


case will, therefore, be an important selling feature in BM if 


postwar watch purchases. 


Along this same line was their third choice of an a 


unbreakable crystal. Approximately 65 per cent of the 
men noted this feature. On the battlefront, a brok 
crystal puts a watch out of commission for the rest 
the war as far as the soldier is concerned just as much 
as would a broken mainspring. He cannot have a broken 
crystal replaced in the front lines and, even behind the’ ~ 
limes, it’s next to impossible to find a place to have it 
replaced. ee 
Here; too, it might be mentioned that many of the men’ _ 
put down “shockproof” as one of their requirements, 
even though this was not listed. Also, there were several 


that mentioned a small stem, set close to the case. Eyi- — 4 


dently there have been cases of the watch stem catching 
on some article of clothing or equipment and breaking off, 
A luminous dial and a large size dial for easier reading 
were the next two selections. in that order, picked by 53 
and 30 per cent of the men respectively. Both of these, 
of course, were picked more or less for their military 
significance but, like the items mentioned before, will. see 
postwar importance principally because the soldiers have 
seen their value under actua] working conditions and, 
even though it follows the line of the old adage of “‘clos- 
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One of America’s 


Outstanding Collections 
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Necklaces, Earrings, Rings 
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Secautiful and Cudurting 
welieles Cold dewiley 
and Clagps 


Htavry C. Schich re 
105 Chestnut ft Newark, NV. J. 

















ALBERT LANG & SON 


31 BAHNHOFSTR 
ZURICH 


. €& RUB DU ROHNE 
GENEVA 


SWITZERLAND 








DIAMONDS 


Eight and Full-Cuts 
for Post-war Supplies 


Solicit Cable Inquiries 






































ated 2 or any special orders, consult 


NATHAN 
Lapidaries, Inc 


71 Nassau Street ° New York 7, N. Y. 
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ing the barn door after the horse is stolen,” they're going 
to want them because they didn’t have them when they 
neéded them: | 

Surprisingly, it was noted that “looks” or ‘“‘appear- 
ance” was considered by a greater majority to be of 
relatively little importance. At least only about-12 per 
cent of the men checked this but we believe the principal 
‘reason for this is because everyone takes it more or less 
for granted that any modern watch will be at least rea- 
sonably good-looking. 

The most significant point of this survey was the fact 
that the soldier in the field has had brought home to him 
the importance of a good watch, one that is designed and 
made to,give accurate and reliable service. .There’s little 
doubt that he will carry this experience back with him 
when he re-enters civilian life. 


OPA PRICE ANALYST EXPLAINS NEW RULINGS 
(From page 140) 


approval and issuance. We were all aware of the addi- 
tional workload which retailers have during the pre- 
Christmas season—one which was especially heavy this 
year. The answer is that the new regulation does not 
place any new or additional burden on retailers. All 
prices previously established by them remain in effect 
under the new regulation and the method by which they 
obtain prices for new model watches remains unchanged. 
Retailers must continue to apply to OPA for approved 
prices just as they have done for the past year under 
the Import Price Regulation. Only the form of the 


-tive date had been postponed until January. 









application and the place where they are to be filed y 
altered. Since these changes were minor, the ‘appli 
tions which the national office received under the Imy 
Regulation after Revised MPR 499 became 
were considered proper applications under the new 
ulation and were forwarded to the proper District Of 
for immediate processing. Since the regulation did 
require retailers either to redetermine any prices 
in case improper increases had been taken under th 
Import Regulation—or to change their records or make 
any new kind of price applications, we did not | iene 28 1h 
that the issuance of the regulation would disturb ¢ 
interfere with any retailer’s Christmas business. 
















BECAME EFFECTIVE WHEN STOCKS WERE LOWEST 


There was another reason why we deemed it advis 
to have the regulation become effective in Decem 
Importers’ and wholesalers’ stocks of watches were th 
at their lowest point. Thus they could study the reg . 
lation and redetermine their maximum prices at a time 
when their business was almost at a standstill because — 
they had no watches to sell. Furthermore, importers — 
could use the automatic formula pricing methods pro 
vided in the new regulation in pricing the new model — 
watches which were released from Customs guring the — 
latter part of December instead of making applications — 
and waiting until prices were approved. Consequently, 
under the new regulation, they were enabled to make 
prompter deliveries of these watches than if the effec- 
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oA Complete Line of Opals for 
’ the Manufacturing Jeweler 


Sparkling green — orange and harle- 
quin red gems for your diamond cluster 
rings, earrings, and other fine jewelry. 


A line of medium priced and inexpen- 
sive opals for your plain gold mountings. 





a ALL QUALITIES, 
ANY SHAPE, ANY SIZE. - Z 
CONTINUOUS CUTTING. 


George T. Manning 


The Opal Specialist 
22 West 48th Street, New York 19, N. Y. 


Telebhone BR 9-7199 
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CENTRIFUGAL CASTING 
EQUIPMENT & SUPPLIES 


Centrifugal Metal Casting Machines 
| (Kerr, Vaughn, Dee, & Ecco—Spring & Motor Driven) 
a Centrifugal Wax Casting Machines 
(Spring & Motor Driven) 
*  Qubber Mold Holder for Wax Casting Machines 
i Electric Vulcanizers & Wax Pots 
/* Two-Piece Frames for Rubber & Metal Molds 
Bismuth Alloy No. 200 for Metal Molds 
Machines for Injecting Wax into Metal Molds 
(Hydraulic Hand Pressure & Air Pressure) 


ig 





: Wax Eliminator Ovens 
_ (Saunders, Baker, Hones, & Hoskins—Various Sizes) 
Melting Furnaces 
(Gas Fired & Induction—Various Sizes) 
Melting Crucibles 
(Dixon Sand & Graphite—Wesgo) 
Casting Crucibles 
(Sand, oe Carbon, Carborundum & Graphite 
1 Types of Casting Machines) 
Vacuum Pump Units 
y {Table,Pump, Metal & Rubber Plate, Glass Bell Jar) 
Steel Fiasks—Carbon & Stainless—Rubber Sprue Bases 
Investments—(‘‘Cristobalite” for Gold & Silver) 
{ 
ia 
i" 





(Saunders for Palladium) 
Waxes—(Kerr’s Precision & Modifying—Saunders) 
Tongs for Crucibles & Flasks—All sizes 
Fluxes—Asbestos Gloves & Mittens 


eee x ANDER SAUNDERS & CO. 


(Suee, to J. Goebel & Co.) Est. 1885 


- 95 BEDFORD STREET, NEW YORK 14, N. Y.. 
Price List Sent Upon Request 
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synthetic or genuine stones, 
14-carat gold mounting. 





No. 1434 — Massive man’s 
merece eae 
sapphire. In 10-carat. 
Your investment pays all ways when 
you stock up with Leif Brothers’ rings 
for men and women. Profit in mark up 
and volume of sales: profit in prestige 
as headquarters for rings that are such 
good values because they are so high in 
style and quality and low in price. You 
can always bank on Leif Brothers for a 
handsome return on your investment. 
Samples shipped on-memo:; free news- 
paper mats of rings illustrated. 








‘2 WEST 47 STREET ° NEW YORK 19, N.Y. 
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Weksler & Goodman. Ine. 
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Advisory Committee have asked us why it is nece. 
to require retailers to apply for prices, Our rep 
been to examine the alternatives. Dollars-and 
prices for all types of imported watches based 
specifications would be clearly impractical. An extr. 
large number of categories would be needed, and 
quality element which has so much influence upon 
price cannot easily be expressed in clear and. 
specifications. Likewise the use of specified perce 
margins has certain disadvantages when the comme 
is sold through outlets of widely differing types h, 
a substantial variation in historic margins. The 
of comparison and competitive pricing as in the G 
is also not feasible since too many of the kinds and } 
of watches imported during the last two years were , 
sold in many areas during March, 1942. 



































PROVISIONS OF REGULATION MAY BE MODIFIED 


One aspect of the new regulation which will 
all retailers is not apparent from reading the doer 
Section 14 provides that the provisions of the reguly- 
tion may be modified by order. Dollars-and-cents % 
pricing orders covering two brands of watches Wwe 
issued under a similar provision in the Maximum Impor 
Price Regulation. It is anticipated that a n 
such orders will be issued under the new r 
approving various importers’ and wholesalers’ 
retail prices as maximum retail prices, where it is § 10W 
that these«were widely maintained and repres nor 
mal price levels in the industry. Our conversations with 
retailers and their letters to us indicate that such a 
gram was greatly desired. 

Since these price orders will be issued chiefly 
suggested retail prices have been in effect for 
time and have generally been followed by retailer y they 
will aid us in our objective of preventing price increases | 
and at the same time preserve retailers’ historic pe BS 
The establishment of specific retail prices in this way 
also automatically relieve retailers of the necessity of 
making individual price applications for the watches 
covered by those orders. In a few cases, retail price 
orders may be issued for firms which did not customarily 
suggest retail prices if the importer sells through me 
tively similar outlets, and if the retail prices which. 
proposes would on the average yield retailers 1 
customary margins. Unless retail prices have bet 
established by an OPA order, an importer’s or W 


































retail ceiling prices, but the pricing methods cont 
in Section 10 of the regulation must be used be 


retailer. 


RETAILERS’ RECORDS IMPORTANT 


outlined in Section 11 of the regulation. These 

are important. In.order to provide a stable retail 
structure for imported watches, prices are based Up? 
those charged during March, 1942. To just 
single price, therefore, the retailer must have ? 
showing his March, 1942, transactions, as has” 
required for the past 214 years. In addition, na” 
readily available records showing how each maxitil 
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price was established may save the retailer much embar- 
rassment and possible penalties in case of customer com- 
plaints or OPA investigations. 


ASKS RETAILERS TO CHECK DEALERS' PRICES 


Since retailers are the ones who will suffer most from 
an inflation and consequent deflation of watch prices, 
we feel that they will best serve their own interests by 
refusing to patronize “black market” dealers and by 
reporting to the OPA the names of dealers offering 
to sell watches at over-ceiling prices. In a large num- 
ber of cases the reporting of excessive costs by: retailers 
has led to the imposition of substantial pénalties on 
importers and wholesalers selling without establishing 
proper prices. In more than one case, the proof of 
ovyer-ceiling sales supplied by retailers cooperating with 
the OPA has been so conclusive that their suppliers 
have confessed to their “black market’’ operations. At 
the present time, several of these cases are being pre- 
pared for court action. 

Finally, we should like to express our appreciation 
of the cooperation given us by retailers generally. Most 
of them have wholeheartily entered into the fight against 
inflation. They have refused to purchase at excessive 
prices; they have in many cases voluntarily reduced 
their margins; they have patiently performed the paper 
work required to make price control effective. We are 
certain that their efforts will be of great benefit to the 
retail jewelry trade and to the economy as a whole. 





PENS PART OF JEWELER'S POSTWAR PLANS 
(From page 144) 


this policy is preferable to running the risk of scaring 
away the broad popular demand by emphasizing the 
above-fifty-dollar units. Such scattering orders as come 
in for the exclusive ultra sets or pens, the Poggemeyergs 
feel, can be handled on a special order basis. 

Desirable for every one who retails pens, they feel, is 
a small marking unit for personalizing a gift, and for 
protecting ownership. Engraving is beautiful on gold — 
bands, but the marker or stamping machine is practicable © 
for all average pens, and the marking service should be 
without charge when pens are bought from the store a: 
itself. se 
Mrs. Poggemeyer pleads with the jewelry trade notto 
drop back to 59 cent lines, and “‘bargain fountain pens “4 ; 
By using good salesmanship, any jeweler can build sales 
of better pens, and can be promotional without price cuts, 
she believes. Also by intelligent “related selling” the 
jeweler can sell pens AND pencils; pens AND gift 
inclosure cards; pens AND other desk accessories. —— 





THE SMALL PIN is stealing into popularity. Manhattan 
style-wise stores are featuring it in versions priced from 
$17.50 to $150 and suggesting that the customer use 
one precious piece on her shoulder or beret or several 
tiny sparklers in a cluster or series on bag, belt 
gloves.’ 
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JANUARY SPECIAL 


10 K. YELLOW GOLD 
SIMULATED PEARL 
PIERCED EAR SCREWS 


3 SIZES—1 PRICE 
































. 10 Kt. GoLD 











ILLUSTRATIONS. ACTUAL SIZES 


Three sizes—8-10 and 12 millimeter lustrous 
simulated pearls. 10K. natural yellow gold 
mountings. 


Order’ # J2596 for 3 Pairs. 


(ONE PAIR OF EACH SIZE) ¢ § 44 
$5.55, LESS 2% CASH NET 
ALSO MAY BE PURCHASED BY THE DOZEN—ANY SIZE AT $22.20 


AMERICA’ 
BOX 1—CHICAGO 90 


4 START THE NEW YEAR RIGHT— 
" “BUY FROM BECKEN—AND GET THE BEST” 
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‘ pp? 
Still Servis - °° 
With ComPLeTe SATISFACTION 


We still offer you the largest clearing 
house for the Jobbing Jeweler’s needs. 
We will continue to supply our accounts 
with new merchandise and ideas. 


Complete stock in gross lots: 
SPRAY PINS PEARLS 


EARRINGS CROSSES 
LOCKETS RINGS 
BRACELETS BABY JEWELRY 


Also—Solid gold pierced earrings, 
mountings, etc. 


Consult us for buying propositions 


““Serving the Jobbers 
from Coast to Coast’’ 


As ever at your service 
JERRY L. SUTTON 
BERNARD BERFOND 


We specialize in spray pin and earring sets 
in sterling, boxed from $60. to $120. a dozen. 


We will be pleased to assist you in any way 
to help make your visit while in New York 
more comfortable and profitable. You are 
free to make our offices your headquarters 
during your stay. 


deze. JEWELRY COMPANY 


JERRY L. SUTTON BERNARD BERFOND 


Tel. Br. 9-9559 
Lo. 3-5839 


55 W. 47th ST. NEW YORK 19, N. Y. 





























WAGE QUESTION STILL UNSETTLED 

Although the South African diamond cutting industey. 4 
has been getting down to work during the past teal : 
months, many matters still remain unsettled, the most | 
prominent of them the question of wages. The master | | 
cutters are pointing out that in both Britain and Pale || 
tine the wage standards are lower than those subsist a | 
in South Africa where, it is admitted, the cost of living || 
is higher and, unlike Palestine, few women are employed, 
The South African cutters also claim to have a much 
wider experience and skill. | 

The local industry is not likely to expand much unless 
the skilled workers alter their attitude towards the 
prenticeship question. They appear to think their jp 
terests are best guarded by a severe limitation in the 
number of apprentices enrolled. They put up consider. 
able opposition to the idea of Government intervention, 
but this eventually was forced upon them, and finally it 
was agreed that apprentices could be indentured at the 
rate of one per journeyman. It is now hoped that this will 
result in the development of a strong body of indigenous 
cutters. There is so much difference of opinion between 
the employers and employees that it seems to be ineyit- — 
able that the Government in the interests of all should 
assume a considerable measure of control. 

Since March 8, 1944, the diamond cutting industry has. 
been a controlled industry in the terms of Regulation 
No. 1 of the regulation published under War Measure | 
No..6 of 1941. The effect of this is that master cutters. 
must first obtain the consent of the Controller of Indus- 
trial Manpower before engaging skilled workers, who 
may not be paid more than they were receiving om 
November 16, 1943, less 20 per cent. This means the 
application of a wage ceiling, a control of the movement 
of labor, and control of the number of cutting estab- 
lishments, as it is intended to curtail the issue of new 
master cutters’ licenses. 

In local diamond circles it is reported that the hoard- 
ing demand for diamonds is still very strong and the 
present development of the war appears to be encourag- i 
ing it. There has been a very strong demand for such 
gems from the United States. Since Pearl Harbor \ 
huge amount of diamonds must have been disposed of 
in this way. Optimistic expectations of an early termi- 
nation of hostilities has resulted in some off-loading, but 
so far such transactions have been negligible. 

The record sales made by the South African diamond ] 
companies is tangible evidence of the strong hold of the | 
diamond on the public, and particularly in the United | 
States, where sales have undeubtedly been fostered by | 
the advertising campaign of De Beers. The increased |” 
demand for industrial diamonds has also had its influence } | 
on the turnover. 
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SoME STATES ARE SETTING asIDE Feb. 18-24 as “Bill : 
of Rights Week.” If yours is, you might recognize the ql 
period with a dramatization of the cost of war. F 
instance, your theme could be, “To preserve the ‘Bill of 
Rights’ for us and others the war costs $10,000,000 | 
hour, $175,000 every minute, $3,000 every second. 
Your store could undertake to underwrite a half hour’s } 
cost by selling bonds or your town might take over amy 
hour’s. 
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P.§.-The Gase Was Made 


; =en0 


Scene 1: His office. That lucky note on the 
memo pad. He’s never forgotten her birthday. 


Scene 2: Your store. With your tactful help he 
picked out the right necklace, at the right 
price. And you put the necklace into a case 
that turned a fine piece ‘of jewelry into a 
romantic gift. 


Scene 3: Pictured just above the headline. 


That case you selected, made by Denni- 
son, will also serve to hold the necklace 
when it is not being worn. Many times a 
week, for years to come, the owner will 
think of the donor—and the jeweler— 
every time she takes her necklace out 
or puts it away. 

This year Dennison, manufacturers 
of the first jewelry box ever made in 
America, is starting its second century 
of leadership in styling, design and 
craftsmanship. The finer the necklace, 


‘pin or bracelet you offer, the more it 


deserves a case by Dennison. 





FRAMINGHAM, MASS. 
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FOR IMMEDIATE (DELIVERY 


STERLING MIRACULOUS MEDAL 
with chain. Mother-of-Pearl & Genuine Marcasites 
Attractively Boxed 
$30.00 doz. net 


STERLING SILVER BARRETTES 
Medium Weight $12.00 doz. net 
Heavy Weight $15.00 doz. net 


HEAVY STERLING IDENTIFICATION BRACELET 
$3.75 each net 


Aunts Derfo 


Philadelphia, Pa. 
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Silver Shortage Still Acute, Niemeyer Warns 


ANUFACTURERS who use silver in the produc- 

tion of their goods—especially peace-time civil- 
ian wares like silverware and jewelry—are faced with a 
serious situation both for the present and for the fore- 
seeable future, warned G. H. Niemeyer, president of 
Handy & Harman, speaking at a luncheon of the Mining 
_ Club in New York City on November 22. 

Silver has three primary uses, Mr. Niemeyer pointed 
out. One, as part of our metallic monetary reserve; two, 
for subsidiary coinage; and three, as a commodity. The 
first two are affected by political influence or monetary 
policies and by changes in world economic conditions, 
the third by technological developments and sales _pro- 
motion activities on the part of silver using manufac- 
turers. I intend to speak of it as a commodity. 





NEW USES INCREASED DEMAND 


From the technological point of view, many new tech- 
niques have been developed in the alloying and use of 
silver which have led to a greatly increased use of the 
metal in the production of war equipment. The use of 
silver bearings in airplane engines has had an important 
influence upon both the speed and carrying capacity of 
our planes. The greater use of silver and silver alloy 
contact materials has brought about important improve- 
ments in the field of electrical controls and interesting 
applications have been found for silver clad metals in 
the chemical field. 

The use of silver in brazing alloys has’ made possible 
the swift and effective joining of countless metal parts 
of shells, airplane parts, radar equipment, guns, tanks 
and ships, in fact, every conceivable sort of equipment 
used by our flyers, our Army, and our Navy. 

But, naturally, this increased demand for war has had 
its repercussions upon the amount of silver available for 
civilian use. Peace time uses of silver have been pushed 
into the background, or as in the case of silver plated 
ware, entirely prohibited by regulations. Other uses, 
such as the manufacture of sterling silverware and 
jewelry, were restricted to 50 per cent of the 1941 or 
1942 production, and today the supplying of even that 
limited. quota has become a major problem. 


NOW HAVE THREE KINDS OF SILVER 


In order to understand the present situation it will be 
necessary to review a few of the things that have hap- 
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Supply inadequate for even WPB quotas for silverware and jewelry; 
stringency likely to continue, says Handy and Harman president 





pened to silver since the control of its supply and price 
have been assumed by our Government. We now have 
three kinds of silver—foreign, domestic, and treasury, 

Foreign silver is what its name implies—silver pro- 
duced outside of the United States. The supply of this 
silver has varied considerably and has been curtailed 
since the beginning of the war by lack of facilities, ship- 
ping difficulties, and by diversion or retention of silver 
in the producing countries. 

Mexico, for example, has been retaining most of her 
silver for coinage. Mexico produced about 71,000,000 
ounces in 1943 but we only received 28,000,000 ounces 
in imports from that country in 1943 and only 7,000,000 
ounces in the first half of 1944. 

-Canada has been using her output or shipping it 
abroad. 

Under War Production Board regulations, foreign 
silver may be used in this country only for uses with a 
priority rating. Its New York Official price was 3514¢ 
per ounce from November 1941 to August 31, 1942, 
when the OPA ceiling price on it was raised to 45 cents. 


MANPOWER SHORTAGE LESSENS DOMESTIC OUTPUT 


Domestic silver is the product of mines within the 
United States. Normal production is between 60,000,000 
and 70,000,000 ounces a year, but it has been steadily 
declining for several reasons, principally a manpower 
shortage, until at present it is ranning at an estimated 
rate of less than 35,000,000 ounces a year, or only about 
50 per cent of normal production. Domestic silver, 
under WPB regulations, is'the only kind of silver that 
may be used for civilian purposes such as silverware and 
jewelry. 

Treasury silver is silver released by WPB authoriza- 
tion under the provisions of the Green Act of 1943. The 
use of this silver has been restricted by WPB regulations 
to certain war purposes. And although between the end 
of 1988 and June 30 of this year, the Treasury had 
bought 2,663,900,000 ounces, only 40,800,000 ounces 
were released under provisions of the Green Act. 

Put all these facts together, and it is readily seen why 
makers of silverware and jewelry are having difficulty in 
getting even the 50 per cent of their former consumption 
which the WPB regulations allows them to use. 

For eight years prior to 1942, silver supplied to the 


arts and industries was entirely of foreign origin and 
(Please turn to page 186) 
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Lailing GY a d Vaile 


Eugtish : Stel, rooted in the traditional beauty of the 


famous Georgian period, yet/somehow youthful and vigorous 


as our own day... that is the charm of this exquisite pattern. 
Such designs never go out of style. They are the builders of 
lasting business. It’s the kind of Sterling you are proud to offer 


to your most exacting clientele. 


ee Chiteeumiths GREENFIELD, MASS, 








WILLIAM & MARY MODERN VICTORIAN AMERICAN VICTORIAN 
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Customers who have become familiar with your store through the sale of a 
utility item such as a handbag, will return again when they are in the 


market for jewelry, is sales philosophy of this Detroit retail jeweler. 


by DORIS MOSS 


66 E cannot begin to count the number of satis- 

fied watch and diamond customers that we 
have developed as a result of their having first become 
customers through the purchase of a handbag,” says 
William G. Harry, handbag buyer for “Square Deal 
Miller’s” two Detroit stores. 

“The traffic potential for a jewelry store dealing in 
handbag lines,” he continues, “is inestimable. Through 
a utility sale of a needed item, you develop a satisfied 
customer who joins the ranks of those who have be- 
come familiar with your store, so that in time of serious 
purchase of precious jewelry, they turn naturally to 
you,” is William Harry’s sales philosophy. 

To jewelers who think they can develop a successful 
handbag promotion, Mr. Harry advises serious concen- 
tration on five or six style lines. 

“This can be achieved only through the trial and 





% 


Handbags Help Build J ewelry Customers ; 


om 
Su 






error, or hit or miss system of offering different 
of bags you think your clientele will want,” says Mp 
Harry. “When you find out what will ‘go’ you can cop. 
centrate on offering your customers a small, but sale 
wise selection. Don’t go overboard on stocking up, be- 
cause handbag styles change, and you want to keep your 
stock constantly new and up-to-date and changing, Also 
handbags are an item that the customers buy for re 
placement at fairly frequent intervals and you want to 
be able to show Mrs. Jones, today, something different 
from the bag she bought six months ago. 

Square Deal Miller has been merchandising hani- 
bags ever since they’ve been selling jewelry. They de 
vote newspaper advertisements to them at peak gift 
seasons—Mother’s Day, Sweetest Day (a Detroit retail 
merchants’ promotion) Christmas and Easter, and at 

(Please turn to page 194) 





This attractive, blond mahogany 
U-shaped handbag counter is located 
in the center of the main selling 
floor of the downtown Miller store. 
Only one of each style is kept on 
display with the remaining stock 
being kept in backstage stockrooms. 
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15 PATTERNS IN ONE IN 


hancls Frtst 
AMERICA’S 
MOST MAGNIFICENT STERLING 












Raunp your customers that there is no counterpart 
of the Francis First sterling silver pattern in the entire 
world... for magnificence of ornamentation ... for 
lavish, individual detail in the separate pieces. 


Fach of the outstanding characteristics of this superb 
pattern, listed here, will be of intense interest to your 


Design 


INTERPRETS THE GREATEST ERA OF THE ARTS, the Ren- 
aissance, which reached its culmination during the 
reign of Francis First, King of France 1515-1547. Intri- 
cate ornamentation sparkles festively against polished 
wood or fine linen. 





15 FRUIT GROUPINGS (those shown here have deliber- 
ately darkened details). Point out to customers how 
every piece exhibits the same glorious family outline, 
but the detail in each is different from the others. For 








<@ THE LUNCHEON FORK 
varies from the oyster 
fork... 


THE TEA SPOON, from p> fa 
the table spoon. Be 


EL FOR MONOGRAM... on back of handle... 
¢ to authentic French tradition. 


PERFECT BALANCE of any spoon 
or fork in the hand...in all 
positions. 


—& HANDLE ... balanced so that blade never touches 
cloth. 


THICKNESS OF SHANK .. . more 
‘silver than in most flatware in area 


7 of greatest stress and strain. 


welt ROUNDED SUBSTANTIAL TINES. .. spaced properly R C4 a i és i . 4 he ‘ ‘ 3 , 3 


) ++. tapering gracefully to points. 
| SUPERB FINISH. The flawless surface in bright or butler VEL CU, f 74 Af SL 0 | 


finish will impress your customers. 
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@ Handmade Mexican sterling silver pieces set with jade, part 
of a wide range of designs, some set with Mexican turquoise. The 
bracelet retails at about $23; the pin, $12.50¢ the earrings, 
$12.50 @ pair. From Winia Miller Harriman, 225 Fifth Ave., N. Y. 


@ These well-known Boucher-de- 
signed earrings are available 
in either solid silver or gold 
on silver. To retail at about 
$7.50 a pair. From the Sun Glo 
Studios, 225 Fifth Ave., N. Y. 





@ An imposing looking leaf spray 
pin with large octagon-cut, imported 
stones in assorted colors, Pink ge 

at 


plate on sterling silver. To reta 
about $14.00. From R. M. Jordén 
Co., 303 Fifth Avenue, New York. 


@ Handmade sterling sil- 
ver spray pin, available 
with or without stones. To 
retail for gbout $13.50. 
From the Nanking Co., 423 
Second Avenue, New York. 


@ Made by American Indians is this Zuni bracelet in native 
silver with a double row of turquoises. Part of a large 
ment fashioned by native craftsmen on Indian reservations. To 
retail for about $18. From S. S. Sarna, 225 Fifth Ave., N. Y. 





@ 'Forget-me-not" bow- 

knot pin of gold-plated 

sterling with brilliant - cut 

stones. To — < Hsieh 

i ; ; 12.00. Designed by Ra 

o “eg ec. 7 Pe Mie: Leoding Jewelry 
eis "io rest wie eke Manufacturing Company, 
aha 389 Fifth Avenue, N. Y. 


47th Street, New York. 
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DIVISION OF THE ELLMORE SILVER COMPANY + MERIDEN + CONN. 
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ere still working 


for Uncle Sam 


but we'll take orders from you! 


Yes, we’re taking orders now for this Sterling 
Silver Cigarette Box that you remember was 
such a popular item in pre-war days. It’s solid 
silver throughout, with a beautifully domed cover, 


and genuine cedar lining with adjustable partition. 
Its size is 6%" long, 3%" wide and 1%" high. 


gad now we can’t give you a deliyery date, or 

even tell you what the price will be. But we can 
tell you this, and we think you'll like it. Orders will 
be filed and filled in the order of their receipt by us. 
As soon we can, we’ll notify you as to price and 
delivery date. At that time you can confirm or 
cancel your order by wire. If you confirm it, you'll 
have your cigarette boxes ta sell much sooner than 
those who wait until they are senaiys in production 
to place their orders. 


That’s as much of a promise as we can give you 
now. But we can and do give you our heartiest good 
wishes for a happy and prosperous New Year. 


~~ SMITH ¢ SMITH 


107 West Canton Street - Boston - Mass. 
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SILVER SHORTAGE STILL ACUTE 
(From page 180) 


there were adequate supplies at all times. The domestie 


silver all went into the Treasury because it was 
bought by Presidential Proclamation, first at 64,644 
later at 77.57¢, and finally, in 1939, by law at 71.1¢ 


Increased demand for war and other purposes caused 4 
scarcity of foreign silver in 1942 which began to ser.” 
ously affect the silver using trades. They sought relief | 


from their predicament through the formation of th | 
Silver Users Emergency Committee. They pleaded fop 9 
the release of the small amount of silver necessary tp 


provide for their economic existence from the large ang " 


inactive Treasury stocks at West Point. Their appeal way | 
fought bitterly in Congress but in July, 1943, nine 9 
months after it was introduced, the Green Bill, permit — 


ting the sale of Treasury silver at 71.11¢ per ounce, wag 


passed. It provided for the release of silver to be used | 


for war purposes and for civilian needs. 


As we look back now, we see how necessary it was for ad x 


Congress to permit the sale of even the relatively smal] 
amounts of silver that have been released under the pre 
visions of the Green Act. Otherwise, even with the diver 
sion of all the foreign and all the newly mined domestic 
silver to war use, there would have been a shortage for 
war purposes. Civilian uses of silver would have been 
completely stopped, and our silversmiths, mirror mane 
facturers, pen and pencil manufacturers, and other 


would have had to go out of business, at least temporarily, 


oy 


EXTENSION OF ACT NECESSARY 4 

“What is the situation today? The Green Act an 
at the end of December and it must be extended or we 
will again be faced with a possible shortage of silver for 
war needs and the elimination of any supplies for civilian 


use. The effect on civilian production would be di+ | 


astrous. As I stated earlier, civilian use of silver was 
limited by the War Production Board to 50 per cent of 
the quantity used in 1941 or 1942, whichever was larger; 

but, because of the progressive dacline in production of 
domestic silver, the amount actually available to out 
silver users has been much less than the 50 per cent they 


are entitled to under the regulations. This condition was 


not so serious while some of the manufacturers were 
busily engaged in war production, but with increasing 
cutbacks and cancellations it is becoming an increasingly 
critical problem. 


Unless more silver is provided now for use in the arts 


and industry, present plans for a greatly expanded use j i 
of silver in the post-war period will be seriously hand i 


capped. To some, a temporary handicap such as this ” 


may not seem important but I should like to go on record 
as saying, emphatically, that any serious restriction 00 
the use of silver at this critical time will have an impor 
tant bearing on the future place of silver in industry, 
because the impetus of the demand created by the wat 


ty 
| 
H 


must be capitalized now, or much of it will be lost for || 
ever. Therefore, I ask that all of those interested in 
silver, support the extension of the Green Act for an- | 


about a change in the present policy of the War Prodi 
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other year, and that they join us in our endeavor to bring — | | 

















Sterling Silver... 


is many things 
to many people 


Today eee to Quaker Silversmiths it means the best in 
distinctively designed articles of table use—craftsman- | 
ship that maintains the highest traditional standards— 
production that is necessarily limited by war-born scar- 


cities, yet distributed as equitably as is humanly possible. 


Tomorrow. ee will it be a “dream come true”— 
when new techniques will be added to old skille—when 
scarcity gives way to abundance, and the designers’ 
imagination will be reflected in articles of rare beauty 


and usefulness. 


Qduanen Si Fit Co. 


North Attleboro Viassachusetts 
Vakers of Fine Sterline Hollowware 


Tighe 
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tion Board, which limits the release of Treasury silver to 
war uses only, despite provision in the Act for civilian 
needs. 

The continuous and increasing use of silver by indus- 
try and the arts, and a feasible and sound program to 
insure a stable price, should be the objective of all who 
have a basic interest in the future of silver. 

* * *# 

Editor’s Note: The last word we have on the progress 
of the repassage of the Green Bill which expires on Dec. 
31, 1944, indicates that it will undoubtedly be voted upon 
favorably before the present Congress adjourns. 

The next step after the bill has been passed will be to 
try to obtain a more liberal interpretation of the Green 
Act by the War Production Board which has until now 
refused to release treasury silver for ‘civilian needs” in 
spite of the fact that this was the intent of its sponsors 
in Congress and the wording of the Act itself. 


MINING AND OCCURRENCE OF. GARNET 
(From page 146) 


bushel of mineral fragments of which 40 per cent were 
garnets. 

The garnet group is composed of seven species and 
are common accessory minerals in a large variety of 
rocks. They are especially common in granetic rocks, 


gneisse, schisls, and are abundant in contact-metamor- 
phic zones and in metamorphosed crystalline limestone 
as well as in such basic rocks as serpentine and perida- 


we 


tite. Garnet offers more resistance to erosion than - 
ciated minerals, except quartz. Some garnets in Ne 
Mexico and Arizona have highly polished facets cange 
by wind erosion. In this region wide expanses of ba: 
rock are exposed and strong winds and sheets of flood 
waters keep the surface clean of fine materials, The 
garnets are in plain view. They have been swept ¢ 
the surface or accumulate in pockets and ripples, 
“mining” of these garnets simply means the collecting 
of them. Often in five minutes’ time a quart of material 
may be collected, of which fully half are garnets. The 
almandine garnets of India are worked in India and are. 
sent abroad, either facetted as leads or cut “en cabochon?” 
as carbuncles. The pyrope garnets of Bohemia, whiel i 
are found near Dlaschkowitz occur in alluvial washinos 
of decomposed peridotite. As garnet has a higher sy 
cific gravity than most minerals associated with it, 
gem tends to concentrate at the lowest part of dis 
tegrated and sandy accumulations. It is therefore notice- 
able in sand and gravel deposited by streams or along 
the shores of lakes. The Bohemian gems are often said 
to be unusually brilliant. They are generally fashioned 
in the vicinity, and in normal times are mounted and — 
shipped throughout the world. Garnet is used in the — 
manufacture of cheaper watches, as bearings for scien- 
tific apparatus in the manufacture of ferro-silicon and ~ 
as an abrasive. a 
Although, as stated above, garnet is not an uncommon te 
constituent of rocks throughout the world, deposits of — 
abrasive quality of garnet are comparatively rare. The — 


zs 
} 


n 














world’s commercial abrasive garnet deposits appear to 
be mainly confined to America. This material varies 
greatly in size. The crystals may be several feet in 
diameter—like those mined in New York State—or they 
may be smaller than a pin’s head, seed-like, which is the 
meaning of the name garnet. 


FLATWARE SHIPMENTS DOWN 


HIPMENTS of flatware during the second quarter 

of 1944, valued at $3,746,000, were 12 per cent 
below the first quarter figure of $4,284,000, although 
they continued higher than the 1943 quarterly average, 
according to latest figures released by the War Produc- 
tion Board. These figures cover all flatware, such as 
forks, knives and spoons, excluding flatware made of 
sterling silver, produced by 12 manufacturers, repre- 
senting virtually the entire industry. 


4000 


























The following is the breakdown by quarter for ha 


year and the first half of 1944: 


Shipments 


Perceni 
Commercial 


Total 

Quarter 

1948—Year 
Ist Quarter rH 
2nd Quarter 29 
8rd Quarter 22 
4th Quarter , 69 

1944 

Ist Quarter 4,284 15 
2nd Quarter 81 


During the past one and a half years, approximately 


54 per cent of total shipments went to “Commercial” | 


users which include wholesalers,. distributors, retailers i. 


and other units, and 46 per cent to “Others,” which 


group includes direct purchase from the manufacturer | 4 
by military and export agencies. In recent quarters, 4 


however, larger percentages of the increasing volume of 
shipments have been going in the former channels, 

While some of the flatware shown in “Commercial” 
find their way in “Other” by resale to such organiza- 
tions, the volume of this indirect distribution has been 
decreasing steadily since 1948. 


Trz up MERCHANDISING with Bond selling and do your 
bit by yourself and by your country. Tailored Woman, 
New York, developed a window around the theme, “To 
have and to hold,” and set bags and gloves on fixtures 
at various heights. Bonds peeped out of each bag, were 
held in each pair of gloves. 








N.J.R.R. Ave. at Oliver St. 





REPRESENTATIVE WANTED 


_ We are expanding our sales force to give increased service to 
the jewelry manufacturing trade and are seeking a man 
generally familiar with their precious metal requirements. 


Acquaintance in the trade will be helpful, but primary requi- 
sites are good character, proven sales ability and initiative. 


Application should be made by letter giving full personal 
record including education and places of past employment. 
All replies will be considered confidential. 


THE AMERICAN PLATINUM WORKS 


REFINERS AND MANUFACTURERS—PLATINUM—GOLD—SILVER 


Newark 5, N. J. 
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House Beautiful Keeps Ahead.. The January House 
Beautiful gives the first sane evaluation of quick freezing, 
and how it will affect your future’ life. To get an overall 
picture of the field, Editor Florence Paine goes to top-notch 
authority Dr. Donald K. Tressler, Manager, G.E.'’s Consumer 
Institute. Read her article in January's House Beautiful. 





Digging Out Facts for her article “How Quick Freezing Will 
Affect Your Future Life” took House Beautiful’s Florence 
Paine up to Robert M. Ruddick, Air Cargo Area Manager of 
United Air Lines. Here they discuss the possibility of freezing 
airflown novelty foods so every meal will be an adventure. 


"YOUR FROZEN FUTURE” 


es BY HOUSE BEAUTIFUL MAGAZINE 


Getting All Angles..is House Beautiful’s job. So Editor 
Florence Paine investigates the newest packaging. materials 
for Frozen Foods. V. W. Moody, Jr., Eastern Sales Manager, 
Foil Division, Reynolds Metals, describes the advantages of 
their new sheet aluminum foil for wrapping foods for both 
home freezer and refrigerator storage. 


Interpreter of Trends . . House Beautiful shows the effects 
of quick freezing on our future life. Here Editor Paine gets 
a preview of one of the 2,000 Frozen Food Stores Howard R. 
Roberts, General Sales Manager, Deepfreeze, says will be open 
by June 1946. Even department stores consider putting in 
Frozen Food Departments and Delivery. 


Aight feo 


HOUSE BEAUTIFUL 


Wor January, 1945 
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IDEAS 


Now THAT THE HOLIDAYS are a memory, the jewelers’ 
next big gift day is St, Valentine’s. Why don’t you 
fashion, as did Lord & Taylor’s, a huge red satin heart 
and impale jewelry on it by giant darts whose heads may 
be small bottles of perfume or large-stoned rings, etc. 
Copy might read, “Cupid plays darts with gifts that go 


straight to her heart.” . , , 


Winpow witHovut worps ...as Macy’s doit. Display 
cases show each a waxed bouquet of lilies or lily-of-the- 
valley. Sheet net works its way around, and a narrow, 
bright satin ribbon snakes over to a single engagement 
-ring or a single wedding band. 

= + 

WITH A DRESS-UP, GLAMOROUS PERIOD, AHEAD, your 
afraid-it’s-unpatriotic-to-shine customers may need to be 
hold “How Fighting Men Feel About Feminine Fash- 
ions.” According to the American Weekly and the 
psychometer, the warriors feel fine about dress-up fash- 
ions. If you live in a community where the magazine 
supplement mentioned circulates, have your advertising 
solicitor get you a tear sheet and display it attractively 
along with your most intriguing formal jewelry pieces. 
Otherwise, you might act upon the scientifically tested 
fact that “men get four times as much kick out of girls in 






evening gowns as they do from young women in uniform, 
and:twice. as much emotional reaction out of girls dressed 
in evening outfits than when the same lassies appeared j in 
modish and becoming street clothes.” 


+ ©. 


FasHion notes: Golden-flash chatelaines are now in Be 
the swing, swaying from modern lapels. Rare and ola 
fobs are also dangling from lapels or from pockets, 
Jeweled pins enrich gloves from the wrist up. Are you : 
offering a collection of ‘Sentimental Pieces” for these — 
purposes ? : 


* * * oe 


Easy, INEXPENSIVE way to dress up for St. Valen 


tine’s: Red paper hearts go on large lace paper dolly oa § 


small lace paper doilies go on large red paper hearts, — 
They get over your message, ‘““To a Lady with Love,” 


* 2° @ 


SELL: GLOVES, BAGS, BONDS . . . all at’one swoop and — 


use that old hand prop in a new way. Just suspend it by — 


invisible wire, cover with a glove, have it depositing © 
bonds in a bag! Dunhill’s, Fifth Avenue, New York, do, 

, * * ; 

Iy you po Tus, make it big and eye-catching. Around — 


a large heart frame, fan doilies from the five and ten- 
cent store and spot tiny flower sprigs at intervals. The 


whole set at a slant in a window says right off the bat, | 


“Valentine Time at (your name).” 











that your requirements 


-. *Can be fulfilled. 


Member of American Gem| Society 





WE REGRET 


prevent us from complying with all 9 your requests 
for our products. We take this opportunity to thank 
our customers. for their loyalty, patronage and under-_ | 
standing and are looking forward. to the time when ei 
Victory makes expansion possible so 3 


Wefferling, Berry & Co. 


Makers of Fine Emblematic Jewelry 


8 ROSE STREET f ) NEWARK 8,.N. J. 





INCORPORATED 
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WATCH MATERIALS & SUPPLY CO., INC. 
Wholesale Jewelers 


WATCHES ° 


DIAMONDS ° 


JEWELRY 


have available for immediate delivery 


@ Balance staffs for popular Swiss wrist watches AA— 
per doz..... ; 

@ Winding stems for popular Swiss wrist watches— 
ner doz... . -91-/9- 

@ Balance staffs for American watches, S. R.—per 
doz... . $1.75, D. R.—per doz... . $2.25. 

@ Balance jewels for American watches—per doz... . - 
$2.50. 

@ Friction balance jewels for Swiss bracelet watches— 
per doz.... $2.50. ; 

@ Crowns for bracelet watches, gold filled on silver, in 
yellow, pink and white—per doz... . $1.00. 

a Warerpros: crowns for military watches — per 

oz... . .$3.00. 

@ Genuine Bulova watch hands in blue and gilt, for 
the most popular models—per doz... . . $3.00. 

@ Lentille round crystals, K.D. brand, American made, 
from small sizes up to and including 18/ 15-16—per 
doz.....70¢. larger sizes—per doz... . .70¢- 

@ Fancy crystals for wrist watches, Fulton brand— 
per doz.... .94.U¥. 

@ Extra heavy, white and colored wrist watch crystals, 


@ Unbreakable crystals, round and fancy, G-S brand— 


per doz...-.. 


© Spring rings in sterling silver,. in six sizes—per 


doz... .-$1 


@ Spring rings in 12/20-y.g.f. on silver, in. six sizes— 


per doz...-- 


@ Swivels in 12/ 20-y.g.f. on silver—per doz... . $3.50. 
@ Protection ring guards in 1/10-14 kt. yellow and 


white gold filled—per doz... . $1.50. 


@ Protection ring guards in 14 kt. white and yellow 


solid gold—per doz... . - 


@ Gents identification bracelets in sterling silver, from 


$3.50. to $7.15 each. 


@ Gents identification bracelets in 1/ 20-12 kt. y-e-t. 


on silver, from $6.75 to $7.88 each. 


@ Watch cases for wrist watches, for the most popular 


make watches in yarious qualities and styles, dials 
to match. yes 


@ Waterproof cases for the following sizes: 8% Ligne— 


10% Ligne—l1% Ligne—6/0 size, dials to match. 
enuine leather -wrist watch straps from $3.00 to 
00 per doz. 


Fulton brand—per doz... . $2.50 
; “z 
Orders taken < 
for ly aR. 
Watch Cleaning 
Machines — 
L & R Products 
from stock— 


- 








=. your orders for our general line of Watch Materials, Jewelers Supplies, Diamonds sod asia ; 


a 
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POOR RECORDS CAUSE OF BUSINESS FAILURES 


According to Domestic Commerce;.a monthly publica- 
tion issued by the Department of Commerce, keeping 
poor records or no records at all is one of the outstand- 
ing causes of business failures. Ina study of retail 
management practice made by the Department of Com- 
merce, it was found that among the stores surveyed, 83 
per cent of those making a profit kept up-to-date ac- 
counts, while.88 per cent kept neat and orderly books. 

How does adequate record keeping decrease the 
chances of failure and increase the prospects for making 
a profit? This question can be answered in part by list- 
‘ing some of the information which a system of records 
ean furnish. A simple but adequate system of book- 
keeping can suply data to answer the following: ques- 
tions: ~ 

How much business. am I doing? 

How much volume am I doing in my charge business? 

How much do my customers owe me (both current 
and past due), and can my business stand this much? 

How much cash do I have in the bank? Is this the 
amount I should have on hand? 

How much stock do I have on hand? 

How much were my expenses, including depreciation, 
bad debts, goods becoming obsolescent, mark-downs, and 
soon? 

How much merchandise do I take for personal use? 

How much money do I owe? 

How much gross margin did I earn in any given 


ae 
ARTHUR ey 


Representative 


period? Remember, all expenses and profits must come 
out of this gross margin. 

What are the trends in my sales, expenses, profits, net 
worth, etc.; that is, how has my store progressed from 
year to year? . 

How does my store compare with other stores in the 
same line of business? 

With answers to such questions, the retailer knows 
when something is wrong, he can determine where the 
trouble is, and is in a position to do something about jt 
before his store is forced to close its doors. 

The daily records which any small store needs can be 
very simple, easy to understand, and easy to keep. 


HANDBAGS HELP BUILD JEWELRY CUSTOMERS 
(From page 182) 


all times have at least one window display of handbags 
together with such related items as leather compacts, 
cigarette cases, and costume jewelry. 

A handsome U-shaped’ blond mahogany counter, cen- 
tered in the middle of the busy main floor of the down- 
town Miller establishment, features the handbag displays 
within the store. Only one of a kind is on view, but 
backstage stockrooms reveal an adequate supply of 
replacements as well as further selections not on display 
at the moment. 

Black is the principal color, since people shopping 
for handbags in a jewelry store are looking primarily 
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find odds and ends in active and inactive Luis of 
ows % me aM at 
the ts 
q STERLING SILV ER. 
| be | 
. We are interested in purchasing for CASH théee: itemse—ho miter: 

how large or small the quantity. 
; . We are also interested in used sterling silver, flat dad: ‘hollowward.” | 

Being large users of this class of merchandise, you wilk, find that we 
age will offer you a very satisfactory price. 
cts, f Suggest that you send the silver or a list of same for our offer. 
al We will pay the express charges 
wo- J’ We are also interested in your trade-ins; either-silver or jewelry of 
Re | any kind. 
ut 





47 JULIUS GOODMAN & SON 


| 77 MADISON AVE. 
iA ~ MEMPHIS TENNESSEE 


‘JULIUS GOODMAN JOSEPHA. GOODMAN 





























JEWELERS: 


Sell Schools,. Clubs, Hospitals, Lodges, etc. 
Samples loaned. Write for ‘illustrated folder. 
Thousands of designs. Ask for special folder on 
Service Star Pins;. Rings, etc. Also Rings for 
Army, Navy, Air Corps, Marine, Coast Guard, 
etc. Mirs. for over 30 years. 


METAL ARTS CO., Inc. 
740 Portland Ave., Rochester 5, "N.Y. 








fa WRITE FOR DETAILS 


| KINGSLEY Gold Stamping Machine Co. 28, cALir. 
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for stability. The “better bag” is the best bet. For if 

gift purposes the volume price line is the bag that seliy 
for anywhere from $7.50 to $16.95. For self buying 
the volume bag is a $5.00 to $12.50 number. e 

Cramped in display and presentation space, Mr - 
Harry makes up for it by showing in his wall case 9» ~ 
counter display one carefully selected bag in each type 
and price line from $5.00 to $50.00. Right now, a corde 
bag, with Lucite or shell frame, is the best seller in the 
high price lines. . i 

He offers some better alligator bags, but in all, he has _ 
only six manufacturers’ lines. 

“This is because we want to be the valued customers — 
of those manufacturers from whom we buy, and buy 
enough from each of those six to earn their considerg- 
tion and respect. A jeweler dealing in handbags might 
easily buy a few pieces from each of a hundred mam- 
facturers and so lose the goodwill that he could haye 
created for himself by buying worthwhile amounts of 
stock from each of a smaller number,” Mr. Harry 
points out. 

Handbag sales and displays often lead to pick-up 
sales of cigaretté cases, costume jewelry, related leather 
cosmetic kits and compacts, and similar items that build 

. store volume and traffic. 

“But the jeweler who sells handbags should be pre- 
pared to guarantee them,” Mr. Harry explains. “That 
is why he must be sure of his resources and he must 
know that they will be willing to go a long way in / 
ing up their merchandise. Don’t be squeamish about 
buying an expensive price line of handbags. They'll 
move if they aren’t novelties, because the handbag cus-— 
tomer in your jewelry store expects quality merchandise — 
and to pay a good price for it. He is quite unlike the 
customer in the department store or specialty shop who 
is. looking for bargains. The jewelry store customer is 
buying quality. But don’t misinterpret this as a: hint to 
add too fat a mark-up on your price.” ce 


NEW JEWELRY SHOWROOMS 


This new showroom was designed by Majeska for the Lackritz 
Jewelry Shop, | East 57th Street, New York. The basic color for 
the walls as well as the damask draperies is pale egg shell, 
the ceiling is painted with gold leaf to complement the d 
of jewelry in the gold and crystal cases. Comfortable u 
stered chairs are strategically placed around the show room, 
pickled oak tables, large enough to accommodate customer 
salesman for the showing of jewels, placed to get the best 
possible advantage from the natural and indirect lighting. 
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aeser a hight 20° 

: 
POSE" 10" igh, 70, 
glass __ front yt 
with 8° wood panel 

. 4" Black base. 
2 * glass shelves in 
either 8 or 10 
widths. ; 
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for custom-built 


SHOW CASES 


Your choice of three lovely 
woods: rich Walnut, lustre 
Maple, or white Oak. Beauti- 
fully constructed—handsome 





am ee U LET’’ oe 
ect, Me tae 20" in eo Modernize 
pe PAB <3 a shalt c . to do a better, big- 
nd metal brackets. selli 
and metal bracke , Any sr eet case, ei faster ng job. 
Rear! TOES: OURS" | SF" ever: as well as Wall Cases, 
| w glaw’ won ec; will be designed and $ 00 
base with 24” front wood craftsmen-constructed ' 
pane. to your order. Estimate : EACH 
cheerfully given. F.0.B. NEW YORK 
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CALIFORNIA CHARMS 


Our attractive line of fast-moving, cast-in- 
California charms is now available to repu- 
table jobbers. Several exclusive numbers! 


Good delivery! 


In Sterling Sas Satraceicaty eke ten to retail at.... $] A 
Some numbers in 10K and 14K gold. 


for details, write 


CALIFORNIA JEWELSMITHS 
Suite 316 430 So. Broadway Los Angeles 13, Calif. 
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FOR HONEST RETURNS 


SWEEPS 
FILINGS 
SCRAP 


GOLD PLATINUM 


* JOSEPH B. COOPER & SON 








Model A-40 Refiners & PRECIOUS 
De Luxe Smelters METALS 
WITH COVER : 
| Adjustable 
Tape Guides Other Models OFFICE: 
’ Available FACTORY: 26 JOHN STREET, 
wn SECURITY MFG. COMPANY ile BROOKLYN, N. Y. NEW YORK CITY 





















CLEAN-UP TIME 


when you gather up 


all of your old 


GOLO- SILUER-PLATINUM 
illed cases, plated, 


bench sweeps, polishings 
® 
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SMART JEWELERS 


Know THAT IT PAYS 
TO SHIP rect TO 


55 EAST 


REFINERS , 
WASHINGTON ST.CHICAG 
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Can You Help Me? 


My Display Problem ‘Is; 


wae ¥ 
‘ Wis _, by VIRGINIA DIXON - 
Readers’ questiogis about window and inside-story. d 

will be answered in, this department each month by Mise Vir. 
ginia Dizon, one of America’s topnotch display experts whose 
. talents have Veen brought to @ focus on the jewelry field, 
# Diwon is already well known to. JC-K readers as the 

_ author,of many stand-out articles on jewelry store display, 





~ 


Teéan get a turntable motor at the present. time? 


me 

aS Sealy MOTOR—Is there any place where 
be 

Fa 

gs sare there any other motion display mechanisms 


‘|> available now? (G. W.) 


Answer—Gregory Motors, 320 Bridge Street, Brook- 
lyn, N. Y., have a few turntables still available, 
Mabaram Fabric Corporation, 180 West 46th Street, 

- New York, carry the’ Roto-Sho*turntables. Gregory Mo- 
tors have small solenoid motors available in small quan- 
tities. A variety of effects can be achieved with these 

‘units, but they are rather tricky to set up. 

Speedway Manufacturing Company, 1897 South 52nd 


-|..oAvenue, Cicero, Ill, have.a display motion division 


which .is a standard ‘source for such units, but I don’t 
know what they have available now. , 


BS arias CONTEST—Where can I get detailed 
information regarding the Sixth Victory Loan 
window display contest? (R. L. F.) 

Answer—-The Bulova Watch Company are the spon- 
sors of this contest for jewelry stores and rules and com- 
plete information can be obtained from them at 630 
Fifth Avenue, New York 20, N. Y. 


ANNIKIN—Is there such a thing as a half-figure 

‘mannikin? We have very large windows’ and 
also a large show case inside the store and we thought 
it might be possible to use such a fashion figure wearing 
costume jewelry. (J. S. D.) 

Answer—Yes, there are such standard mannikin fig- 
ures as you describe, although I think most of them are 
really three-quarter figure length, but I imagine this 
size would still be suitable for your windows and case. 

James B. Williams, 498 Seventh Avenue; The Gren- 
eker Corp., 250 West 54th Street, and Mileo Mannequin 
Studio, 7 West 36th Street, all New York, are good 
sources for all types of mannequins. 

The use of a mannikin in a jewelry store window is 
an excellent idea and should attract a great deal of atten- 
tion. Possibly you can make arrangements with a near- 
by dress shop to supply the mannikin’s wardrobe in re- 
turn for a courtesy card. In this way, a variety of cos- 
tumes could be shown without undue expense, but dresses 
should be chosen as a background and foil for the 
jewelry. They should be in fashion but not out-do the 
jewelry in interest. - hi 


W INDOW DESIGN—We are planning to remodel 
our store as soon as possible—both store front and 





interior-—and -would appreciate some suggestions in re- 
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We Are Expanding and Will Pay \! 


SPOT CASH for GOING BUSINESSES Ya 


il 
IF you want to dispose of your entire business in one clean transaction—have 













i il 
i 
i i, 


I I 


ii 
Spot Cash in your hand clinching the deal—this is your opportunity. 


WE'RE expanding and want a greater representation of retail outlets and are 
interested in buying outright going businesses with a clean salable stock and a 





1 good reputation for business integrity. We're not looking for a windtall—we'r ve 

a prepared to pay a fair and just price. Bs 

, FIRMS recently purchased (names on request) will vouch for the satisfactory 

i dealings of this 64-year-old reliable organization. Ask your bank for reference, 
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| GEMS AND GEM MATERIALS 


’ By EDWARD H. KRAUS and CHESTER B. SLAWSON 


This book describes practically every commercially 








Wi wish our friends a very~~ 


happy and victorious New Year. 


It has been a pleasure to serve — | 














; important gem and gem material. classifies the you, and hope fora continuance of © 
t material according to various properties, includes our pleasant business relationship. " 
y tables of comparative gem and gem material 

characteristics and presents available information q 
on manufactured gems. Written by two outstand- TANZ & GURWITT : 
re ing authorities. Profusely illustrated. Importers & Wholesale Distributors of. Gift Merchandise 
ee 253 Fifth Avenue New oe 16, N. y. q 
7 i " = > tee & @ 
poe Price $3.00 Postpaid 3 r 
n cae 
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100 East 4Znd Street, New York 17, N. Y. 



























Low trade prices allow good p 
TM ONTALS + 







Send jor illustrated literature 
ONZE 





WALLETS 
7.20 to 144.00: DOZ. 


] ZIPPER FITTED DRESSING CASES 
‘ HONOR ROLL PLAQUES KEY CASES PICTURE FRAMES 
dian ay so Pg isc Phong ape CIGARETTE CASES EMPTY UTILITY CASES 
fubsticute for Brome. They took just like Brose WRITING CASES NAVY WALLETS 


CHANGE & BILLFOLDS TOBACCO POUCHES 


! Aerenge New cts etal Guardian Leather & Novelty Co. 
UNITED STATES BRONZE SIGN CO.. INC. 358 Fifth Ave, New York 1 Tel.: WI 7- 1267, 7-1259 





“BRONZE TABLET HEADQUARTERS” 
570 Broadway 

















New York 12, N. Y. 
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gard to the design of the new display windows. (D. M.) 
Answer—In ‘modernizing your store, the best results 
‘can be obtained by engaging the services of an architect 
‘experienced in store design and merchandising. Many 
‘factors including the location, clientelé, the merchandis- 
‘ing policy’ and general character of the store influence 
the store design. The windows should be considered as 
an integral part of the general plan and their character 
depends entirely on the type of store front selected as 
best suited to your needs. 

It will save time and money to have your plans ready 


‘when building materials are again available so that it © 


would be well to begin consultations immediately so that 
blue-prints can be drawn up ready for use. _ 

a Arehitect Charles S. Telchin, 22 West 48th Street, 
‘New York, specializes in jewelry store design. Helpful 
suggestions may be obtained from the companies who 
manufacture store fronts such as The Kawneer Com- 
‘pany, 910 Front Street, Niles, Mich., and Pittsburgh 


‘Plate Glass Company, 2348-4 Grant Bung: Pitts- | 


burgh 19, Pa. 

From, a display point of view, the window shapes 
should be. kept simple and permit the greatest amount 
of flexibility for display arrangements. Provision should 
be made for adequate and dramatic lighting effects. 








BRIDES WANT WHITE METAL WEDDING RINGS. 
ACCORDING TO SURVEY BY BAKER & CO, 


More than half of the prospective brides of the fal? 
and winter prefer white metal wedding rings to yellow 
gold, according to a survey of bridal ring preferences 
now being conducted by Baker & Co., Newark, N, Je, 
producers of jewelry palladium. 

The survey, which is being continued, so far includes 
preferences of girls announcing their engagements in 18 
different cities and 11 states. Among the cities covered 
arc New York, Chicago, New Orleans, La., Dayton, 0,, 
Buffalo, N. Y., Dallas, Tex., Los Angeles Calif., Dy- 
buque, Ia., and Holyoke, Mass. 

Palladium, as the jewelry trade knows, has been quite 
extensively used for jewelry making during the past two 
and three years in place of platinum, which has been 
forbidden for jewelry use by wartime restrictions. That. 
the public is rapidly becoming acquainted with palladium 
is evidenced by the fact that 73 per cent of the young 
women who replied to the questionnaire said they had 
heard about it, many of them stating they were wearing 
palladium engagement rings. 


* .- 3.8 


Now THAT soME men and women are returning from 
service are you planning to make a bit of a fan-fare over 
any employee who is back on duty? Release a feature 
to your local papers, send out letters to his past custom- 
ers, put him (or her) in charge of bond sales. 
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sre Sterling Silver identification Bracelet—heavy weight—fine finish— 
ed 


$45.00 per doz. 
TT Sterling Silver Identification Bracelet—extra heavy—high polish— 
box $54.00 per doz. 
weed Sterling Silver Identification cascnauneatipaseste ae finish— 
$45.00 per dez. 


i Locket, 1/20 12K Gold Filled, Hand engraved. Set with _ 
diamond - $60.00 doz 

R16 1/20 12K Gold Filled—Hand engraved—large size locket com- 
plete with chain and box $39.00 per doz. 
Y3. Genuine Cloisonne, Hand Painted Sterling Silver Bracelet, Maize, 
Biue or White $60.00 doz. 
$18.00 doz. 


HLLHIR 


Earrings to match 


Sterling Silver Gold Star Pins with 
Safety Catch for Gold Star Mothers, 
. Fathers, Wives, boxed....$15.00 doz. 


ALWAYS BETTER VALUES DIRECT FROM PROVIDER 






SH & '¢ 0. WE ical tense oh burn chs ee $6.75 doz. 
Sterling Gold Plated Anklets, As- 
PROVIDENCE 3,R. | sorted Patterns ............ $7.20 doz. 












_. line also includes a wide variety of Watch 
Straps ¢ Novelty Pins e Pin Stems e Safety 
Catches e Earring Backs and all Military Emblems. 


Write for Samples and Latest Lists 





Sterling Silver Anklets, Assorted Pat- 
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FIGURINES SUGGEST RINGS FOR SERVICE MAN 


To attract attention to rings for members of the 
armed forces and their friends, the Gerber Jewelry Co., 
Seventh Street, Saint Paul, Minnesota, placed novel 
figurines of men and women in all branches of the ser- 
yice about a window devoted to rings. The figurines 
were on several levels so distributed that the color of the 
costuming, which was exact, added to the decoration. 
Both service men and service women were represented. 

One corner of the window showed engagement and 
wedding rings, placed in groups of two on small indi- 
yidual display pieces covered with dark rich velvet. The 
largest part of the window, however, was given over to 
friendship rings, a style with good-sized mountings of 
colored stones. Many of these, suitable for a gift to a 


man, were identified as such by small posters placed 


near them bearing the words “For Him.” 

These rings were shown on small standing display 
units of a blonde-finish wood with a deep velvet setting, 
against which the stones in the rings stood out well. 
Some of these small display units showed six rings, 
others only four. 

Friendship rings for girls im the service were 
grouped about small feminine figurines. 

Styles varied considerably. Some had stones; some 
were of plain gold. 

A revolving display unit at the front of the window 
made a moving mass of color as the gold of the rings 
on display and the many colors of the stones in the 
settings passed before the eyes of window-shoppers. 


- 





The display being built at several levels created the 
effect of a window full of rings and the service figurines 
instantly conveyed the suggestion of rings as a suitable 
gift for any one in the service, whether man or woman. 





GO AFTER THE TROPHY TRADE 


The jeweler who does not go after the trophy trade 
of his community is missing a great opportunity, Not 
only is this business profitable in itself, but it brings to 
the store.a large number of substantial citizens, who 
became acquainted with his quality lines. 

The old established firm of Henry Hausemann, New 
Orleans, La., has long gone after: this trade. One very 
effective wien calling attention to: trophies was ar- 
ranged in honor of the big football game that takes. place 
each New Year’s Day in: the big Sugar Bowl. In the 
center was a huge silver bowl filled with cubes of sugar, 
while on a mound in the rear were ribbons and pennants 
of the two contending football teams. Trophies of gold, 
silver and bronze, many of them on bases of onyx, were 
scattered about, 


PROTEST RESTRICTION OF PLATINUM USE © 


In regard to the small consignments of platinum now 
arriving periodically in South Africa, many jewelers 
feel that it is unfair that manufacturers should receive 
a fair quota from the Panel for the production of ‘plati- 
num jewelry for private customers, the while the retail- 
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1945 will bring many changes, 
but you can count on one thing | 
to remain the same..“The U. S. (I 
Way of Doing Business"! Asinthe | 
Past, our customers can be sure | 
they will be treated fairly inthe =~ | 
allocation of jewelry merchan- . 
dise. They can be certain of our =~ } 
cooperation, our aid and under- | 
standing. x To jewelers every-  —~ | 
where we extend sincere wishes 
for a very Happy New Year. i ome 
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WHOLESALERS 


BALTIMORE -1. MD. 
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ers could not obtain platinum for diamond rings, repairs, Bonds and Stamps.” A special booth was arranged il 
etc, Representations are being made to suspend the pro- the sale of war bonds and stamps, and all patrons were 
vision of platinum for the manufacture of articles for asked to take the smal] change ‘from their purchases ; in 
private customers. It should only be used for the benefit war stamps. Said the proprietor, Geo. R. Finley; 
of the trade. 4 “People have more money now than ever before, and 
On the second consignment of platinum and palladium’ the two safest investments into which they can put it 
to arrive in South Africa there was a slight reduction is jewelry and war bonds, from either of which mo 
in the insurance rates and the price was accordingly can be quickly realized if necessary. This is the thought. 
reduced to £9 5s. per ounce for the platinum and £7 6s. we are driving home constantly—with excellent results” 
an ounce for the palladium. Platinum solder is also be- i 
ing imported and a consignment of rhodium pkating solu- VALENTINES AND DIAMONDS ! ; ‘ 


tion. 
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ADS THAT EXPRESS SPIRIT OF THE TIMES 


The drive for War Bonds goes on and in connection 
with it the series of ads run by Finleys, Compton, Calif., 
was particularly timely, as they called attention both 
to their jewelry and the purchase of war bonds and 
stamps. These. ads were run in the Shopping News 

' page of tlie local paper. Each was two-inches deep, 
double column wide, and set off by a narrow red border, 
with the words “Gems” and “Buy More Bonds and 
Stamps” in big black letters. 

Among 'the catchiest selling phrases were: “Gems are 
not only found in a jewelry store, but they dot the 
Pacific. where our boys are crying for more equipment. 4 ‘huge lacey heart formed the background for this effective 

«, Buy More Bonds and Stamps,” and, “‘A string of Natu- Valentine's Day display of diamonds by LeRoy's, Los Angeles, 
ral Pearls is like the chain of victories of the allies, Calif. The streamlined design of the “billboard” copy panel 

; and arrangement of the diamonds gave a modern touch along 
made possible by your purchase of more and more War with the sentimental atmosphere created by the heart design. 





















oe COOKS! It TOASTS! 
" It DOES BOTH! 


1 he end of: the DUO-CHEF opens 
up to reveal a. built-in tubular cooking 
“unit for frying eggs or brewing coffee 
iy + while bread toasts at the other 
end. Encased. in brilliant chromium. 
‘Long service guarantee. The Merit- 
‘Made line includes flip-type and 
other toasters. — 


_ Distributors and dealers! You can 
"Make Money” with Merif-Made" exe 
Write for detom.; chet 


: MERIT-MADE. enopucrs. 


MERIT-MADE, ING. 
‘2 Elm Street Buffalo 3, N. Y. 
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E lamps can help postwar jewelry stores increase sales by providing the iy a 
pind of light in display cases that makes it easy for customers to see the mer- 2 a, . sll 
chandise clearly. S. Kind & Son, Philadelphia. 5, ee ah ie * 
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GOOD LAMPS. _ 


ARE THE HEART OF 
GOOD LIGHTING 








You Know. Every G-E Mazda Lamp 
. opis Lighted Twice Before It’s Packed! 


Yes .. . every single G-E lamp, not just a few sam- 
ples here and there. This is but one of the more 
than 480 tests and inspections to which G-E Mazda 
lamps are subjected. , 


J ont cnar ene amet 


Now that you can buy as many G-E lamps as you 
need, look for the G-E monogram on the lamps 
you buy. Remember ... it is the constant 

aim of General Electric research to make 

lamps bearing this mark Es as 


ELECTRIC 


BUY WAR BONDS AND HOLD THEM 








New Giftwares 
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“Plume” is the ndme of this new design in china accessories, 
done either in solid colors or, as shown here, in ivory and coral 
or ivory and blue, either with or without touches of gold. From 
the Chadwick China Co., 225 Fifth Avenue, New York 10, N. Y. 


The “Natalie” pattern te Momberton Chino with o — 
border of French blue leaves and Yéllow bowknots and 
a center basket of spring flowers and wreath. From 
“Motes. of Hollywood” Fisher, Bruce & Co., 219 Market St., Philadelphia, Pa, 
wall brackets in the 
pattern of a musical 
score, with notes in 
the form of small cu 
to hold plants. Made 
4n maple, mahogany, 
or natural, finished in 
Chinese red-and char- 
treuse, and priced at ie well 
$3.95 and $4.25. Dis- Ee A much-liked etch- 
tributed by Sharon Wise > ke %, ing is this flower- 
‘Merrill, 712 S. Olive St., Rigo hhemntigg ee a and-bowknot design, 
Les Angeles 14, Calif. Pp "4 A seen here on the 
"Sceptre" shape in 
stémware. It is also 
used on a di- 
versified group of 
flatware items. From 
Fostoria Glass Co., 
Moundsville, W. Va. 


Rich colors appear 
in this lovely “Rose 
Briar” pattern in S 
dinnerware — done on 
the "Chelsea Wicker 
shape, which is made 
from the original 
from the famous 
Chelsea factory. From 
Copeland and 
son, Inc., 206 
Ave., New York 10, N. Y. 

Styled in the Swedish manner are these Tiffin bowls— , 

either cupped or flared in sha jlown of heavy crystal 

glass, with an elongated bubble effect forming the base. 

From the United States Glass Company, Tiffin, Ohio. 


“204 ; THE JEWELERS’ CIRCULAR-KEYSTONE 














PRESSED GLASS | 
plows ws pot te a mold and peoneed 00 





x a 


You won’t feel the effect of this advertising for a long 
lime to come. It reaches girls now in high school or 
_ tillege, studying Home Economics. 
__ For their teachers, Fostoria has prepared a teaching 
handbook and a wall chart dealing with the selection 
' mideuse of glassware in the home. For the students 
' there is a notebook-size folder, their text for studying 
the subject. # 
_ Because this material contains ‘the rules for correct 
table setting, hints on dedorating tables, and informa- 
‘ ti that is helpful when buying glassware, thousands 
: of teachers are now using it,in their'classrooms. Thus 
| tthe name, Fostoria, and an appreciation of good ghass- 
_ Ware being impressed in'the minds of girls in their teens 
_ +-Your cust@mers of tomorrow. t , 
“TP WILL PAY !YOU WELL to see that- Home 


= 
_ 
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CH/ Fostoria Advertising 


a oaks le your , Joiliiee 





na Tt in i Raat Abuses. 


ii ii Siti st. 





CB is ac MIR i es AR tn Se. 





Economics teachers in your local ‘schools know of this 
material. Shew it to them if they haven’t seen it. Offer 
to cooperate with them on classroom projects that will 
fix your store in the minds of students as the, place 
to buy good érystal, china, and other tableware. 

Write for a set of this literature if you don’t haveit. 


((Resteur 






FOSTORIA.GLASS COMPANY - MOUNDSVILLE - WEST VIRGINIA 
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These paper weights are combined with magnifying glass to help the 
eye in reading fine print. Priced at $7 for the 2%" diameter; $7.25 for 
the 3"; $15 for the 3546". They are also available with added decora- 
tions. From A. Gerald Leary, 392 Fifth Avenue, New York 18, N. Y. 


Made from northern hardwoods in the outline of an 
apple, this salad bowl set is made by Stanwood Products. 
The large bowl is 12" by 14", the individual bowls 5!/." 
by 6". A set of nine may retail for $20. Distributed by 
the Benmatt Organization, Merchandise Mart, Chicago. 


“Empress” is the name of this formal dinnerware pat- 
tern in Crown Ducal Ware from England—showing a 
center floral, a rim band in cobalt, maroon, or green, 
and a classical border. Carried in open stock by Mad- 
déek and Miller, Inc., 129 Fifth Ave., New York 3; N. Y. 


New Giftwares 


Done in muted pastel colors is this lovely Haviland 
pattern, on the “Priscilla” shape, finished with lines 
of gold at edge and shoulder. From Theodore Hay. 
land and Co., Inc., 26 West 23rd St., New York 10, NY, 


Hand-decorated in a Chinese design, this glass bedroom set 
consists of an easel mirror, hand mirror, bottle and powder 
box—and, not shown, a makeup box"tnd. a cigarette box. 
The easel mirror retails for $15; hand mirror, $5; pair of 
bottles, $5; and powder box, 4; in various floral decorations. 
From Oliver W. Eldridge, Merchandise Mart, Chicago. 


Great power is ex- 
pressed in the mod- 
eling of these equine 
figures, made by 
Ross Ceramics, 
"Prince," at left, has 
a glistening finish; 
"Trojan," a matt fin- 
ish, and both sell for 
$7.50. Distributed 
nationally by Delda 
Displays, 527 West 
7th Street, Los An- 
geles 14, California. 
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ARK L/INGG, SOPH/STICATED 


’ 
Sheer glamour in glassware +o C7 
catching .. . irresistible! A sales- 4a 
winning combination of clear, sparkling 
crystal and rich, gleamingly brilliant, 
pure inlaid silver. Distinctively new . . . 
expertly hand-crafted . . . smart in its 
; decorative charm and appeal. You'll 
want complete details at once... 


Century Melaleraft Conporalion 


6101 N. BROADWAY, CHICAGO 40, ILLINOIS Shes. Go 





1958 Merch. Mart, Chicago 54 * R. F. McDowell, 403 Merch. Mart Bidg., Los Angeles 14° Newland, Schnesloch & Pick, inc., 1107 Broadway, N.Y. 10 * Clay Folsom, 301 N. Market St., Dalles, Texar 
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IN FINE ; 
Tiffin Crystal 
This bakdsmede cornucopia with its swirl 
.,-ing, lines is generous enough in size. to 
“serve as a centerpiece for the dinner 


table. And it is equally effective with the 
horn tipped either upward or downward. 


No. 6041 — Crystal or Blue 





United States Glass Company 
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By MADELINE LOVE 


The demand for gift merchandise is expected to be 
greater than ever at the various Spring shows—and 
there is certainly no decrease in the number of shows, 
Beginning with the international Homefurnishings Mar- 
ket at the Chicago Merchandise Mart, which opens 
January 4, exhibits follow closely on each other's heels 
all through the coming three months, and crowds of 
merchandise-hungry retailers are looked for at each one 
—retailers acutely conscious of the empty shelves they 
left behind them. 

There are two reasons for the emptiness of these 


‘shelves, one of them being, of course, the extravagant 


consumer buying of Christmas gifts. But tied to this is 
the fact that many retailers were inadequately prepared 
for this onslaught. 

To quote John C. Goodall, general manager of the 
Chicago Mart: 

“Fall buying was fairly slow, based on the hope of 
an early European victory and the subsequent release of 
certain critical materials for other home-furnishings 
products. Few such releases have materialized, how- 
ever, and as a result buyers of housewares, electrical 
appliances, furniture, and lamps are resuming their 
heavy buying schedules in giftware lines.” 

As for the jeweler Mr. Goodall believes that they 
will appear in greater numbers than ever at the gift 
shows. Supplies of silver for hollowware and flatware 
are in no better condition than they were six months or 
a year ago, he points out, and as a result the jeweler 
will be needing other lines of gift items as much as ever. 

It must be pointed out, though, that so far as china. 
glassware, pottery and similar merchandise is concerned. 
the supply will probably be farther than ever behind the 
demand. [In most divisions of this field, even normal 
production would fall far short of the present excessive 
demand. And normal production is still a dream of the 


future. Labor conditions—the tightest bottleneck in the 


industry—-have in no way improved, and the recent War 
Manpower decision to cease the deferment of the 26-to- 
88-year old men will complicate the production situation 
even further. 

As for new designs, there is likely to be few if any 
in the tableware field. In other lines of gift merchan- 
dise, however, reports are more favorable. From Cali- 
fornia, for instance, comes word that many new items 
of gift merchandise created since the start of the war, 
will be on view at the, Gift and Art Show scheduled 
from January 29 to February 2 in Los Angeles. 

* * # 


Speaking of California, it is of interest to know that. 


the Brack Shops, at 527 West 7th Street, Los Angeles, 
is developing into a giftwaré center. The entire second 
floor has been taken over by the Manufacturers and 
Importers Association with 29 lines represented in open 
display. This as#ociation has recently been made’ init 
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# corporation with Clarence H. Bauman as president, 
Russell Morgan, vice-president; Albert Peters, secretary, 
and E. F. Delancy, treasurer. The floor will be formally 
opened immediately after the first of the year. 


* * € 


Newsettes: Royal Hickman, well-known ceramic de- 
signer, who until recently was associated with the Haeger 
Potteries*in Dundee, Ill., is the start of the newly- 
formed Royal Hickman Industries, which will produce 
ceramic artware and lamps at a pottery at 411 West 
22nd Street, Chattanooga, Tenn. ... The Stanley Born- 
sten Co., whose showrooms and offices are at 712 South 





GIFT SHOWROOM RE-OPENED 





Opened. a short time ago was this re-decorated showroom at 225 
Fifth Avenue, New York, where Miss A, L. Larimer displays the 
wide variety of giftware which she designs and distributes. Fix- 
tures and walls are painted in a combination of chartreuse 


and dusty pink, and the floor is carpeted in a subdued green.. 


Olive Street, Los Angeles, is the new owner of the pot } 1 
tery which was formerly operated ander the name of § 


Marti of Hollywood. The name has been changed tp 
Dubby of Hollywood, and they will continue to make 
the same type ceramic figures and flower containers, 





“POSTWAR PLANNING” PAYS OFF 


Remember the story Jewre.ers’ CircuLar-Keystong 
published in the October issue last year, page 218, on 
how S. F. Sonnendecker, 530 East State Street, Salem, 
Ohio, was making sure of his postwar business through 
his “Priority: Club”? Customers who he was ‘unable 
to supply with items of limited quantity, were signed up 
for his “Club” to get the desired merchandise as soon 
as he was able to secure it. 

Well, Mr. Sonnendecker is “paying off.” He recently 
ran a three-column ad in the local paper, announeing 
a shipment of new watches that he received. 

“Only a few weeks have passed since the birth of 
our ‘Priority Club,’” the ad stated. “Now our enter- 
prising members are realizing the wisdom of looking 
ahead and acting. Today some of them are proud pos- 
sesors of a coveted new watch. Are YOU one of the 
lucky ones? If not ... put your name on our ‘Priority’ 
list now.” 

Here’s how his plan works: Customers make their 
selection of desired but unobtainable merchandise, He 
makes a deposit and receives a receipt and a “priority” 
number. As soon as the merchandise is received, the 
customer is notified, comes in and gets his purchase. 
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Watch Materials for Suis Watches 


Now AVAILABLE for IMMEDIATE DELIVERY 


Staffs. * Stems * Crowns * Jewels * Detents * 


AVAILABLE: FOR Setting Bridges * Hour and Minute Hands ” 
IMMEDIATE —- Second Hands, etc., for 
docs ¢ jos, BULOVA, GRUEN, BENRUS and A. SCHILD WATCHES 
Stops ns ~ ee STAFFS V4 D f b $ 0.75 
f, Dozen of a number , 
aur toe Fg STAFFS if Dozen of a number 1.50 In fairness to our large 
catalog or latest stock = =STEMS —_'/4 Dozen of a number 65  cllentele; we wit = 
te enied i, STEN 2 Dozen of a number 1.25 ship any more than jy 
CROWNS | Dozen of a number 1.25 dozen of any model o 
CROWNS |! Gross of assorted staffs or stems. 
colors and taps _ 12.00 
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that has just arrived in this country. 


The revised regulation is chiefly a con- 
solidation and restatement of previous 
pricing provisions applying to all im- 

watches. For example, it con- 

ues in effect the same dollar-and-cent 
tilings previously established for sales 
of a ever, cylinder, and Roskopf 
ae by importers, wholesalers, and 
retailers P: 229 of JC-K for August 
1944), and does not change ceilings 
established on the basis of prices charged 
during the base period of March, 1942, 
where the same watch is still being han- 

4 ded by the same importer, wholesaler 
or retailer. 
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| CHANGES ON STONE-SET CASES 
_ However, in some other respects, the 
| Tales are now quite different. For in- 
_ Stauce all watches whose cases were set 
} with precious stones were formerly ex- 
_ empt from ceiling regulation. Hereafter 
this exemption will apply only to watches 
with jeweled movements containing 15 
_ & more jewels — cylinders, pin levers, 
| and low-jeweled movements will from 
' tow on be subject to ceiling, regardless 
of the case. This change, says OPA, 
_ Was necessitated by the fact that a con- 
| fiderable number of such movements 
Were being put into stone-set cases — 
| Wmething which had never been done 
| ‘before with this grade of watch, and 
_ Was apparently being done now merely 
| M order to evade ceiling regulations. 
Be st 


ig} 
/ WHOLESALERS’ MARKUP LIMITED 
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Wholesalers’ maximum prices are now 
m to a markup of 30 per cent 

t the assembler’s or importer’s ceil- 
‘price to wholesalers, or the whole- 
ers actual cost, whichever is lower, 
ind wholesalers are required to allow 
a ‘Bcash discount of 2 per cent for pay- 
@ Ment within 80 days after delivery. 
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A revised maximum price regulation designed.to simplify the pricing of 
Swiss watches by importer, wholesaler and retailer was announced on Decem- 
her 8 by. the Office of Price Administration. A meeting of watch importers 
and wholesalers, at which OPA executives explained the provisions of the 
new ruling, was held in New York City on the same day. 

The new ruling, RMPR No. 499, which became effective on December 13, 
permits most importers and wholesalers to calculate their own prices without 
making reports or applications to OPA, and will allow for the immediate 
determination of maximum prices for most of a large shipment of watches 








Moreover, in order to charge even the 
80 per cent markup, the wholesaler must 
have notified his supplier in writing that 
he is a wholesaler, and the supplier 
must show on his invoices to, the whole- 
saler that the price is not in excess of 
his (the supplier’s) maximum price for 
sales to a wholesaler. Otherwise, the 
wholesaler must sell at a price no higher 
than the supplier’s maximum price for 
sales to retailers. The wholesaler may 
add to his prices the cost of any attach- 
ments purchased separately and sold 
with the watch. 

If one wholesaler buys watches from 
another, his ceiling on the re-sale of 
those watches is the same as the ceiling 
price of the wholesaler from whom he 
bought them. Trading between whole- 
salers, with each adding a markup, is 
thus. discouraged. 

Also, the retailer’s ceiling price on a 
given watch is the same, whether he 
buys it direct from the importer or 
through a wholesaler. He is not per- 
mitted to charge a higher price because 
of the fact that he may have paid a 
higher price to the wholesaler. 


PRICE RISES RESTRICTED 


Nor may the retailer increase the 
price of a watch on the ground that it 
costs him more now than formerly, un- 
less he is still purchasing the same 
watch from the same supplier. If he is 
now buying from a new source, even 
though he is, paying a higher price, his 
selling price may not be raised. 

If, however, the same watch from the 
same supplier costs him more today than 


formerly, he may add to his ceiling . 


price the same increase in dollars and 
cents. He is not allowed to take any 


(Please turn to page 227) 


| New OPA Rule Simplifies Ceilings 
on Swiss Watches Starting Dee. [3th 








Pottery Mfgrs. May Ask. 
For Higher Ceilings— 
New OPA Regulation 


China and pottery manufacturers may 
apply to the Office of Price Administra- 
tion for increases in the maximum prices 
of certain items under an amendment 
announced recently by the The 


agency. 
amendment, effective December 18, 1944, - 


is issued to pan ety the continued 
production of certain lines of china and 
pottery, OPA said. 

No increase will be granted. If an 
increase is established, retail ceiling 
prices will be threatened or if. an_in- 
crease is. threatened in the ceiling prices 
of any commodity or service sold by 
those who use the article, OPA said. 

In fact, the amendment is. primarily 
intended to apply to those manufacturers 
whose product is used by professional, 
industrial or commercial consumers who 
use it in the conduct of their business, 
rather than to miakers of household 
products. 

However, in the case of china or pot- 
tery that will ultimately be sold to 
household consumers, adjustments may 
be made under this order, to the extent 
that the manufacturer’s dealers agree 
to absorb the increase. 


The amount of the increase that may 
be granted by OPA will not exceed: 

1.-An amount sufficient to cover the 
unit manufacturing cost plus re 
and shipping costs where delive 
prices are quoted or freight is allowed, 
if the manufacturer’s entire operation 
is profitable, or 

2. An amount sufficient to cover his 
total. unit cost to make and sell the 
article if his operation is being con- 
ducted at a loss, or will be within 90 
days. 

The Amendment is Number 7 to Price 
Regulation No. 113—China and Pottery. 





RETAIL SALES UP IN OCTOBER 


Independent retail jewelers reported 
that sales in October were one per cent 
up from the gir oie ko = 
four per cent: h r 
monte of 1944 than the same period 
the year before, according to Depart- 
ment of Commerce figures. 
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Production Lag May Force 
Somervell to Call For 
National Service Act 


’ Wasuineton—Civilian production 
has been relegated toa secondary 
role in official Washington and WPB 
has thrown its full weight behind a 
program to speed up the lagging 
war programs, as well as a new facil- 
ities program for certain types of 
ammunition. 


On Dec. 1, WPB, the Army and Navy 


and WMC issued a joint order, which 
stopped further spot authorizations in 
126 cities for a period of 90 days. The 
cities affected are in Group I labor areas 
and certain Group II critical areas and 
comprise the heart of American indus- 
try. 

The order also provides for reduction 
of employment pet th in civilian indus- 
tries to force workers ‘into war jobs. 
In addition, there will be no further 
war order relaxation for the 90-day 
period. 

While political observers have at- 
tributed the inception of the four WPB 
teconversion orders and the subsequent 
nullification of spot authorization to elec- 
tion maneuvering, the facts do not bear 
out these assertions. It must be remem- 
bered that when the orders were orig- 
inally announced it was pointed out 
by the then WPB Chairman, Donald 
Nelson, that their provisions would only 
be applied were there interference with 
war work. 


While soldiers have not suffered from 
lack of supplies because of production 
lags, according to Lieut. Gen. Brehon 
B. Somervell, Army Service Forces 


. Director, the Army is apprehensive that 


this might happen if supply deficits are 
not made up. 

The General is willing to try the joint 
plan of Dec. 1 for a period of 80 days 
and if the 811,479-man labor shortage 
needed to bring up lagging programs is 
not solved withjn this time he says that 
he will again ask Congress for a Na- 
tional Service Act. 

General Somervell also approved 
WPB Chairman J. A. Krug’s plan to 
pay war workers a bonus to stay on the 
job, postwar inflation notwithstanding. 

On Dec. 2 Mr. Krug gave civilian 
goods production another backward 
shove when he announced that V-E Day 
cuts would not be as great as the 40 
per cent previously announced by the 
War Department, but would be sub- 
stantially less because of the increased 
emphasis on the war in the Pacific. 
Other WPB officials say that the V-E 
Day cut would be more nearly 20 per 
cent in the year after Germany is de- 
feated. 

However, since all Army plans are 
of necessity based upon doing the job 
the hardest way, supply programs for 
the war in the Pacific could possibly 
be drastically reduced if Russia becomes 
a full-fledged partner in the war against 
Japan. Should this happen Japan might 
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WPB Clamps Down on Spot Reconversions 





Jewelers Committee for Watches for Red Army 


Presents Two American-Made Ones +o Stalin 





In behalf of the American Jewelers’ Committee for watches for the Russian Army, Chairman 
Harry Gerber presents two fine American watches in a silver box to Ambassador Gromyko 


of the U.S.S.R. for transmission to Marshal Stalin. 


left to right: Col. Ilya Saraev, aide to 


Ambassador Gromyko; the Ambassador; Col. A. G. Rudd, U. S. Army; Mr. Gerber: John 
Hall, Hamilton Watch Co.; William Selberg, Elgin National Watch Co. _ 


No one has ever accused Premier 
Josef Stalin of not “knowing the time 
of day,” and from now on % will be 
surer than ever to know literally as well 
as figuratively what time it’ is. 


At a dinner tendered by the Ambijan 
National Conference at the Waldorf- 
Astoria, New 'York,. on November 26, 
in honor of A. A. Gromyko, Russian 
Ambassador to the United States, two 
fine American made watches were pre- 
sented by the American Jewelers’ Com- 
mittee for Watches for the Russian 
Army to Marshal Stalin, Ambassador 
Gromyko acting as his proxy to receive 
them in his behalf. 

The Ambijan Conference is an organ- 
ization for emergency aid for the victims 
of Nazism, especially those of the Jewish 
faith who have escaped to Russia and 
settled in the Ambijan region of that 
country. Two years ago, when the Rus- 
sian army found itself handicapped by 
lack of watches for timing its operations, 
Ambijan undertook the responsibility of 
collecting used watches donated by the 
American people for this purpose, and 
forwarding them to Russia. 

Under its auspices, the Jewelers’ Com- 
mittee was formed to carry on the work, 
and through their efforts thousands upon 
thousands of used but serviceable time- 
pieces were collected, re-conditioned, 
and shipped to our ally. 





It was thought fitting that this cam. 
paign should be climaxed by the gift 
of a special presentation watch to Mar- 
shal Stalin as head of the U.S.S.R. but 
when, the committee brought up the sub- 
ject, both Hamilton and Elgin offered 
to donate the gift. To avoid discrimina- 
tion, both were accepted —a_ pocket 
watch from Hamilton and a wrist watch 
from Elgin. The committee provided a 
sterling silver presentation box, on the 
cover of which was engraved: 

“In tribute to Marshal Josef Stalin, 


and deep faith in the firm friendship 
between the people of the U.S.A. and 
the U.S.S.R., from the jewelers of 
America, via the Ambijan Committee, 
November 25, 1944, New York, U.S.A.” 
The same inscription was engraved on 
the back of the pocket watch and a 
condensed version on the wrist watch. 
The presentation was made by Harry 
Gerber, Bramley & Co., White Plains, 
N. Y., chairman of the Jewelers’ Com- 
mittee, and accepted in behalf of Mar- 
shal Stalin by Ambassador Gromyko, 
who expressed his thanks and _ stated 
that when the present generation has 
passed on, the watches would be perma- 
nently kept in the archives of the Krem- 
lin as a lasting symbol of Russian-Amer 
ican friendship. 








collapse very soon after Germany. At 
the present time, however, it appears 
likely that more controls will be re- 
tained after Germany falls than had 
been previously announced by WPB. 

Although no additional spot author- 
izations are to be approved in 68 Group 
I labor areas and 4 other cities in Group 
II areas the approximately $400,000,000 
worth of authorizations to produce civil- 
lian goods that have already been ap- 
proved are not affected. 

Only in localities where war produc- 
tion is on schedule, where schedules for- 
merly reduced for lack of labor have 





been increased to the extent necessary 
and are being met, or where failure to 


meet schedules is due to causes other 


than manpower shortage, and where 
labor not qualified and needed for wat 
production is currently available, will 


any request for approval to produce © 


under spot authorization be considered 
for the 90-day period. 

The decision to suspend spot authori- 
zation does not affect the orders W 
permit the building of experimental 
models and the ordering and installa- 
tion of machinery and other capital 
equipment. 
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. fietailers, Manufacturers Hit Price-Cutting 





—_ 


mbers of the newly elected Board 
p of the National Association 













‘Credit Jewelers have been announced 
Irving N. Chayken, chairman of the 
ing and Elections Committee. 
new board, which will serve during 
will meet in New York on January 
‘elect officers and to formulate a 

and outline policies for the next 





» announced. was the appointment 
of Arthur G. Warner as legal adviser 

, OPA rules and regulations and the 
1eapp nt. of Hugh M. Bennett as 

gunsel on tax matters. Mr. Warner was 

f of the Industrial Enforcement Sec- 
n of OPA, New York district. Mr. 
Bennett did a considerable service for 
retailers in 1948 when he succeeded in 
obtaining relief from tax inequities for 
firms doing business as individuals and 
in partnership. 

The new board has 24 members, with 
the directors distributed geographically 
inorder to have the entire country rep- 
resented. During the early part of 19465, 
the NACJ will hold a series of local and 
regional meetings to bring credit jewel- 
@s together for the consideration of 
mutual problems. Among the questions 
to be given attention will be excise taxes, 





ai : NACI Directors For Year Announced; 
| Bennett, Warner Named Advisers 


— W., and other wartime con- 
TO 

The newly elected directors are: Meyer 
B. Barr, Associated Barr Stores, Phila- 
delphia ; Irving N. Chayken, Armstrong’s, 
Hammond, Ind.; Sam DeRoy, S. H. 
DeRoy & Co., Pittsburgh; Edward Dock- 
man, St. Paul; Fred B. Dreifus, Dreifus 
Jewelry Co., Memphis; Julius L. Freund, 
St. Louis; Samuel Gerson, Gerson’s, Inc., 
Detroit; H. A. Goldberg, ac Inc., 
Portsmouth, Va.; Seymour Greenberg, 
Royal Diamond & Watch Co., N. Y. C.; 
Gerald C. Heller, Reliable Stores, Inc., 
Baltimore; O. A. Jenkins, Duval Jewelry 
Co., Jacksonville, Fla.; William J. Kap- 
pel, Pittsburgh; Leo D. Kind, Reid, Inc., 
Trenton, N. J.; Jess McEntee, J. M. 
McEntee’ & Sons, Oklahoma City; L. J. 
Milenbach, Milens, Oakland, Calif.; A. 
E. Newmarke Newmark’s, Chicago; 
Clarence Olsen, Olsen & Ebann, Chi- 
cago; B. G. Rudolph, Rudolph Bros., 
Inc., Syracuse, N. Y.; H. Paul caches 
Washington Jewelry Co., Boston; Meyer 
Simon, M. Simon & Co., Philadelphia; 
Max Strasburg, Strasburg’s of Holly- 
wood, Hollywood, Calif.; Leo Weisfield, 
Weisfield & Goldberg, Seattle, Wash.; 
Irving Wolfgang, Cole & Irwin, Inc., 
Detroit; William Zale, Zale Jewelry Co., 
Inc., Wichita Falls, Texas. 





In an impressive ceremony attended 
by approximately 500 company workers 
ad notables of industry and govern- 
ment at the Hotel Astor in New York 
m December 15, the Army-Navy “E” 


md Sons, Inc., of the United States, 
4 Canada and the Netherlands. 


J. K. Smit is the world’s largest dia- 
# mond tool manufacturer and the largest 
industrial diamond trader in the United 
. The presentation of the award 
Was made by Lieut. Col. Harold Lister 
i the U. S. Army Air Force to Dorus 
Van Itallie, president of the firm, which 
lad its origin in Amsterdam. Founded 
ih that city in 1888, it was one of the 
fist firms to enter the industrial dia- 
mond field. 
Lieut. Col. Lister, in his presentation 
‘tddress, emphasized the importance of 
the diamond in war production. “You 
May be interested to know,” he said, 
} ‘that diamond wheels are one of the 
Ptincipal agents used in the forming 
_ id sharpening of tungsten-carbide tools 
‘Meessary for high-gpeed precision pro- 
“duction.” 
















| Deseribing the high degree of pro- 
‘iciency of diamonds in industry, he 
declared, “When the final count is taken, 
Production time saved through the use 
‘of diamond tools will have shortened 
eet of this war in no small mea- 










In accepting the award, Mr. Van 
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tward for..excellence in war production. 
was presented to the firm of J. K. Smit’ 





J. K. Smit & Co. Wins Army-Navy "E"; 
First Diamond Firm to Receive Award 


Itallie took the opportunity to allay 
fears about shortages of industrial dia- 
monds, “I believe I can speak for this 
industry when I affirm that no tool of 
war has ever been late in delivery be- 
cause of a shortage of diamonds or 
inability of American diamond _tool- 
makers to deliver the goods.” 





24 Karat Club of Calif. Sponsors 
Watchmaker School at Van Nuys 


Sixty members of the 24 Karat Club 
of Southern California attended a din- 
ner and entertainment at which Ben 
Shapiro presided. The young club of 
80 members is sponsoring a watchmakers 
school for servicemen at the Birming- 
ham hospital in Van Nuys, it was dis- 
closed. 

For this rehabilitation program, the 
sum of $1,500 from the club treasury 
has been provided for materials and 
equipment with the assurance that more 
money will be forthcoming as needed. 
M. Lippett was designated chairman of 
the Servicemen’s Rehabiliment Commit- 
tee. Me 
Other events at the meeting included 
the purchase of a $5,000. War Bond and 
a resolution urging opposition to the 
California Watchmaker License bill in 
its present form. It was agreed to have 
a winter ball, free picnic for all stores’ 
employes and a stag-every fall. Herman 
Siegel was appointed general chairman 
of the forthcoming ball. 


- 





“Loss Leaders” Bad for All, 
Representatives Agree 
At Fair Trade Conference 


The cut-price retailer was pic- 
tured as a twentieth century bucca- 
neer by John W. Anderson, recently. 
elected president of the American 
Fair Trade Council, at the Confer- 
ence on Fair Trade Practices held at 
the Hotel Roosevelt in New York on 
December 1. Mr. Anderson, entitling 
his address, “Henry Morgan Trades 
His Pirate Ship for a Store,” struck 
out against the unfair practices of 
retailers who use nationally adver- 
tised, trade-marked goods as “bar- 
gain bait.” 

Warning that any relaxation of the 
Fair Trade Laws now in existence. in 
45 states gona result in the agg es Sse 
of the administration’s grade labelling 
ideas, Mr. Anderson pointed out that 
the trade mark is the. manufacturer’s 
“most precious possession.” Brand 
names, he added, are guarantees of 
quality and standards of value for the 
consumer. 

“The manufacturer, with his heavy 
investment in facilities, must build and 
protect good will for his trade mark 
in order to stay in business,” he pointed 
out. “It is through Fair Trade laws 
that the manufacturer is best able- to 
determine independently the quality of 
his product and its comparative value.” 
Predatory cutting of prices, Anderson 
claimed, results in a spiral which ulti- 
mately brings the value of the product 
down in the eyes of the consumer, dam- 
aging both retailer and manufacturer. 
He showed how a 10 per cent reduction 
in price can result in a 50. per. cent 
reduction in the quality of goods and 
how “dimes of unholy profit cost dollars 
to the public.” 

Advantages of fair trading to the 
dealer were discussed by James C. Cum- 
ming of the John A. Cairns Co., ad- 
vertising agency, and Harold Close, 
president of the Ayres & Galloway 
Hardware Co. Inc. of Middletown, 
N. Y. Mr. Cumming, former advertising 
manager of Bloomingdale’s, stated that 
fair trading is the only way to make 
certain that the retailer will make a 
profit on advertised products. Declar- 
ing that “before we know it, ‘business 
will once again become competitive,” 
Mr. Cumming stressed the dependency 
of the large scale advertiser on the re- 
tailer. 

“Fair Trade laws,” Mr. Cumming 
said, “make it possible for the adver- 
tiser to secure universal distribution 
through small stores as well as large” 
by assuring the retailer a profit on the 
advertised product. “The retailer can’t 
be expected to carry his share of the 
load unless he makes money on the 
item,” he stated, adding that if a re- 

(please turn to page 222) 












Mid-Year Conference to Be 
Held in Chicago Feb. 4-6; 
Full Program Planned 


Charles M. Isaac, manager of the 
Retail Distribution Department of 
the United States Chamber of Com- 
merce, will be one of the principal 
speakers at the Central Region Mid- 
Year Conference of the American 
National Retail Jewelers Associa- 
tion, to be held in Chicago on Feb- 
ruary 4, 6, and 8. Mr. Isaac, speak- 
ing at the second session on Sunday, 
February 4, will show the relation- 
ship. between. “The United States 
Chamber of Commerce and Retail 
Distribution.” 


Conference sessions will be held in the 
Louis XVI room of the Hotel Sherman. 
Harold Alberts of I. Alberts Sons, Bos- 
ton, will discuss “The Wholesaler’s Place 
in the Chain of Distribution” at the Feb- 
ruary 5 session, and Henry W. Rank of 
Rank and Motteram, Milwaukee, will 
address the opening session on “Co- 
operative Advertising.” “Credit Selling 
in the Post-War Era” will be Charles J. 
Michaels’ topic, at the opening session. 

President Clifford Josephson will pre- 
side at the first day’s session, Vice- 
President Maurice Adelsheim at the sec- 
ond, and Past President Charles J. Mi- 
chaels at the Tuesday session. The 
Tuesday session will be devoted almost 
entirely to an open forum on current 
problems—O.P.A. publicity problems, as- 
——- membership, publicity ques- 
tions. 


INFORMAL MERCHANDISE SHOW 


No formal merchandise show will be 
held in connection with the’ conference, 
but, says ANRJA, because of requests 
made by both manufacturers and re- 
tailers, provision is being made for 
space at the Sherman in which manu- 
facturers may, if they wish, exhibit their 
goods. A participation fee of $25 for 
each exhibitor is being charged. Manu- 
facturers planning to be represented are 
asked to write Secretary Charles T. 
Evans at once for accommodations since 
the number of rooms is limited. 


OTHER SPEAKERS 


Other speakers at the three-day session 
include G. H. Niemeyer, chairman of the 
Jewelers Vigilance Committee; Roland 
Gsell, president of the American Watch 
Assemblers Association, speaking on 
“The Swiss Watch Situation” and W. 
Waters Schwab, president of the Jewelry 
Craft Association. 

General arrangements for the confer- 
ence are under the direction of ANRJA 
Headquarters in New York, but the IIli- 
nois Retail Jewelers Association, as hosts 
to the group, have organized committees 
on reception, registration and dinner 


whose chairmen are as follows M. C.- 


O'Dell, chairman of the dinner commit- 
tee; Harry X. W. Yaseen, chairman, re- 
ception committee; Henry T. Mortensen, 
chairman, registration committee. 
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LAMBERT TROPHY GOES TO ARMY 








































Universally acclaimed the college championship eleven of 1944, the U. S. Military Academy 
football team has been awarded the August V. Lambert Memorial Trophy, presented each 


year by Victor and Henry Lambert of Lambert Bros., Inc., in memory of their father. . Presen- 
tation of the trophy, symbol of Eastern college gridiron supremacy, took place at a luncheon 
in the Cafe Lounge at the Waldorf-Astoria on December 12. Above, Lt. Col. Andy Gustaf, 


_ son, backfield coach of the West Point team, accept the trophy from Victor A. Lambert, 


Also in the photograph, left to right, are James A. Farley, Henry H. Lambert, Daniel Paul 
Higgins, president of the Catholic Youth Organization and chairman of the Lambert Trophy 
committee, and former Mayor "Jimmy" Walker. 





"Freeze Order" to Keep Civilian Production at Current 
Levels; Will Allow No Changes in "L" and "M" Orders 


A new WPB internal policy order 
freezes civilian production at current 
levels except in cases where it can be 
clearly demonstrated that such a level is 
now below essential requirements. Ac- 
cording to authoritative sources, the new 
program will govern WPB’s’ handling of 
civilian production until a major change 
occurs in the war effort—presumably 
V-E Day. 

Drastic cuts into copper, silver and 
other metal production will result from 
the new order. Even civilian items al- 
ready approved under the “spot” au- 
thorization plan which require the use of 
steel and copper will be sharply cut 
from present levels. No copper at all 
will be allotted.for reconversion projects 
during the first three months of 1945. 


No changes in “L” or “M” orders will 
be approved which would result in any 
increase of production over the levels au- 
thoried during the fourth quarter of 
1944. This means that the present lim- 
itations on copper and silver have almost 
no chance of being lifted. Under the new 
setup, any increase in civilian produc- 
tion for the time being will be channeled 
through the Spot Authorization Plan 
which is already sharply restricted even 
in loose labor areas, (See page .....) 

The new order comes as a result of 
the critical manpower situation and it is 
predicted that it foreshadows a change 
of emphasis from reconversion work to 
reconversion planning. Says the Journal 
of Commerce, “It is now-generally recog- 
nized that the intensive publicity in con- 
nection with the WPB V-E Day plans 








had much to do with creating the ak 
chology among war workers and 
public which forced the present crack 
down on civilian production.” 





Fountain Pens in War Jobs— 
28°, Less Available to Retailers; 
Production Up 50% Over ‘43 


More fountain pens are doing war | 
jobs this year, according to a report 
from the WPB’s Consumers Durable © 
Goods Division. Census Bureau figures | 


show that only 58 per cent: of the total 
production of pens during the first half 
of 1944 went into commercial channels, 


while during a comparable period in| 
1943, as much as 86 per cent went to. 


such users. 

By ‘commercial,’ the 
means outlets normally selling to in- 
dustrial plants and commercial consum- 
ers. All. others are direct purchases 


from the manufacturers by military and ° 


export agencies. 

The trend of fountain pen production 
has been steadily increasing since Janu 
ary, 1943, with the January-June, 194, 
output increased by 50 per cent over 


the production of the first six months | 


of 1943. Average quarterly production 
for the first two quarters of 1944, how- 
exer, was only 52 per cent of the quat 
terly average of the pre-war year 194) 
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, ‘Concerted Drive On 
To Preserve Ceilings 
1) On Swiss Watches 


"} The OPA continued to crack down 
is on Swiss watch firms alleged to have 
4} violated ceiling prices. In Chicago, 
1 the seventeenth suit in less than 
"} two months was filed against whole- 
[galers, seeking to enforce ceiling 
e & 








campaign to keep Swiss watch 

ioe in line was started in Chicago 
y in October when four injunctions 
a filed. On Nov. 26, 12 more cases 
' were instituted. The OPA seeks treble 
for sales above regular maxi- 
rices. The actions would’-also 
‘force the defendants to make available 
to the OPA pricing records and to apply 
for a determination of maximum ceiling 
prices under the import price regula- 












tions. 

_ Meanwhile, in Los Angeles, Jack Glass, 
doing business as the Western Watch 
Go., 220 W. 5th St., has offered to settle 
OPA treble action claims against him 
in the amount of $10,825.15. During the 
past year he had engaged in an exten- 
sive Swiss watch jobbing business, in- 
volving alleged large scale overcharges. 

Portland, Ore., also had its share of 
OPA suits. There the local office first 
issued license warnings to 18 jewelers 
who had allegedly violated Swiss watch 
ceilings, following a notice by the Oregon 
‘State Jewelers Association. Finally, a 
triple damage suit was filed against one 
firm, the Bernard Jewelry Shop of 401 
South Alder St. Other stores were 
warned that similar suits will be filed 
in the near future unless the rules are 
complied with. 

Defendants in the Chicago suits in- 
dude Morry and Ruth Medal, Medal 
Watch Co. 55 E. Washington Blvd., 
Albert Kamin, Marlene Sales Co., 105 
W. Clark; Miller Erene, Erene Jewelry 

( please turn to page 229) 
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a | For the Memo Pad 
ble | January © 
rv /§ {m. 18—Banquet, 24-Karat Club of New 
salf | York, Waldorf-Astoria, N. Y. C. 
ma} 15-19—Gift Show, Hotel Adelphia, 
‘. | _ Philadelphia. 
‘} 4%. 29-Feb. 8—Chicago Gift Show of 

'} | Eastern Manufacturers and Im- 


| porters Exhibit, Palmer House, Chi- 
ent | cago. 


in-) Bet February 

Reb. Fam Jewelers Club—57th An- 
_}.. nual Banquet, Copley Plaza, Boston. 
and %. 46—Central Region Mid-Year 
| Conference of ANRJA, Hotel Sher- 





jon} man, Chicago. 

nu- eb. 26-March 2—New York Gift Show, 
M4, 4 Hotel Pennsylvania and Hotel New 
ver § Yorker, N. Y. C. 

ths f 

jon f March 


# 
owe | March 19-22—Boston Gift Show, Hotel 
at | Statler, Boston. 
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§) OPA Files Suits Against Firms Throughout U. S. 


BENJAMIN LAZRUS HEADS 'FEDERATION DAY’ 








Benjamin Lazrus, president of the Benrus Watch Co., has been doing an outstanding job this 

year for the Federation of Jewish Philanthropies. He is shown here (left) with Bernard M. 

Baruch (center), adviser of the Office of War Mobilization, and Samuel S. Schneierson, city- 

wide chairman of the annual Federation campaign. The occasion was the “Million Dollar 

Breakfast" at the Hotel Astor on December 12, which launched “Federation Day". Mr. 

Lazrus is also an associate chairman of the 1944-45 appeal, and chairman of the Federa- 
tion's Jewelry Division. 





Fountain Pen Industry Hails MPR-564 
“Will Stop Black Market’’, Say Mirs. 


The fountain pen and mechanical pen- 
cil industry was one of the first groups 
to place its stamp of approval on MPR- 
546, the new fountain pen and pencil 
pricing order. 

The Fountain Pen and Mechanical 
Pencil Manufacturers’ Association, Inc., 
in a letter to OPA Administrator Ches- 
ter Bowles expressing their approval of 
the order said: 

“The order is well directed to pre- 
vent a runaway black market in foun- 
tain pens and mechanical pencils by 
sensible provisions which generally con- 
form to established trade practices and 
which should not cause undue hardship 
to the manufacturers or distributors, 
while the benefit to the consuming pub- 
lic is great, timely and unquestionable. 

“The galloping expansion of an al- 
ready well rooted black market in our 
industry’s products was inevitable with- 
out an effective order fixing maximum 
prices at wholesale and retail levels 
and with compulsory imprinting or tag- 
ging in the public interest. It is a fair 





estimate that the flow Of our industry’s 
products to civilian users during the 
past two years has been less than 20 
per cent of normal, nor do present 
conditions promise any great expansion 
of the civilian supply in the near future. 
The inflationary pressure which Order = 
MPR-564 holds in check will undoubted- 
ly continue for a long time. 

“In approving MPR-564 as a con- 
structive and badly needed regulation, 
our industry wishes to convey to you 
and to the Equipment & Supplies 
Unit, Durable- Goods Branch, its ~ 
preciation for a constructive job. e 
suggest that in the general interest wide 
publicity be given to the considerations 
involved in the issuance of the order 
which are so convincingly stated in it.” 

While production controls have been 
removed from these items OPA con- 
siders price control necessary because 
of the large quantities that are bought 
up by the military services. Amend- 
ments to the order will be issued as 
new models appear. 





ORGANIZE 24-KARAT CLUB 


Organization of the. 24-Karat Club of 
Indiana, composed of retail jewelers, 
was effected at a recent meeting in In- 
dianapolis. Plans for holding a ratifying 
convention in Indianapolis Jan. 24 and 
25 also were arranged. 

Temporary officers named were Ed- 
ward QO. Little of Auburn, chairman; 
Carl I. Rost of Columbus, vice chair- 
man, and A. S. Rowe of Indianapolis, 
secretary-treasurer. 





Committees named by Mr. Little are: 
Advisory, A. S. Rowe, Ralph E. Roes- 
sler of Marion and Fritz Fromm of In- 
dianapolis; constitution and by-laws, Mr. 
Rose, Robert Mohlman of Lafayette and 
William S. Rindt of Richmond; legisla- 
tive, Herman L. Lodde of New Albany, 
Mr. Mohiman and Earl McConnel of 
Oakland City; program, Mr. Roessler, 
Roger Briney of Kokomo and J. P. 
Hagel of Washington. 
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3 We are still . 
82% on Warn Work 


But after the war 
GILBERT will offer 
& Long-Lived Quality 
‘*& Sturdy Dependability 
* Smart Style and 
* All-Around Value 


to justify Gilbert’s continued 
right to the title: 


“Clock, makers to the nation since 1807" 





Tus Wm. L. Greert Ciocx Corp. 
WINsTED, Conn. 





Keep Your Postwar Eye on 


Gisent@ 
alarm | 


Crocks 
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4 Thirty-four months spent in the South 
Pacific didn’t decrease Morris Reis’ en- 
thusiasm for his job at. the Harry 
Greenwold Co., 18 West 7 St., Cincin- 
nati jewelers. He was a visitor at the 
firm on almost every day of his leave 
which ended December 16. With the 
Army Medical Corps, Reis now expects 
to be stationed in this country for the 
present, 


q Also returned from the wars was 
Frank R. Denton of the Richter Jewelry 
Co., Cincinnati, who spent two years in 
the. Navy. He took part in several en- 
gagements in the South Pacific and was 
back at home last month. 


4q Richard R. Arnold of the jewelry de- 
partment of D. C. Percival & Co.., Bos- 
ton, is now in Germany with General 
Hodge’s Ist Army. Another Percival 
employee serving on the European front 
is William Rushton, now in Italy. 

q The Leveridge boys are seeing the 
Coat Don and Leo, sons of Athos D. 
Leveridge, chief of the ‘Diamond Die 
section of the WPB, are now Sergeant 
and Captain respectively, and both have 
seen service overseas. Captain Leo Lev- 
eridge is on surgical and medical duty 
at the 227th Station Hospital in New 
Guinea, and Sgt. Don Leveridge, after 





Capt. Leo Leveridge Sgt. Don Leveridge 


a year and a half in Ireland and Eng- 
land with AMG, is now at Officers Can- 
didate School in Fort Benning, Ga. 
Don, who traveled for the Leveridge 
firm before the war, broadcast talks in 
French over the BBC airwaves during 
the pre-invasion days, sending messages 
of hope to the French resistance groups. 


q There was no job assignment problem 
when Cpl. Herbert Schwarz entered the 
army in January 1943. After repairing 
watches and clocks for the United 
Watchmakers Service, 562 Fifth Ave.., 
for the past three years, he is now doing 
the same work for Uncle Sam with an 
ordnance maintenance unit overseas. His 
present work with the 14th Army Corps 
Service Command in the Southwest Pa- 
cific entails bringing into working con- 
dition eight styles of army watches and 
numerous types of chronometers and 
clocks for military purposes. The hot 
moist climate is none too easy on delicate 
instruments, making his ‘work not only 
more vital, but more difficult than most 
repair jobs. 

Cpl. Schwarz went overseas in Decem- 
bet 1948. At various times he has been 
stationed on New Georgia, Bougainville 
and New Caledonia. He wears the Asi- 
atic-Pacific Ribbon with one battle star. 


At Camp. Base, Fighting Front’ 


4 Pvt. Arthur Grossman, Portland, Ore, 
jeweler, was recently commended by hig” 
superior officers for taking part in the 
rescue of more than 100 men who had | 
been flung into the open sea when aj 
American vessel struck a mine in 4 


South Pacific port. Pvt. Grossman, with” 


ee 


- 
My 
2 


Pvt. Arthur Grossman ; 





j 
several other soldiers, boarded a light- 


tank lighter and traveled approximately 
10 miles through submerged reeds and 
treacherous sea to the scene of the dis- 
aster. Entering the mine field, he hel 
rescue men from the open sea, from life 
rafts and from floating debris. 





Herbert and Raymond Hanser of Coy- 
ington, Ohio, have opened a new music 
and jewelry store at 515% Madison Ave, 
Long in the musical instrument and 
watch and jewelry repair field. 
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JEWELERS and 
THEIR EMPLOYEES 


* 





why do you pay 2/3 more 
for your fire insurance when 
the Jewelers’ Own Company 
makes this great saving for 
you 


we insure stock, buildings, 





ee Cae 


dwellings and household | 
goods 
* 
Write to-day to 


NATIONAL JEWELERS 
MUTUAL FIRE 
INSURANCE COMPANY 


Jewelers Insurance Building 


NEENAH, WISCONSIN 
“savings & protection since 1914” 
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GI Bill of Rights Aids 
} Ex-Soldiers in Learning 
Trades By Apprenticeship 


More than 200,000 veterans are ex- 
ed to participate eventually in the 
i Manpower Commission’s Appren- 
tice-Training Service, according to a 
report by chairman Paul V. McNutt. A 
feature of the “G.I. Bill of Rights,” the 
service provides for payment of sup- 
Jementary monthly allowances to de- 
mobilized servicemen during the period 
of apprentice-training. 

To date, approximately 600 veterans 
pave taken advantage of the program, 
put an increasing number are being en- 
rolled and the commission expects that 
at the end of hositilities, when there 
are large-scale cutbacks in industrial 

ts, more and more men will apply. 
Among the applicants will be those who 
did not have a chance to learn a trade 
and those who started training but were 
taken into the armed forces before com- 
pleting it. 

The ATS places stress on the enroll- 
ment of young men under 25 but all 
veterans, regardless of age, will be given 
opportunity for all-round education. Ac- 
cording to USES officials, there are more 
than 100 skilled occupations in manufac- 
turing and construction industries for 
which men are trained through appren- 
| ticeship. 

The Federal Committee on Appren- 
ticeship has set up standards specifying 
the number of hours on the job and in 
class room attendance, wages paid dur- 
‘ing each step of the training, schedule 
of operations to be learned on the job, 
a method for keeping records of the 
apprentice’s progress, periodic examina- 
tions and adequate job instruction and 
supervision. A subsistence allowance of 
$50 to $75, depending on whether the 
trainee has dependents, will be paid dur- 
ing the apprenticeship. 


free Means Free Unconditionally, 
New FTC Modified Order States 


| “Free” means free and clear with no 
strings attached, according to the latest 
tuling of the Federal Trade Commission. 
4 The Commission now holds that it js 
mlawful to represent goods given upon 
tondition that some other articles be 
purchased as “free” or to use the term 
ree” to describe merchandise which is 
not delivered to the consumer wncon- 
fitionally and without cost. 
In the recent case of Bradley, Boston, 
Ine., it was stated that “modifications of 
‘the orders prohibit the use of the word 
‘free’ unless the articles referred to is 
in fact a gift or gratuity and is de- 
livered to the recipient without cost and 
Meonditionally.” “Free,” “included free,” 
“included free of charge” or any similar 
rm must henceforth be used only when 
Me merchandise Is actually given away. 


» All previous decisions on the ques- 


of the use of this term are “no. 


whger controlling and should be disre- 
ed,” FTC officials stated. 


Doyle O. Bowers, formerly associated 

mith Anger’s Jewelry and Gift Shop of 

"Rockford, Ill., as watch and clock re- 
rman, has gone into business for him- 

; His shop is located on the fifth 

Moor of the “Talcott building in down- 
n Rockford. , 
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We 
are 
enterino 
ours5th 
2 year of serving 
Uti mini ha iat@ iti k 
throughout America and 
are very 
conscious of our 
obligations 
to each one of them 
these obligations have 
been forcefully 
brought to 
our attention 
thru the pressure 
made upon our plant 
facilities to 
contribute our full 
share toward victory. 
Webster company holds an 
enviable spot in the firmament 
of merchandising America 
thru more than a half century 
of supplying sterling crealions 
that stay sold, 
and bring satisfied customers bach. 
Webster company has a proud 
heritage to uphold , and an abundance 
of dood will to maintain. We shall use 
these precious ingredients not as an 
ancher to stay our progress, but rather 
asa direction finder to guide our further 
prooress into a happier tomorrow, when we 
shall be 
helping 
you 
best 
te serve 
your customer better. 
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PICTURE _ 
of a 
BEST-SELLER! | 


; . Before the war, this -Bowman 
oF Smokeless Table Broiler was a “best- 
seller” with housewives the country over. 


And that’s a point worth remember- 
ing when you can again stock the-M-B 
line (soon, we hope). For, to thousands 
of ‘post-war prospects, Manning-Bow- 
man means best. 


And you can bet that, after these war 
years of “patching up” and “making do,” 
when the time comes for these people to 
buy again they’re going to buy the best! 


We only wish we could supply you now. 
But frankly, we’re up to our ears in war 
work. All we say now is—there are profit- 
able days ahead for you...days that will 
reward you for waiting because the best 
is worth waiting for and... 


Mianning 


Bowman 


Mleans Bes l 


MERIDEN, CONNECTICUT 


BUY MORE BONDS—AND MORE/ 








GOLD 
and 

SILVER 
PLATING 


Silverware Repaired 
Equal to NEW 


Removing of Engravings 
Ww. HERTEL & Co, INC, 





(Before) 
(After ) 
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ACT OF 1855 )-+AND YET, 
THOUSANDS. OF MARR: 

WOMEN, UNAWARE Pa! THE 


LAW, 
ARE NOT LEGAL !! 











= «TS. APPEARANCE DURING 
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Vie ANCIENTS BELIEVED THAT; (1) THE AGATE 
WAS A PROTECTION AGAINST SPIDER BITES.AND 
THUNDERSTORMS --- (2) GR 
BRING RAIN AND ---(3) HE WHO WORE LAPIS . 


LAZULI WOULD BE FREE FROM ATTACKS 
BY SERPENTS #1 





EEN JASPER COULD 
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ONE DOLLAR Will 
BE PAID FO 


Ser ues cesses 


UNUSUAL FACT USE 


IN THIS COLUMN. 




























Fair Trade... 
(From page 217) 


tailer can’t make his fair margin of 
profit on a given: item, “he not only 
won’t push it, he will actively try to 
kill its sale and substitute another prod- 
uct on which he can make a profit.” 

Mr. Close, former president of the 
New York State Retail Hardware Asso- 
ciation, recounted a price: war on fruit 
jars which had cut the retail price from 
95 cents a dozen to 39, a point at 
which the selling price was half the 
cost to the seller. He went on to ex- 
plain that fruit jars are only' one of 
many such items. “More than 50 types 
of retail store compete with the hard- 
ware merchant. If they each take one 
loss-leader, we have 50 cut-price items 
to meet!” 

Declaring that “there is no rhyme 
or reason to such a condition,” he showed 
that cut-throat competition can happen 
on any item that’ is not under Fair 
Trade. “That is why resale price main- 
tenance creates confidence in selling, 


Cleveland, and C. R. Sheaffer, 





and why retailers feature fair traded 
items in their windows, in their adver? J 
tising, and give them the best space § 
in ‘the store.” 

Other speakers at the conference wert 
Roger Kenna, vice-president and gen 
eral sales manager of the Marlin Fire 
arms Co., John W. Scott, secretary of 7 
the Bissell Carpet Sweeper Company, 7 
and I. W. Digges, general counsel ® 
the organization. 

In the election of officers, Johm 
Wyckoff Mettler, president of the It 
terwoven Stocking Company, New 
Brunswick, was renamed vice-president J 
of the Council, and B. S. Peirson, sale) 
manager of the consumer division of the 
Corning Glass Works, Corning, N. Yo 
was renamed secretary-treasurer. Allang 
P. Amos was reappointed executive vice J 
president, and Mr. Digges was reap-@ 
pointed general counsel. In addition to] 
Mr. Peirson, the following directors con- 
tinue to serve: T. J. McDowell, general § 
counsel of The Sherwin-Williams Coo§ 
resident; 
.» Fort 
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of the W.. A. Sheaffer Pen 
Madison, Iowa. 
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q Rothschild Quits Post 
' As ANRJA Counsel; 
Baily Replaces Him 


Louis Rothschild, for.a number of 
ears Washington Counsel for the 
‘American Retail Jewelers Association, 
and a familiar figure at the National 
® Conventions, has resigned, effective De- 
® cember 31, to accept the Executive 
Directorship of the National Association 
of Clothiers and Furnishers, whose offi- 
ces will be located in Washington. He 
will continue his general practice of 





sas ene a 


W. 
ot Mr. Rothchild’s successor, ANRJA 
has selected G. Irving Baily, secretary 
’ of the Central Council of National Re- 
tail. Associations, who takes over the 
| duties of Washington representative of 
‘ANRJA,.on January 1. Because of his 
' connection with the American Retail 
Feder and the Central Council, 
Mr. ‘is in a position to render un- 
"usual service to the retail jeweler, 
| ANRJA officials believe. 
_. Also announced by ANRJA Secretary 
/ Charles T. Evans is the appointment, 
effective Dec. 15th, of George K. Dahl 
® as Public Relations Counsel. Mr. Dahl 
has handled ANRJA publicity at re- 
' eent conventions of the association with 
considerable success. Felix H. Levy con- 
® tinues as General Covnsel to the Asso- 
ciation. 








Canada Lifts Ban on Jewelry; 
Price Controls to Remain 


_. @ Canada has authorized production of 
' previously banned lines of jewelry but 
} it is not expected that the output of 
the restored. articles will be started this 
year since most plants will be working 
on standard lines, according to the 
_U. S. Department of Commerce. 
__ Production controls were first imposed 
in June, 1942, and later extended to a 
a cont considered drastic. The controls 
} have been gradually relaxed as war pro- 
duction progressed and now have been 
\ ae completely. 
4) Price controls are being retained and 
felling prices are to be fixed for any 
Ines placed on the market. 
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| Chattanooga Jewelers Celebrate 
} Seventy-Five Years in Business 


* . The Fischer Fe sm of Chattanooga, 
4 »» reached t 


wert e  seventy-five-year 
gens @ mark in Novembér. Founded in 1869 
‘ire | by William F. Fischer, the firm claims 
y of | % be one of the oldest in the South. 

any, | According to T. H. McClure, presi- 


} dent and head of the firm today, “Wil- 

liam Fischer began business in what was 
John ¥ | then the office of a livery stable, with 
7 * watch repair work bench and a small 

jtock of jewelry. The story is that, 
ot having money enough to buy a safe, 
Mr. Fischer took the stock home at night 
i a basket and put it under his bed 
-f | for safe keeping.” 

|) The firm has grown and expanded in 
| the intervening years and now occupies 
|) the entire building on the original site 
7 %8 West Eighth Street. Mr. McClure 
‘attributes the Fischer Company’s 
longevity to the firm’s policy—“the han- 
dling of fine goods, concentrating on dia- 
|) Monds, watches, jewelry and silverware, 
sold with unceasing and unchanging 
courtesy to the public.” 
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Specify Air Express 


ILLIONS of dollars are lost annually by the ordi- 
nary slow-downs of business and industry due to 
the constantly recurring need for tools and materials 
and waiting for delivery! 

AIR EXPRESS can close many of those gaps between 
planning and performance, save many of those dollars! 

As you put new production plans into operation, you 
will find AIR EXPRESS at your service with expanded 
facilities for helping you cut the high cost of idle 
machines, idle labor, idle goods. 









With additional planes now available for all important types of traffic, 3-mile-a- 
minute Air Express directly serves hundreds of U.S. cities and scores of foreign 
countries. Thousands of shippers are saving substantial sums through Air Express, 
employing its economy and efficiency in an ever-increasing number of ways. 


WRITE TODAY for ‘‘Quizzical Quiz”—a booklet packed with facts that will 
help you solve many a shipping problem. Dept. PR-13, Railway Express Agency, 
230 Park Avenue, New York 17, N. Y., or ask for it at any local office. 


Phone RAILWAY EXPRESS AGENCY, AIR EXPRESS DIVISION 
Representing the AIRLINES of the United States 
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Mail Orders Promptly 


Special Attention to ; 
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| DRILLING 


| MAX STERN « oo. 


New York 














Retail Big Post-War Field 
But Soldiers Want to Own, 


Not Sell, Surveys Reveal 


The. distributive and service fields 
rather than production are expected to 
provide mech of the additional employ- 
ment required during the post-war peri- 
od, with retailing ranking high on the 
list of occupations preferred by return- 
ing servicemen, according to Dr. John 
W. Wingate, professor of Merchandis- 
ing at the New York University school 
of retailing. 

Speaking at a recent meeting of the 
American Marketing Association, Dr. 
Wingate pointed out that surveys show 
three out of ten soldiers want to go into 
business ‘for themselves. Educational 
institutions are planning to cooperate 
with business men in helping train re- 
turned servicemen in the principles and 
practices of retailing. N. Y. U., he said, 
plans a new type of cooperative venture 
with retail stores in this type of train- 
ing. It is felt that’ the veteran who 
wishes to own a store of his own will 
find it more helpful to learn the busi- 
ness in a smaller store than in the larger 
department stores, as former arrange- 
ments provided. 

Another survey, reported by F. Lloyd 
Wassell, manufacturer of production 
control systems, reveals that in spite of 
the theoretical interest in retailing on 
the part of our soldiers, less than 5% 
have any desire to go into selling as 
such. Furthermore, he stated, 65% of 
former salesman in the service have no 
intention of returning to that profes- 
sion. 


Roessler Named Vice-Chairman 
of Indiana Flood Control Commission 


Ralph Roessler, Marion, Ind., jeweler 
who is well known in jewelry circles 
through his many years of prominence 
in trade association work, has taken on 
an important assignment’in the field of 
public affairs. 

Mr. Roessler, who has been president 
of the Indiana Retail Jewelers Associa- 
tion, Regional Vice-President of ANJRA 
(1927-28), and President of NACJ (1939- 
1942) is now devoting considerable time 
to civic and public interests. For some 
time he has been President of the 
Wabash River Association and now has 
been appointed by Governor Henry F, 
Schricker of Indiana to be vice-chairman 
of the newly formed Indiana Flood Con- 
trol Commission, a body whose duties 


' are indicated by its name. 


The first meeting of the organization 
was held in Indianapolis on November 
8, on which occasion the accompanying 
photograph was taken. Mr. Roessler 
appears at the left of the picture. 





Preliminary plans for establishment 
of a Horology School of Indianapolis 
for licensed watchmakers are being con- 
sidered by officers of the Watchmakers’ 
Association of Indiana, according to L. 
R. Doublas of Indianapolis, managing 
director of the association. Instructors 
would be selected from the ranks of the 
association and would conduct classes 
for students and apprentice watchmak- 
ers. Since Pearl Harbor the state has 
lost 110 watchmakers. 


-Armored Bibles No Protection; oi 
Can't Stop Bullets, Says F.T.C, 


An order to stop misrepresenting g 
metal-plated religious book as affordin 
physical protection to members of the 





armed forces has been issued againg} 


a Pittsburgh company by the Feder 
Trade Commission. 
The steel-covered books were adyen 
tised as “Shields of Faith,” the “Heay 
Shield Bible” and “Armored Faith? 
Newspaper advertising told of th 
alleged saving of a soldier’s life th 
the deflection of a bullet by the metg 
religious book sent him by a friend, ang 
stated that the Heart Shield Bible “fit, 
the pocket over the heart.” 
The cover, asserted the F.T.C., jp 


stead of being a protection, created ay} 


additional hazard since a bullet, 


through the cover, would become dis. | 
torted and upon entering the body would | 


cause a much more serious and painfy 
wound than if the metal cover had not 


been present. The company was ordered} 


to cease and desist from represen 
that the cover could act as protection 
against bullets. 





—$— 


After two years in the Army Air}; 
of: Tacoma, } 
Wash., is back in civilian life, running} 
a watch repairing and jewelry shop at} 


Corps, G. B. Richards 
















808 Jones 


credit. He was a flight instructor at 
Sequoia field in Calif. 














Earrings in various patterns in 14 KT 
Green and Gold 
St. Christopher Key—14 Kt in three 
sizes; also Bill Clips, Charms and 
Links to match 
Love Knot Ring—14 Kt Red and Green 
Gold Combination in four sizes; Ear- 
rings, Cuff Links and Studs to mateb 
Our comprehensive line of 
Gold, Platinum and Enam- 
ee eh ahd | naan 
5 anity, rette an 
oasen” are O“Gietinetive and 
have sales appeal. 


CLIFFORD A. MILLER & CO., Ine. 
Meonufacturers | 
64 West 48th Street 
New York 
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Building. Honorably dis} 
charged from the army, Richards has} 
more than 1,200 flying hours to his} 









Sree a> Se Bewewv wut 


& Mrs 





= 


, 
ot a. ah ae het e Ch ok mh “ee ee fee - ee 


lm Bom. mR Oo of @ 


— — 
_ = 


= So 


a 


mz so-so 








4 


Feo - 





of 4 Herman Sachs Company has a new ad- 

gainst. dress—21 Maiden Lane. 

ederaj}] q The Golden Jewelers of 406 East 
149th St. Bronx, and Perth Amboy, 

adver. § oN. J., have added another store, located 


in Plainfield, N. J. 

q Hugo Lehrfeld, head of the firm of 

Kastenhuber & Lehrfeld, 21 West 46th 

Street, has returned home after spend- 

ing two months in a local hospital. 

q Sid Melnick, formerly of Royal Dia- 

mond & Watch Co., Port Richmond, 

Staten Island, has opened a modern gift 

mop at New Dorp, §, I. 

4 Members of the Associate Jewelers 
_ pledged $534,000 in War Bonds at their 
' November meeting, according to an an- 
- nouncement by David Shapiro, president 


ieker dhldeke 












vainfyl | and chairman of bond sales. 

ad not} q The partnership of A-K-S Manufac- 
rderej} turing Jewelers, 7 West 45 St., is dis- 
entingg solved as of January 1. Leslie Saks and 
tection§@ «Milton Adler will continue in business 


at the same address under the name of 
Adler & Saks. 

-q Murray Siegel, eastern representative 
of the Jay Kel Jewelry Co., 307 Fifth 


y Air} Ave. is drinking in the beauties of 
acoma,} Miami these days. On his first vaca- 
unning} tion in two years, he is spending three 
nop ath* weeks at the Blackstone Hotel. 

y dis} 4 The War Bond goal of the Jewelers 
is has} Square Club is a modest $7,750,000 — 
to his} which is ne more than they raised in 
tor at} the Fifth War Loan! Officers for the 


coming year are: Ben Rosenthal of Ro- 
senthal & Kaplan, president; Milton W. 
Stern, Stern & Stern, vice-president; 
Arthur Bergman, Mercury Ring Corp., 
secretary-treasurer. 

q Bernard Tucker, who started as a 
handyman for Lambert Bros., Inc., Lex- 
ington & 60th St., 58 years ago and is 
_now their oldest employee, was guest 
of honor at a cocktail party in the com- 
| panv offices early in December. The 








Gamler Buys Two Buildings 


_ Purchase of two adjoining three-story 
buildings at 520 and 522 Main St., Buf- 
| falo, N. Y., has been announced by Harry 
Gamler, president of Harry Gamler, 
Inc. operator of a jewelry store at the 
southwest corner of Main and Genesee 
_ Streets. 


_ “Tentative post-war expansion and 
-modernization of the jewelry store’s 
present facilities, plus the purchase 
® price, call for an expenditure of about 
$500,000,” Mr. Gamler said. “Under the 
present expansion program we will be 
| able to more than double our present 
_ Store space as the result of the acqui- 
| sition of the building at 520 Main St. 

We plan to consolidate the ground floors 
aad} of the two structures into a single unit.” 


Story of the purchase appeared on the 
front page of the Buffalo Evening News 
early in December and Mr. Gamler made 
t use of the publicity in an ingenious way. 
He had the page reproduced by photo- 
4 offset and used in his mailings. 


A new gift and jewelry shop was 
} opened by J. E. Gallagher in Sullivan, 
Indiana, . Located at 25 North Court 
Street, the shop will feature jewelry 
} and gifts. 
— 
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wore: 


occasion was Mr. Tucker’s 75th birthday. 
Now service manager of the firm, Mr. 
Tucker was presented with a War Bond. 


“q Irving Sacks, Inc., 264 Fifth Ave. 


announces the appointmeti#of Ralph C. 
Kahn as sales manager ofthe pearl de- 
partment, Mr. Kahm who has‘ been in 
the jewelry trade fort the past 21 years, 
will start very shortly on a trip West, 
during which he will open branch of- 
fices in Chicago, San Francisco, Los 
Angeles and New Orleans. 

q $100,000 was the*truly astronomic fig- 
ure reached by the members of the New 
York Jewelers Benevolent Association 
in their one-meeting War Bond drive. 
About 100 members. attended the meet- 
ing on November 21 at which the only 
business transacted was the sale of 
bonds. Arthur Bergman, president, an- 
nounces that elections will be held on 
the third Tuesday in January. 

q Louis J. Blitz announces his resigna- 
tion as manager of the firm of Kittay 
& Blitz after a long association. He 
will conduct his own stone business 
under the trade name of Lorowa Im- 
porting Company, at 64 West 48th St., 
handling diamonds, pearls, precious, 
semi-precious and imitation stones. 

4 Lee Schulman, formerly with National 
Silver Company, has been appointed ad- 
vertising manager of Finlay Straus 
Jewelers, succeeding James Feeney, who 
held the post for 25 years. Mr. Schul- 
man had previously been advertising 
manager of the National Accessories 
Stores of Utica and account executive of 
a New York advertising agency. 





Dr. Dean Kraus Honored at 
Gem Society Meeting in N. Y. 


The New York chapter of the Amer- 
ican Gem Society held its last meeting 
of 1944 in November, and the occasion 
was. made especially noteworthy by the 
presence as guest of honor of Dr. Dean 
Kraus of the University of Michigan, 
foremost authority on crystal structure 
in the country. 

Dr. Alfred C. Hawkins gave a lec- 
ture and demonstration on the relation 
of the cleavage directions in diamonds 
to the crystal faces in cases where the 
crystals are not octahedrons. George 
and Leo Kaplan then spoke on dia~ 
monds generally, followed by a demon- 
stration of the actual cleavage of rough 
diamonds by Lazare Kaplan. Mr. Kap- 
lan took a particularly hard piece of 
rough, twinned material weighing about 
eight karats and finished it before the 
eyes of his audience. E 

Officers for 1945 of the New York 
chapter, elected at the meeting, are: 
F. B. Hawley of Bridgeport, Conn., 
president; Harry J. Pippitt, Port Jer- 
vis, N. Y., vice president; Miss Emma 
Jaeger of M. Jaeger & Sons, Queens 
Village, L. I., secretary; and J. J. 
Klecka, sales manager of J. L. Wood, 
treasurer. Harry Gerber of Bramley 
& Co., White Plains, retiring president, 
presided at the meeting. 





Friends of W. Warren Mather of the 
Mather Jewelry Store 573 Lincoln Ave., 
Bellevue, Pa., will be pleased to learn 
that he has fully recovered after a month 
in Mercy Hospital from an operation. 
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STAMPING 


CHMENT, ETC 
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FINE 


rings and bracelets. 
1 West 47th St. 





ART-CRAFT JEWELRY C0. 


GOLD JEWELRY 


using better opals, zircons, 
moonstones; amethysts and 
topaz set in earrings, pins, 


New York 19 











COLLECTION 
LETTERS 


Credit Jewelers: 


5 


370 











in Sterling Silver, with 





JOSEPH A. RICH 
198 ronment 





exceptionally Fine Gold Finish. 
Showroom: 366—Sth Ave., New York 


Rich Costums JEwELry 
Executed in beautiful designs 


Jeweler 
New York, N. Y. 











Costume 


PEARLS 


Neo 


Jewelry 


EARRINGS 


Berry 
385 Fifth Ave C « MU 
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WATCHES 


STRAHL 


5-5519 


5:30 P. M 








JEWELERS’ OCTOBER SALES ARE SHOWN 





@ NO DATA 
@ INSUFFICIENT DATA 


Retail jewelers’ October sales showed 
a uniform but small increase over last 
year. The Current Statistical Service, 
with reports from 625 firms throughout 
the country, shows that the greatest 
‘increase came in the East South Central 
area. 

Georgia jewelers’ sales boomed sky- 
ward with an increase of 29 per cent over 
October, 1948, and a 49 per cent increase 
over September, 1944, the preceding 
month. The Mountain Region, too, 
showed a substantial increase—10 per 
cent, with New Mexico leading with 24 
per cent. 






Less encouraging were the reports 
from the West South Central area where 
an 11 per cent ‘drop in Texas sales pulled 
the index down 4 per cent. Both the Pa- 
cific and East North Central areas show 
1 per cent drops, while 1 per cent gains 
are apparent in the New England and 
East North Central regions. 

The larger Middle Western and Far 
Western cities were not holding their 
own against "43 sales. Los Angeles, Port- 
land, San Francisco, Seattle and Chi- 
eago all showed surprisingly large de- 
creases. 





Providence Jewelers Involved 
In Stolen Goods Case 


Three Providence jewelry men have 
been fined after pleading nolo contendere 
to charges of receiving stolen jewelry. 
Arthur Abrich and Samuel J. Summer- 
field, who do business as Art-Sam Co., 
were each fined $200 and costs. They 
admitted buying jewelry from a clothing 
salesman. The prosecuting attorney said 
they tried to sell the jewelry in New 
York but failed because manufacturers 
there were suspicious. It was recovered 
at the local plant. Fines were recom- 
mended because neither man ever had 
been in trouble before and they had been 
co-operative with police. Frank Rossi, 
operator of Park Lane Jewelry and En- 
graving of Providence was fined $33 and 
costs after pleading nolo. contendere to 
receiving $3811 worth of jewelry. In his 
case, also, fines were recommended be- 
cause of no previous record. 


Meanwhile a Providence court granted 
a petition brought by the Ross Jewelry 
Co. to recover jewelry, valued at $7500, 
held. by Providence police as evidence in 
a case involving jewelry thefts. The 
company testified that the jewelry, which 
included spray pins, earrings and articles 
set with precious stones, would depreci- 
ate 75 per cent if held by the police until 
after Christmas. The testimony was sup- 
ported by a New York jewelry manufac- 
turer who said that the merchandise was 
seasonable. The State contended that 
present day silver shortages make the 
Ross Co. property without seasonable 
value. 


Jewelry thefts in Providence continued 
during the past month. Burglars carted 


away eight cartons of sterling silver coil | 


valued at about $4000 from the Sherman 
Mfg. Co. while the Rejoice Manufactur- 
ing Co. reported that thieves took from 
the plant 450 ounces of sterling silver 
findings valued at $500; 5000 glass rosary 
beads valued at $60 and 2000 pearl pearl 
beads valued at $60 and 2000 pearl ros- 
ary beads worth $80. 





Dave Kay Heads Another Drive 

Dave Kay, 93 Nassau St., New York, 
is probably one of the most tireless and 
indefatigable workers in the jewelry in- 
dustry whenever a patriotic drive comes 
along. He has been a spear-head in 
every War Bond, War Fund and Red 
Cross campaign and invariably sets a 
pace that keeps his fellow workers pant- 
ing to match his record. 

Now he has taken on still another 
assignment, having accepted the chair- 
manship of the Jewelry Division of the 
Campaign Committee of the Visiting 
Nurse Service of New York—the organ- 
ization whose slogan is “No Call Goes 
Unanswered.” ; 

We don’t know what Dave’s quota is, 
but we'll bet that he beats it. Neither 
do we know where he finds the time or 
energy to tackle all these extra jobs, 
but he does it, and never fails to produce 
results. 














PIERCED EARRINGS 


14 K. GOLD 
POPULAR PRICES 
Immediate Deliwery 


Sylvania ewe bny bal 


580 Sth Ave. New York 19, N. Y. 
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Swiss Watch Rules 


(From page 215) 


markup on the amount of the increase 


If you increase your price like this, 
your pricing records must show your 
former ceiling price and how and when 
it was fixed, your supplier’s former 
tice to you, your supplier's current 
ceiling price, and your new ceiling price. 


MUST FILE APPLICATION 


If you do not have a properly estab- 
lished ceiling price for the same watch 
gnder the GMPR or the MIPR, or if 

cannot prove that you properly 
established a ceiling price, and if OPA 
. has not fixed a dollars-and-cents ceiling 
price for that particular watch, you 
must file an application for a price. 
File the application for approval of a 
roposed ceiling price with your OPA 
istrict Office. 

Include in your application the fol- 
lowing information: 

a. A description of the watch, includ- 
ing brand name, supplier’s style name or 
number (if any), the number of jewels, 
the size, the material and type of case, 
the kind and quality of attachment, and 
any other price-influencing features. 


supplier. 

c. Your cost. 

d. Your proposed ceiling price, with 
a statement as to whether or not it in- 
cludes the federal excise tax. 

e. A statement as to your closest com- 
petitor’s ceiling price for a_ similar 
watch; or . 

A description of a comparable watch, 
its cost and the price at which you sold 
it during March, 1942; or 

A statement as to the markup cus- 
_tomarily taken during March, 1942, on 
similar imported watches by retailers of 


' the same class as yourself, in your 
| bocality. : 


_ MUST BE APPROVED BEFORE SALE 


You may not sell a watch for which 


) you propose a ceiling price until that 
| price has been approved by OPA. If 20 
' days have passed since you mailed your 


application, and you have not received 
a notice to the contrary, you may assume 
that your prices have been approved. 
Any ceiling price established by this 
tegulation whether for importers, as- 


iF: semblers, wholesalers or retailers, is sub- 
‘} ject to adjustment by OPA, if it seems 


the price is out of line with the 


general level of ceiling prices. 


In short, for the most part, the 


_ method of determining ceiling prices re- 
_ mains unchanged, and from now on ap- 
' Plications must be filed with OPA only 
» in the case of watches for which it is 
|} Xt possible to arrive at a ceiling by 
' me of the formulas provided. In most 
» tases, all that is necessary is to figure 
_ the price on the basis of the rules set 
forth, and keep the records showing how 


price was arrived at. 









IMPORT ANT—KEEP RECORDS 


Keeping complete records is of pri- 
mary importance, however. Above all, 
keep complete base period and current 


| Price records. Your current pricing 
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b. The name and address of your 





record must show for each watch: 

(a) The brand or the importer’s name 
and his style number, or a description 
of the watch; 

(b). The ceiling price, and whether or 
not it includes excise taxes; 

(c) How you determined your ceiling 
price. 

If you wish, you may use your pur- 


chase invoices as your current priciny | 


record, provided you make the necessary 
entries on each invoice as to your cei- 


ing prices and how you determined them. | 


Keep all invoices sent to you by your 
suppliers. 


Selling at your proper ceiling pric’ | 
is not enough — you must have complet« | 


records to prove that it is your ceiling 
price, or you may find yourself in 
trouble with OPA. 


In addition to the foregoing, the rules | 
governing ceiling prices for importers | 
are also fully set forth in the new reg- | 
Everyone who deals in Swiss | 
watches, whether importer, assembler. | 
wholesaler or retailer should obtain and | 
study caefully the complete text, which | 


ulation. 


is too long to present here in its entirety. 
Simply drop a line to the Office of Price 
Administration, Washington, D. C., and 


ask for a copy of RMPR No. 499 (Docu- | 


ment 42113). 





Relax Regulations on 
"Victory Model" clocks; 


Production Down 7% 


Rigid rules laid down in 1943 for the 
production of “victory model” alarm 
clocks have been relaxed by the WPB, 


according to a directive from the Con- | 


sumers Durable Goods Division. 

The clocks will no longer be made by 
specified manufacturers and the controls 
defining type and specifications of clocks 
and materials to. be used will be con- 
siderably lessened. Since early in 1943 
when the  brandless, untrademarked 
“victory models” were put into produc- 
tion on a limited basis, they were pro- 
rated among all pre-war manufacturers 
who, in turn, distributed them through 
their wholesale and retail channels. 

Although the industry is still heavily 
engaged in war production, this pooling 
plan and the concentration of produc- 
tion have been abandoned as of October 
31, 1944. Further data supplied by the 
WPB reveals that more than two-thirds 
of the clocks produced went into “com- 
mercial” channels, while 31 per cent 
went directly from manufacturer to 
military and export agencies. 

181,380 clocks, both spring wound and 
electric, were shipped in the second 
quarter of 1943. Since then shipments 
have increased each quarter until 1,411,- 
905 clocks were shipped in the second 
quarter of 1944. The third quarter of 
1944, however, saw a 7 per cent decline. 
Average shipments for the two 1944 
quarters were at about 54 per cent of 
the quarterly average for the five pre- 
war years, 1936-1941: 





Ralph Farnsworth of Buffalo, N. Y.. 
has established a jewelry store at 133 
Mahoning St., Punxsutawney, Pa. 





Earl G. Rhodes has opened a new 
jewelry store in Elwood, Ind. Mr. 
Rhodes, a watchmdker for the past 
24 years, was formerly connected with 
the Gladys Slauter jewelry store in El- 
wood. 








BLACK ONYX 


) ALL SIZES 
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SYNTHETIC 
RUBIES 


ROUND & SQUARE 
a : 
MAX SCHUSTER | 


10 WEST 47th STREET 
NEW YORK 


BUY MORE WAR BONDS 
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ETERNA WATCH COMPANY 
OF AMERICA, INC. 


MAKERS OF FINE WATCHES 
SINCE 1856 


580 FIFTH AVENUE, NEW YORK 
Telephone BRyant 9-8660-8689 














JOBBERS ONLY 


VELVET DISPLAY PADS 


ROUND - SQUARE - OVAL - OBLONG 
WRITE FOR QUANTITY PRICES 


CELOID MFG. CO. INC. 
693 BROADWAY NEW YORK 12, N. Y. 
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in widths 
from 2 m.m. 
to 7 m.m. 
in Pink and 
Yellow Gold. 
10K. 14K. 


NIASH 


REFINING CO., INC. 
116 Nassau St., N.Y.C. 




















“CHAMPION” RING GUARDS 


@ WELL: CONSTRUCTED—FITS RIGHT 
@ EASY TO INSERT and ADJUST 

@ WILL. NOT SLIP OFF: 

@ SIZES TO FIT ALL RINGS 


Made in 10 Kt. Gold 
Assorted Sizes 
$3.50 per Dz. Up | 


Your Orders Will Be 
Attended to Promptly 


CHAMPION JEWELRY CO. 
37 Malden Lane @ New York-7, N. Y. 























Spring Bars 
Male and Female - 


American Set Jewels 
Elgin—Hamilton—Waltham 
Illinois 
Sold wholesale only — write for 
prices and further information. 


CROWN IMPORTING CO. 


116 Nassau St. New York 7, N. Y. 











REPAIRING of JEWELRY 
IN ALL ITS BRANCHES 
Also 
' SPECIAL ORDER WORK 

ESTABLISHED 1910 


M. J. STERN 
61 Beekman St. New York City 
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“Fine Enaliah” 
SILVER POLISH 


Tested and approved by 
leading silver houses. 
Write for free sample 
WONDER CHEMICAL CO. 
848 Third Brookiya, N. Y. 


Ave. 
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Jewelry Men Aid Drive for Funds 
By Fed. of Jewish Philanthropies 


Members of the newly organized 
Jewelry Executives Committee of the 
Federation of Jewish Philanthropies 
have completed plans for their 1944-45 
effort on behalf of the current Fed- 
eration campaign, it has been announced 
by Albert Bookbinder of the Benrus 
Watch Co., chairman of the committee. 

Composed of salesmen, buyers, credit 
men, and others with responsible posi- 
tions below the proprietor level, the com- 
mittee is a major section of the newly 
organized Executives Division established 
by the Federation this year in an effort 
to organize executives on behalf of the 
driye. 


Oscar Lazrus, also of Benrus, is tak- 
ing a leading advisory and guiding role 
in the work of the new group. In 
expressing gratification upon the for- 
mation of the Executives Committee, he 
declared: “Our belief is that key men 
ought to take a more active part in the 
work of our welfare organizations. The 
same qualities which have gained them 
responsible positions in our industry can 
be a real source of strength to Federa- 
tion and mark them as future community 
leaders.” 


Other members of the Jewelry Execu- 
tives Committee include Sam Braun, 
Arrow Mfg. Co.; E. Deneroff, I. D. 
Watch Case Co.; Harry Gessner, Na- 
tional Silver Co.; Sid Kane, Jacques 
Kreisler Mfg. Co.; Dave Kay; Harold 
A. Laine, Zale Jewelry Co.; Charles 
Spitzer, Speidel Corp.; Allan V. Tornek, 
Wyler Watch Co.; Joseph Veiss, Ollen- 
dorf Watch Co.; Martin Weiss, Louis 
Gratz Sons, Inc. and A. Whitman, Ben- 
rus Watch Co. 





What's New... 


If you’ve moved your store to a new 
location, opened a branch store, re- 
modeled and installed new fixtures, 
celebrated your golden anniversary in 
the jewelry business—or joined the 
Army—we’d like to hear about it. 

Jeweters’ Ciecuiar - Keystone wants 
news from you and about you—it’s your 
magazine! So if you have some news 
about yourself and your business, send 
it td: Jewerers’ Cmcuiar-Keysrone, 100 
E. 42nd St., New York 17, N. Y. 





GIFT BAR SHOW | YEAR OLD 


The first anniversary of Rudolph 
Brothers’ Servicemen’s Gift Bar pro- 
gram on Station WTRY, Troy, N. Y., 
was celebrated with a broadcast on 
which members of four branches of the 
armed services appeared. Among those 
interviewed by Bob Mowers was Aerog- 
rapher’s Mate Frank Wengtang, now at 
Rensselaer Polytechnic Institute in 
Troy. Wengtang is a veteran of action 
in the Pacific and Atlantic, of the North 
African invasion and of service in other 
overseas areas. The Gift Bar, on which 
a gift, valued at $5.00 is awarded to a 
serviceman or woman whose name is 
drawn from a box, is broadcast five 
nights a week. A similar show is spon- 
sored by the firm over Station WSYR, 
Syracuse. 








Jeweler is Gevernor 
Of Washington; Mon C. 


Walligren Elected 


Sweeping into office with the 
crats, Mon C, Wallgren, owner of Wall | 
gren’s Jewelry Store in Everett, Wash, 
and one time head of the retail jewelry” 
body of his state, will be the new gov. 
ernor of Washington. After his success- 


. ful campaign, Mr. Wallgren, for 


years a United State Senator, at last 
wins something he has looked forward 
to for years—a return to his home state, 

Sen. Wallgren served in Congress on 
the Mines and Mining Committee, where 
his knowledge of minerals, metals ang 


precious stones was one of the commit. 


tee’s assets. He recently led a campaign 


MONC. 
WALLGREN 
New governor _ 


for greater development of Washington's 
minerals, particularly the light metals, 
magnesium and aluminum, believed to 
be present in rich deposits in the Ever- 
green State. 


The new governor came to Everett in 
1901 where he entered the jewelry busi- 
ness after graduation from the Washing- 
ton State School of Optometry. After 
serving in the Coast Artillery Corps dur- 
ing the last war, he re-entered the trade 
and was active in his jewelry store for 
a quarter of a century before seriously, 
entering politics. He was president of 
the Washington State Jewelers Associa- 
tion in 1921 and 1922. 





Wholesale Activity Down in October 
—Sales, Inventory 5 Per Cent Lower; 
Contrary to General Upward Trend 


Sales of jewelry wholesalers were 
slightly lower for October, 1944, than 
for October, 1943, according to statis- 
tics released by the Department of Com- 


merce. With 42 firms reporting, sales ] 


show a 5 per cent decrease. There was 
a 8 per cent drop in sales in comparison 
with the first ten months of 1943, and 
inventory stocks were down seven per 
cent from the October ’43 level. 


In the matter of collections, the per 
centages (obtained by dividin 


identical group of firms) have risen three 
per cent over October, 1943. Compared 
with September, the previous month, 
sales were up nine per cent and inven- 
tories down two per cent, while the col- 
lection percentage was 80 as compared 
with 82 in October. 
The drop in sales.and inventories in 
the jewelry line is not in line with the 
eneral trend of other wholesale ‘rades 
ring in the report, since they show. 
a three per cent increase in sales and & 
seven per cent increase in inventories. 
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Marie Varallo, Phila. Jeweler, 
Named to State Legislature 


Mrs. Marie Varallo of the M&A 
Jewelers, 1418 Point Breeze Avenue, 
Philadelphia, has added to her laurels 
“ jeweler, musician and community lead- 

y winning a seat in the Pennsylvania 
State Legislature. 

Secretary and treasurer of the M&A 
Jewelers, Inc., of which her husband, 
Alfred Varallo is president, Mrs. Varallo 
has found time to be an active leader in 
Democratic Party circles for the past 18 


MRS. MARIE 


VARALLO 
New legislator 


years. She organized and now heads the 
Young Women’s Italian-American Demo- 
cratic Club of Philadelphia and is a 
member of the Democratic Executive 
Committee of the 36th Ward. She will 


represent the fifth legislative district. 


Mrs. Varallo, a graduate of the Tem- 
ple University school of commerce, is 
also an accomplished musician. She is 
organist and choir director of St. Dona- 
te’s Catholic Church and is the composer 
of a hymn to Mother Cabrini which had 
Its premiere at the Cathedral of St. 
Peter and Paul four years ago. 





_ Start Prospecting for Diamonds, 
: Other Gems in Kaokofeld, S. A. 


The Kaokofeld Exploration, Ltd., a 
new company with capital of £30,000, 
has been formed to prospect for dia- 
monds and other minerals in the Kaoko- 
feld area in South-West Africa. The 
Kaokofeld lies between the existing dia- 
mond fields in the territory and the 


7 South African State diggings in Nam- 


aqualand. A former German possession, 
the region is expected to yield well be- 


‘cause of its situation. 


Diamonds are also found to the north, 


_in Angola, just south of the equator. As 


they thus seem to occur all along 


“the coast, geologists believe they have 
-a common origin. 


This further leads 
experts to expect to find gems in the 


; Kaokofeld. The prospecting will be done 
& trained technical staff and not by 


usual individual prospectors with 

e training or capital. The firm be- 
lieves that other valuable gems will be 
found in the region, including topaz, 
beryl, rose-quartz and tourmaline, since 

e are found in other parts of South- 
West Africa. 





J. Lewis Lopez has opened a jewelry 
store at 2122 BE. St. in Galveston, Tex. 


‘FoR JANUARY, 1945 


‘representative; 





q Two former Sansom Street business 
men have returned to the Street after 
receiving honorable discharges from the 
Army. They are Ernest Gordon, who 


is once again working with his father, © 


Harry Gordon, diamond and jewelry 
dealer of 726 Sansom St.; and Jerry 
Atlas, who is back at David Atlas & Co., 
721 Sansom St. 

q The annual sales meeting and confer- 
ence of the Iskin Manufacturing Co., 
Seventh & Washington Square, Phila- 
delphia, was held on December 4 to 6. 
The schedule of events included a ban- 
quet held on the evening of December 5 
and a business meeting at which post- 
war plans were discussed. Among those 
present were H. Iskin, Bruce Gordon, 
R. B. Simons, auditor; A. Kraemer, 
engineer; H. Rasinsky, production man- 
ager; Jack Scalise, factory superinten- 
dent; M. Harris, middle Atlantic states 
representative; C. S. Bruder, New York 
Joseph Gram, Pacific 
coast representative, and R. acshmmst as- 
sistant engineer. 





Contract for the construction of a 
new building to house Little Rock, Ark.’s 
newest industry, a branch factory of 
the United Time Corporation, has been 
awarded to the G. W. May Construction 
Co. on its bid of $54,475. The. plant, 
which officials expect to be completed 
before February, will employ about 500 
workers, mainly women, and will turn 
out assembly parts for about 5,000 clocks 
per day. 


The Manchester Silver Company, sil- 
versmiths, Los Angeles, have leased new 
offices in the Subway Terminal Building, 
417 South Hill Street, in the same city. 





Lyons Heads L. A. “Horos” 


A. G. Lyons is the new chairman of 
the Los Angeles Guild of the rr 
Association of California, having 
elected at the November meeting. Also 
elected were Noel Fletcher, vice-chair- 
man, and Bob Schorsch, secretary-trea- 
surer. The following were named to the 
Board of Directors: R. P. Gallien, Louis 
Hayman, J. H. Upton and Lester Kickul. 

In a report made upon his return from 
a trip East, John J. Nooyen stated that 
the deans of schools of horology through- 
out the country are strongly in favor of 
legislation for watchmakers in all states 
“to check the increase of incompetent 
workmen in our profession.” 





OPA Files Suits .. . 
(From page 219) 


Co., Frank Herman, Sidney Goldin; Paul 
Rosenberg; Alex Feinstein, Feinstein 
Bros.; Nathan Pevener; G. A. Soden & 
Co., all of 5 South Wabash; H. L. Zim- 
merman, American Diamond Syndicate, 
87 S. Wabash; Harry Kaplan, 5 S. 
Wabash; S E. 'Seltzer, U.. 8S. Diamond 
Syndicate, 5 South Wabash; Al Panitch, 
Modern Watch Co., 5 S. Wabash. 


IBELMAR CR 
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Watches & Jewelry 


 Louts SickLEs ¢ 
1015 Chestnut St. Philadelphia 
22 West 48th St New York 





| WATCHMAKER’S & JEWELER’S 








JOS. B. BECHTEL & CO., INC. 
729 Sansom Street 
PHILADELPHIA, PA. 


WHOLESALE JEWELERS 


SUPPLIES 


We have served the trade 
since November I, 1894 











YARD F. BROGAN 


Manulecturer of Distinctive Diamond 
Mountings and Wedding Rings 


805 Sansom Streer Philadelphia 








Philadelphia College of Horology 


SCHOOL FOR WATCHMAKERS, 
JEWELERS AND ENGRAVERS 


Broad and Somerset Streets 
PHILADELPHIA, PA, 
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BOWMAN 
Technical School 


Courses for Success fer 
Watchmakers 
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For Immediate delivery! 
THE NEW W 44 DESK SET 
A Masterpiece in Hand Carved Maple 
50% trade discount—order today! 


STATIONERS SPECIALTY CO. 
19 West 21st St., New York 10, N. Y. 
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VICTORY... 
. 1945 


They look so 
well together! 





Did you ever see a more 
thrill-inspiring com- 
bination of words? 
Victory - - - - 1945. 


Our efforts can do a lot 
toward teaming them 
up. Let’s make this-year 
a date that will never be 
forgotten. 









BALTIMORE, MD. 























Have You 


Read Our 
“BOOK-OF-THE-MONTH” ? 


SEE PAGE 201 


U.S. JEWELRY CO. 


WHOLESALERS 


BALTIMORE-1.MD. 
EASTON WATCH IMPORTERS 





21 WEST 
BALTIMORE ST. 
BALTIMORE, MD. 


“AN INSTITUTION 
of DEPENDABILITY” 


ESTABLISHED 1885 


















ALBERT S. SMYTH CO. 


WHOLESALE 
DILAMONDS ~- WATCHES 
© JEWELRY @ 

S HOPKINS PLACE, BALTIMORE, MD. 
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q Marion, South Carolina, has a new 
jewelry store. W. L. Guy, Jr., is its 
owner and it is known as Guy’s. 

4.R. C. Wheatley, who has been with the 
OPA as chief in charge of jewelry and 
watch ceilings in Baltimore, has joined 
the Maytag Company’s Philadelphia 
branch. 

q Ben Hurwitz has opened a retail store 
on Main St., in Westminster, Md., and 
is doing business under the name of the 
Colonial Jewelry Company. The place 
is replete with new fixtures and furnish- 
ings of very attractive design. 
q The Leeds Jewelry Company which 
operates stores in several Alabama cities, 
has opened another branch at 2319 Sixth 
St., Tuscaloosa, Ala. The store, formerly 
part of the Alabama Credit Corp., will 
remain under the management of Mrs. 
Kanna Dudley. 

q A new jewelry store has been opened 
in Dublin, Georgia, by Fuller, Meaders 
and York. It opened Monday, Novem- 
bet 27, and will feature a well-selected 
stock of diamonds, fine jewelry, costume 
jewelry, watches, china, silverware, crys- 
tal, rings, bill folds, etc. 

q Ward N. Hauger, official watch and 
clock inspector of the Baltimore and 
Ohio Railroad and the Western Mary- 
land Railway, was on a buying trip to 
Baltimore from his home in Cumberland. 
While there, he saw his son at Camp 
Meade, just before the latter sailed for 
overseas duty. 


4 J. Carroll Monmonier, a young re- . 


tailer who invaded the Baltimore finan- 
cial district some time ago by establish- 
ing a store at 1 East Redwood Street 
and who later bought out another loca- 
tion on Edmondson Ave., has opened 
still another branch at 708 Frederick 
Ave. in the southwestern suburbs. 


q A new watch repair shop was opened 
in Newnan, Georgia, Novémber 24 by 
Edward (Bo) Lazenby. The new watch 
repair shop is located in Hayes Clothing 
Store on Greenville street in Newnan. 
Mr. Lazenby announced that his new 
watch repair shop and jewelry store will 
perform expert repairs on _ watches, 
clocks and jewelry. 


4 Edward J. Doris, well-known young 
Augusta, Georgia, business man and 
member of the Doris Jewelry firm, was 
elected president of the Augusta Junior 
Chamber of Commerce at its recent an- 
nual, meeting. The son of Mr. and Mrs. 
T. P. Doris, of Augusta, he is a brother 
of the Very Rev. Sebastian Doris, O.S.B., 
and Frater Andrew Doris, O.S.B., of 
Belmont Abbey. 

4 When the North Georgia Methodist 
Conference met in Atlanta November 
23 the conference was told of the pur- 
chase of a $7,000 residence.at Newnan, 
Georgia, by H. S. Banta, owner of Ban- 
ta’s Jewelry Store at Newnan. Mr. 
Banta presented the building as a home 
for superannuated ministers. The Rev. 
J. T. Robins, retiring at the conference 
session, will be the first occupant of the 
home. 

q@ Roberts Credit Jewelers, of which 
Jack P. Roberts is the president, and 
whose main store is at 402 North How- 
ard Street, Baltimore, held its annual 
meeting and banquet in the Emerson 











Hotel recently. Mr. Roberts presided 
and there was a general discussion 
members of the staff of 52 persons, The 
domestic situation in the jewelry trade, © 
and the issue of increased service to cus. 
tomers were the main topics dilated 
upon, The outlook; it appeared from 
the opinions advanced, was viewed 4s 
“very encouraging.” 
q Sgt. Lee A. Marple has two lives—, 
civilian and a military one. He’s been 
conducting, via long distance, a retajj 
store in Cumberland, Md., and maki 

a name for himself as a crackerj 
watch repairman at the Miami Beach — 
air base. He’s in charge of the work 
of keeping the watches and clocks of a 
big area in the Pacific in order. It js 
estimated that in the course of his work 
he has repaired 5,000 watches and 13500 
alarm clocks. General MacArthur, 
among other high officers, has been one 
of his ‘satisfied patrons.’ 

q A. profit-sharing plan has been put 
into effect by Jay Engel & Co., Ine, 
wholesale jewelers located at Hopkins | 
Place and Baltimore St., Baltimore. 
Jay Engel, president of the firm, an- 
nounced adoption of the plan at a dinner 
for employees given at the Emerson 
Hotel recently. The plan provides for 
the payment of bonuses and includes an 
insurance arrangement, applicable to all 
persons in the employ of the company 
for at least two years. As the time of 
employment lengthens the amount of the 
bonuses and the sum payable in insur- 
ance increases at a fixed ratio. 


Mail Order Company Stages 
"Half Million Dollar” Gem Sale 


“Half Million Dollar Sale” was the way 
Montgomery Ward of Baltimore head- 
lined its diamond ad late in November, 
Representing a new kind of competition 
for Maryland jewelers, the mail order 
house offers $3,000 solitaires as casually 
as it offers blue jeans and fertilizer. 

The ad, containing a picture of an 8 
carat diamond, attracted less attention, 
a JC-K reporter learned, than might 
have been expected, possibly because al- 
though they had not advertised before, 
Montgomery Ward had been known for 
some time to be selling gems. One Balti- 
more jeweler summed up the attitude of 
his fellows when he declared that “the 
department stores with jewelry depart- 
ments didn’t put us out of business and 
the mail order houses won’t, either!” 

Appearing on November 28 and not — 
repeated thereafter, the advertisement | 
mentioned prices ranging from $19.95 to 
$200,000 for a 365 carat sapphire. 





The Lane Jewelry Company of Mak | 
den, Mo., has opened a new store in” 
Dexter, Missouri, with Paul W. Ander ~ 
son as local manager. Mr. Anderson, © 
son of Paul Y. Anderson, late Washing- ; 
ton correspondent of the St. Louis Post 9 
Dispatch, is a veteran of World War @ 
II, having served in the South Pacific” 
for 18 months. He participated in the 7 
Guadalcanal, Tulagi and New Caledonit” 
campaigns. ; 6 
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Wisconsin Horologists Aid in Training Vets; 
Five Ex-Soldiers Begin Studies Under New Plan 


Wisconsin veterans of World War II ) 


are now trainin ng for civilian jobs as 
watchmakers under a program set up 
early last year by the Wisconsin Watch- 
makers Board in cooperation with the 
State Veterans’ Administration. 

The program, under which five former 
servicemen are already studying, pro- 
vides for complete training and place- 
ment ey — for qualifying appli- 
cants. eterans’ 
and the Wetchnakere Board through 
interviews and scientific aptitude tests, 
determine whether or not the men are 
suited for this type of work. Once ac- 
cepted, the veterans go through a two- 
month probationary period at the Mil- 
waukee Vocational School. 

The watchmaking department at the 
Milwaukee school is under the super- 


Administration . 





vision of E. C. Schattschneider and 
Warren TeRonde and is one of the ac- 
credited schools listed with the United 
Horological Association of America. 
During the entire period of preliminary 
training, the student is periodically 
tested to make certain that he is good 
watchmaker material. After a time, the 
Watchmakers Board places him as an 
apprentice and supervises his work, con- 
tinuing the training part time. 

Trainees receive $80 a month, all 
tuition costs and allowance for watch- 
making tools. According to the Ameri- 
can Horologist, the success of this pro- 
gram is assured “by the experience of 
the Watchmaker’s Board in supervising 
training and the experience of the Voca- 
tional School and the Veteran’s Adminis- 
tration in rehabilitation.” 





Competition from Importers, 
Government, Add to Troubles 
Of South African Jewelers 


South African jewelers are faced with 
a variety of problems, according to 
latest reports from Cape Town. Short- 
ages of goods, government interference 
and competition, and suspension of per- 
mits to import watches are a few of 
the problems besetting the trade. 

At the first National Conference of 
South African Jewelers held in Johan- 
nesburg recently, the leading topic of 
discussion was the encroachment of the 
State on private enterprise in the form 
of the production of a wide range of 
items by the South African mint which, 
according to a spokesman, “could better 
be made by the manufacturing jeweler.” 
Also discussed was the question of im- 
portation of watch spare parts. 

With restrictions on watch importa- 
tion, the jewelers are faced with further 
problems caused by wholesalers who are 
allegedly buying up shipments of 
American clocks and watches and sell- 
ing either directly to the public or 
through non-jewelry channels. In answer 
to the independent jewelers complaints, 
the wholesalers say that not all the 
claims have “foundation in fact.” 

South African jewelers have one worry 
in common with their opposite numbers 
in the U. S.—no watches and clocks. 
Says one report, “The authorities seem 
to ignore the need for watches among 
war-workers and appear to believe the 
stock position is much better than it is. 
Some of the difficulty is due to the 
persistent illusion that the jewelry trade 
deals wholly with luxury lines, ignoring 
the fact that alarm clocks and good, 
accurate watches are absolutely essen- 
tial in wartime.” 

More encouraging is the news of new 
products being developed within the 
country because of the impossibility to 
obtain imports. Manufacturing jewelers 


have placed a line of new products on 


the local market, most of which, one 
observer says, have met with excellent 
Tesponse. Religious articles such as 
rosaries, crucifixes and statuary, pre- 
viously imported from Palestine, are now 
being made in Johannesburg. 
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Regulation W No Longer 
Needed—Credit Expert 


Regulation “W” has outlived its use- 
fulness, according to T. D. Hammond, 
vice president of the Central National 
Bank of. Cleveland. Mr. Hammond, 
speaking at a recent meeting of the New 
York State Bankers’ Association’s Con- 
sumer Credit Clinic, declared that the 
regulation is “creating hardships among 
many classes of people.” 

“Its original purposes were to keep 
the cost of living from spiraling upwards, 
to discourage new debts and to encour- 
age saving and the sale of War Bonds,” 
he stated. Acknowledging its influence in 
accomplishing some of these aims, Mr. 
Hammond said that Regulation “W” has 
not proved basic because: 

1. The supply of consumer merchandise 
dwindled early in the war. 

2, The rationing of merchandise greatly 
curtailed consumer lending. 

8. The discontinuance of consumer 
goods products itself has been a tremen- 
dous factor in reducing debt. 

Abolition of the regulation, he asserted, 
“would be a service to the entire econ- 
omy.” 


LEE OPA WATCH CONSULTANT: 

Michael Lee of the Nastrix Watch Co., 
New York, has been appointed a con- 
sultant on watches to OPA’s Durable 
Goods Price branch in Washington. 
Since OPA’s New York office has no 
watch specialist, its price officials will 
refer to Mr. Lee for information con- 
cerning watch wholesalers in the New 
York area and their maximum prices. 
Mr. Lee has assisted in the administra- 
tion of price-control with respect to 
imported watches since 1942 as an un- 
official consultant. 


Now celebrating his 50th anniversary 
in the jewelry business is J. B. Avery 
of Amherst O., who set up his watch- 
repairing business on a bench in the 
local post office in 1894. His shop, carry- 
ing an extensive line of jewelry and 
gifts, is now located at 215 Church 
Street. . 
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WATCH CASE SALESMAN 


Attractive position open for 
man with actual watch case 
experience who has abilities 
for eventual promotion to 
Sales Manager. Middle 
West. Our own men know 
of this advertisement and all 


confidential. Send full in- 
formation and. snapshot. 
Address | 


Box “C., 400,” care 
JEWELERS’ CIRCULAR KEVeNGine 
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New Fourth Edition 
WITH THE WATCHMAKER AT THE BENCH 
by Donald DeCarle 


and 
aircraft instrument making and repairing 
Price: $3.00 
Pestage Prepaid 
THE JEWELERS’ CIRCULAR-KEYSTONE 
106 &. 42nd St., New Vork, N. Y. 
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NICKEL SILVER 
PHOSPHOR BRONZE 
THE SEYMOUR MFG. CO. 
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GEMOLOGY—DIAMONDS 


The only complete course in gemology, 
the science of all gem stones. 


GEMOLOGICAL INSTITUTE OF AMERICA. lac. 
Dept. J-t, 541 &. Alexandria, Los Angeles 5, Calif 
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4q J. L. Desjardin of Manchester, N. H., 
has opened a new store in that city. 
q Frederick T. Widmer is now recuper- 
ating at home after an illness which 
necessitated hospitalization. ; 


q The Speidel Company of Providence 


held the official opening of their new 
showroom on Saturday, Dec. 16. 


4q Celia Augusta, after an illness, is now © 


back on the job at Woodbury MacLeod, 
Haverhill, Mass. 

q A Stowell & Company has enlarged 
its jewelry department by the addition 
of a show-case devoted entirely to ear 
rings, 

4q Friends of Charles Nystedt are glad 
to see him back in the silver department 
at Bigelow Kennard Company, Boston, 
after an absence due to illness. 

q Celia Leavitt of Shreve, Crump & 
Low Company has. resigned after, 30 
years of service as a clerical worker in 
the store. She has gone to Florida for 
the winter. . 

4 After a serious illness of many weeks, 
Ben Goldinger of J. & S. S. DeYoung, 
Boston, is now back on the job, coming 
in for part-time each day until he feels 
equal to taking on in full-time capacity 
again. 

q Boston jewelers attending the funeral 
of Bernard Boas in Providence on Sun- 
day, Dec. 3, included Arthur Wright, 
Michael Mahar, Bernie Smith, Ed Kirby, 
John McNamara, Richard Philbrick, and 
Stewart McKenzie. 

4q Sturgis Rice of Whiting Davis Co., 
Plainville, Mass., has just been released 
from the hospital after an accident 
which occurred while he was on a hunt- 
ing trip. He was badly burned when 
scalding water was spilled on his leg. 

q Among out-of-town buyers seen in 
Boston last month were: W. A. McKen- 
ney of Athol; H. A. LaRochelle, Roch- 
ester, N. H.; W. H. Sawyer of Keene, 
N. H.; William Robichaud of Leomins- 
ter, Mass., and Donald Trask of Ludlow, 
Vt. 


William E. Fritz Jewelry Store in 

uincy, Mass., lost a tray of diamonds 
said to be valued at $5,000 when two 
men seized it from a clerk on November 
28 and fled. One of the men was re- 
ported as wearing a Navy uniform. The 
Fritz store is located at 1543 Hancock 
St. 


q Dr. Edward Wigglesworth of the 
Gemological Institute of America in 
Boston has just returned from, a duck 
hunting trip in Virginia. He reports 
that Edward Wigglesworth, Jr., a lieu- 
tenant in the Navy, is now in the Philip- 
pines, and that Thomas Wigglesworth is 
in France. 

q Thomas Long Company will observe 
its 75th anniversary in 1945. As a special 
service to Christmas buyers, Long’s is- 
sued an attractive booklet, entitled, 
“Memorable Christmas Gifts,” and in- 
cluding 15 pages of illustrations sug- 
gesting appropriate gifts which could 
be purchased at the store. 

q Isadore Crafin, proprietor of the 
Magoun Square Jeweler, Somerville, 
Mass., has been drafted and is closing 
his store. He is reserving his present 
store quarters, however, by payment of 
a year’s rental, in advance and is plan- 
ning to return to Magoun Square by 
way of Berlin and Tokyo. 


- dence, on Nov. 26. 





4 Miss Virginia Hinton of Dallas, Texas, 
who recently obtained her English gem- 
ological titles from the Gemological Ag 
sociation of Great Britain, after taki 

her examinations at the Gemologi 

Institute of America in Boston, is now 
associated with the Gemological Instj- 


tute in Los Angeles, She was formerly | 


with Corrigan’s in Dallas. 
q Members of the 
Bowling League who got “the bird” at 
the Turkey Roll-off on November 2) 
were high-scorers. George Mullen of 
Harkins & Murphy Co., Herbert Lloynd 
of E. B. Horn Co., and Jimmie Russel} 
of E. H. Saxton Co. The League split 
up into three teams for the occasion, the 
top man on each winning the Thanks- 
giving prize. Sas, 
ob compensate for the shortage of 
hristmas card books, Bigelow Kennard 
Company compiled two books of its own 
from which customers could make a 
selection and place orders. One was an 
attractive collection of famous artists’ 
prints, and the other was made up of 
cards illustrated with hand-colored cop- 
per plate etchings depicting historic 
Boston scenes. 
4q Archibald Silverman, partner of Silver- 
man Bros., Providence jewelry manufac- 
turers and prominent Jewish layman, was 
honored. for his 25 years of service in 
humanitarian and welfare causes for 
Jewry and the community in general at 
a testimonial dinner attended by 500 per- 
sons at the Narragansett Hotel, Provi- 
Speakers included 
Gov. J. Howard McGrath of Rhode Is- 
land. | 
q Benjamin Brier, president of the Brier 
Manufacturing Co., Providence jewelry 
makers, and Lester F. Morse, vice- 
president and treasurer of the Gorham 
Manufacturing Co., were elected to the 
board of directors of the Providence 
Chamber of Commerce for three year 
terms. Frederick B. Thurber, president 
of Tilden-Thurber, was elected a direc- 
tor of the Retail Trade Board of the 
organization. 
q Reservations for the 57th Annual 
Banquet of the Boston Jewelers Club, 
to be held at the Copley Plaza on Feb- 
ruary 3, are piling up with snow-ball 
speed. Officers of the Club comprise the 
general banquet committee in charge of 
arrangements—John S. Kennard, presi- 
dent; J. Gould Cook, vice-president; 
Carl Lawton, secretary-treasurer; Allen 
Davidson, Ellsworth Read, Sturgis Rice. 
William L. Stone, August Sweetland, 
and L. Blaine Libbey, on the Board of 
Directors. All signs at present point 
to a record attendance. - 
4 Smith Patterson Company completed 
the remodeling of its store display win- 
dows in time to usher in the holiday 
season with attractive cxhibitions of 
merchandise in modernized show window 


settings. Pleasing results of similar re- . 


modeling is apparent throughout the 
store which, previous to June 28 when 
Smith-Patterson Company moved in, 
was occupied by a clothing company. 
Many adjustments were. necessary to 
make the quarters suitable for jewelry 
display, and most of them were made 
after occupation. 

4 The Waltham Watchmaking School, 
which celebrated its first anniversary on 
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Nov. 15, now has 32 students, among 
whom are a number of veterans. In- 
terest in the school is naticn-wide, most 
of its students being from outside the 
state, and inquiry concerning courses 
have been received from a number of 
boys now in the service—some overseas 
sat, —who wish to be placed on the waiting 
ee list for entry on their return after the 
ki war. The course requires 18 months for 
ca completion, and is sponsored by the 
; Massachusetts Department of Education, 
sth. | and the Massachusetts and Rhode Island 
Bae RJA. 
sabond W. Stranger, well known 
roughout the New England trade, 





established his own business on January 
* 1 under the name of Herbert W. 
a Stranger Co. at 387 Washington St., 
ynd Boston. Mr. Stranger for the past 15 
hie . years has been office manager for The 
split Albert Walker Co., Providence, R. I. 
ir Prior to that time he was with Smith 
: Patterson Co., Boston. He will occupy 
the same premises which he maintained 
as the Walker Co. representative, and 
of will carry a stock of watches, clocks, dia- 


lard monds and jewelry. His office manager 
one will be Robert MacLaren, who has been 
. associated with Mr. Stranger for over 
Sa 20 years. 


sts’ @The December meeting of the New 


oat England Guild of the American Gem 
m+ Society was omitted due to the holiday 

season, and the next meeting is sched- 
uled for January 18. At the November 
rem meeting, on the 16th, members heard 
lac. Wilfred Wall, former president of the 
was Boston Mineral Club, speak in mineral 
in | collecting as a hobby. Dr. Wiggles- 
for worth spoke on synthetic spinel and 
at anomalous double refraction. Mr. and 
er Mrs. Richard Pearl of Oklahoma were 
wi guests. Mr. Pearl holds the distinction 
led | of being the second person to: receive 
Is- the title of Certified Gemologist. Miss 
Grace Allen of Trefry & Partridge, 


fer Boston, has enrolled as a new student at 
Iry the Gemological Institute. 

ce- q Bowlers of the Boston League are 
am strutting around with inflated chests 
the these days as the result of a win over 


ce the Waltham Watch Company team on 
ar Tuesday, Dec. 5, at the School Street 


nt Alleys. Boston’s total score added up 
oc to 1525; Waltham’s 1448. Individual 
he scores for the three strings were, for 

Boston: Sam Weare, Thomas Long Co., 
al $10; Cliff Stetson, Smith Patterson Co.. 
b, 819; Harry Solomon, 815; Warren Don- 


b- nelly of D. C. Percival & Co., 277; and 
ill Louis McKenna of C. M. Ward, 100. 





ne For Waltham. Mr. Warner, 269; Mr. 
of Toohey, 274; Mr. Bengstrom, 802; Mr. 
i- Nottebart, 288; and Mr. Marcell, 315. 
t; § Areturn match will be played in Wal- 
n tham. The date has not yet been set. 
e. 

d, 

of 

t Reopens Store After Navy Service 

d § The Cafaro Jewelry Co. one of 


- (— Youngstown’s oldest jewelry firms, has 
y been re-opened at 710 Dollar Bank 
; ‘Building by A. S. Cafaro, son of the 
y ‘firm’s founder. From 1906 to 1942 the 
Pe vie ttore was operated in Youngstown, hav- 
. Ing been founded by Pasquale Cafaro 
‘ amd operated for years in the Brier 
Hill district.. It moved downtown many 
years ago and was at 264 West Fed- 
eral street, when the younger Cafaro 
closed up two years ago to join the 
U.S. Navy. He recently was given a 
medical discharge and has re-opened his 
business. 


~ — eS 
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Adequate Supply of Industrials 
During Ist Half of '45 Predicted 


‘An adequate supply of industrial 
diamonds is assured for essential uses 
during the first half of 1945 through an 
accord reached with the British Ministry 
of Supply, S. W. Hofman, chief of the 
Diamond Section of the Miscellaneous 
Minerals Division of the War Produc- 
tion Board, told members of the Indus- 
trial Diamond Industry Committee at a 
recent meeting. 

Mr. Hofman, just returned from Lon- 
don, said that the supply of industrial 
diamonds available during the first six 
months of 1945 for American use would 
be in amounts comparable to the 1944 
rate. He emphasized the fact that the 
purpose of his recent visit was solely 
to make arrangements for a continuity 
of supply. 

In order to assure a balance of supply 
and demand, industrial diamond users 
were advised to confine their purchases 
where possible to the broad requirements 
for the jobs to be done rather than to 
critical specifications of type, size and 
shape when not essential. On certain 
type of rough industrial diamonds, which 
are not plentiful, Mr. Hofman disclosed, 
the British Ministry of Supply intends 
to try out new separation methods, but 
could not promise definite results. 

A new method of diamond polishing 
was also reported on to the committee. 
The new procedure, still in the experi- 
mental stage saves a _ considerable 
amount of time and enables polishing 
against the grain. 











The Diamond Market 


The figures below are a fair indica- 
tion of current activity in the diamond 
market. They show the number of 
weighings in recent months, as compared 
with the same months of the rrevious 
year, at the Diamond Dealers Club, 36 
'W. 47th St., New York. The club has a 
diamond dealer membership of approxi- 
mately 1000. 

Each weighing represents the final 
step before a sale is completed, and 
there is no weighing unless a sale has 
been agreed upon. Therefore, the num- 
ber of weighings may be considered as 
the number of sales. 
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The L. A. Borsheim Jewelry Company 
has moved to a new location at Sixteenth 
and Harney Streets in downtown Omaha. 
Rudolph C. Beranek, with the firm 12 
years, is manager. Established in 1870, 
the firm, a branch of the Rogers Jewelry 
Company, for the past three years had 
been located at 1402 Farnam Street. 
Morris Rubenstein has joined Bor- 
sheim’s as sales manager. 











We have several open- 
ings in our organization 
for both travelers and in- 


side men. 


We are building toward 
our post-war organization, 
and want only the highest 
grade men available. In 
your reply, please give 
your complete experience 
and background, and in- 
close a late snapshot. 


A. C. BECKEN CO. 
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q E. A. Nicholas, associated with Bos- 
zardt-Possin Co., Milwaukee, from 1912 
to 1931 has rejoined the company as 
jewelry buyer. 

4 Morris J. Holland, of Holland’s Stores, 
6335 S. Halsted St., recently purchased 
the name and good will of Haskell Mfg. 
Co., 29 E. Madison St., wholesalers, and 
will continue the business at that ad- 
dress. 

q The Naples Jewelry Store, owned by 
the late Charles Alberti, located at 1150 
S. Halsted St., has been purchased by 
Tucker & Lowenthal, 5 S. Wabash Ave., 
and will continue the business continuing 
the same operating personnel. 

q Herman Gansberg, H. Gaines Co., 
diamonds and mountings, 29 E. Madison 
St., Chicago, died suddenly in Los An- 
geles on November . 23, while there for 
the purpose of establishing an office in 
that city and arranging for a home there. 
q Wm. A. (Billy) Lamb, representing 
Geo. H. Fuller & Son Co., in Chicago, 
Southern and Pacific Coast territories, 
who made Chicago (Jewelers Club) head- 
quarters for the past several months, left 
late in November for California and 
Coast where he will remain for about 
four months. 

q The National Association of Credit 
Jewelers announces that the association 
will sponsor a jewelry show in connec- 
tion with its annual convention at the 
Stevens Hotel, in Chicago, July 23, 24, 
25 and 26. Other details are not yet 
available but a further announcement 
concerning them is expected shortly. 

q The monthly dinner meeting of the 
Chicago Credit Jewelers Association at 
the Standard Club on December 6 fur- 
nished an intellectual and informative 
treat for the 75 members in attendance. 
The meeting was opened by President 
Valentine Jones who introduced the 
speaker, Harry M. Pritzker, former as- 
sistant States Attorney, 4 Captain in 





-of the elevated trains, the sirens of auto. 





the Infantry in the first World War 
Mr. Pritzker toured the world in ry 
1937 and spent 13 months travelin 
freighters visiting the Philippines, C 
Japan, India, and Pacific islands—little 
known then, but well known now. He 
gave a vivid picture of the peoples, ter. 
rain and climatic conditions. 


Cigarets Bring $1,000; Clock $750 
At Bowery Jewelers Auction; 
$250,000 in War Bonds Sold Dec, 7} 


On one of the oldest streets of New | 
York and in competition with the roar 





mobiles and the skepticism of the denj- 
zens of the district, the Jewelers Square 
Club remembered Pearl Harbor Day by | 
holding a mass bond-rally on the Bowery 
between Canal and Hester Streets which 
lasted the better part of an entire after- 
noon. Organized by a committee of 
Bowery Jewelers, headed by Harry 
Smolin and Dave Kay, with George 
Harris as chief auctioneer and Meyer 
Hertz and Victor Cooper assembling 
the items that brought fabulous sums in 
terms of war bonds, nearly $250,000 
worth of “E” bonds were sold, each ¥ 
buyer receiving as a gift the article 
which came to him as the highest bidder, 

18 cartons of cigarettes fetched $1,000 
each for a total of $18,000; wallets, 
bands, inkstands brought anywhere from 
300 to 1000 in bond purchases; 5 pounds 
of tongue went for $1,500; an alarm 
clock fetched $750. By 5:30 ‘not an item. 
was left. During the rally, a U. S. Coast 
Guard brass band crashed through the 
street noises, with a piccolo player trill- 
ing for his life; Treasury officials and 
war heroes spoke, but the best liked 
speech was one sentence from an en- 
thusiastic jewelry man: “Ladies & Gen- 
tlemen of the Bowery, let us show them 
what the Bowery can do.” 














5 SO. WABASH 


ASK FOR OUR CATALOG 
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Our new line for the holiday rush is now ready for delivery. 
Gold filled lockets, spray pins, solid gold cluster and tiffany 
setting earrings for pierced ears and regular, gold filled and 
sterling silver identification bracelets, solid gold birthstones, 4% 
signet, baby, gents, and ladies rings. Window displays, watch, 13 
ring, and fancy boxes, cases and dials, new and rebuilt. watches. | 


supplies. 





EINSTEIN She: 


WATCH MATERIALS & SUPPLIES, TOOLS & 
OPTICAL GOODS 


We are still filling orders for watch materials and watch 


ASK FOR OUR NEW “FINGERPRINT” CATALOG AND : 
PRICE LIST | 


go ae ene! 
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OBITUARY 


“ .,. that government*of the people, — 


by the people, and for the people shall 
not perish from the earth.” 


Pyvr. Norron Soromon, 28, son of 
Saul L. Solomon, jeweler at 146 North 
Prince St., Lancaster, Pa., was killed 
in action in Germany on November 8. 
Pvt. Solomon, who had been associated 
with his father in business, entered the 
Army in March, 1944, and had been over- 
seas with an Infantry Unit since August. 
Surviving him are his widow, Diana, and 
daughter, Peggy, two and a half, who 
reside in New York. 

@ Ser. Rosert Frrepman, 26, was 
killed in action in France on November 
17 after serving in the armed services 
for three years. He was the son of 
Elmer Present, owner of the Daniel’s 
Jewelry Stores in Tucson and Phoenix, 
Arizona. 

© Pre. Wattace W. Tatum, 26, died 
in action in Italy September 14, the 
Department has informed his wife, Mrs. 
Dorothy Morrison Tatum, Atlanta, Ga. 
Pfc. Tatum had been employed by Myron 
E. Freeman Jewelry Company in At- 
lanta before entering the Army 14 
months ago. 


Cuartes ALzerti, owner of the Naples 
Jewelry Store, 1150 S. Halsted St., 
Chicago, died on November 24 after a 
short illness. 

Wuu1umM Bamp, vice-president of Kost 
& Baird, jewelers, of 650 Newark Ave., 
Jersey City, died on November 6. 

Mrs. L. F. Branc, widow of ‘the late 
L. F. Blane, widely known retail jeweler 
of Henderson, Kentucky, died Tuesday, 
December 12, at her home. She is sur- 
vived by a daughter and one brother. 

Davis Enciesacn, 69, jeweler of 721 
Sansom St., Philadelphia, died suddenly 
at his home during the latter part of 
November. He had been in the busi- 


_ ness for the past 50 years, all of which 


were spent on Sansom St. The business 
will be carried on by his son, Charles. 

Avotr Finziat, father of Mrs. David 
Zickerman, co-owner with her husband 
of the Zickerman Jewelry Store at 90-56 
Sutphin Blvd., Jamaica, L. I., died on 
November 29. 

Joun Gocvus, Middle West representa- 
tive of Wolfsheim & Sachs, Inc., died 
suddenly at his home on November 15. 
He had been with the New York jewelry 


} display and box firm for more than a 


decade. 
Pui Karz, vice president of S. & 


N. Katz, Baltimore, Md., died recently 


following three years’ illness. He was 
, 52. For many years Mr. Katz was a 
leading figure among jewelers and was 


| ™ organizer of the National Associa- 
j 1 tion of Credit Jewelers. 
*®  Georcr Kuincx, 82, first president of 


' the Canadian Jewelers Association, and 


~ first examiner of the Canadian Horolog- 


' 


ical Institute, Toronto, died Dec. 12 at 
| Elmira, Ont., where he formerly con- 
ducted a retail jewelry business. 

. Pumur Koun, 60, wholesale and re- 
tail jeweler of Dayton, Ohio, died after 
+4 long illness on November 14. Presi- 
‘dent of the Phillip Kohn Company, 136 
S. Ludlow St., he was also vice president 


of the Maybrook Company and Kohn’s 
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Incorporated, a retail jewelry establish- 


7 ment. Surviving are his wife, Ida and 
_ two daughters. " 





J. B. Lerner, 85, of 860 N. Parkway, 
Memphis, Tenn., who retired from busi- 
ness activities 15 years ago and who had 
resided in Memphis since 1881, died at 
Baptist Hospital on Nov. 16. He was 
father of Herbert Lerner, manager at 
Perel and Lowenstein’s and Wm. Lerner, 
owner of Lerner’s Jewelry Store, Meri- 
dian, Miss. 

Avcust Mester, 64, Indianapolis jew- 
eler for the past 40 years, died recently 
of a heart attack while visiting a friend. 
His store is located in the Indiana Trust 
building. 

Freperick J. Suicx, 55, jeweler and 
engraver with Murray Jewelry Co., of 
Paris, Tenn., for five years and who 
came here from Holdridge, Neb., died 
of a heart attack on Nov. 23 at Swain 
Clinic after an illness of six weeks. He 
is survived by his widow, Mrs. Elizabeth 
Shick. 


Lucy Scuoensreun, wife of Max 
Schoenbrun, recording secretary of the 
New York Jewelers’ Benevolent Asso- 
ciation, died on December 5 of injuries 
sustained in an automobile accident. 
Mrs. Schoenbrun was well known in the 
jewelry trade and had been one of the 
NYJBA’s most enthusiastic supporters. 


Naruan S. Uximan, long associated 
with Irving Sacks Costume Jewelry firm, 
264 Fifth Ave., died suddenly on Nov. 
21. Mrs. Irving Sacks, his sister, sur- 
vives. 

Frank J. Vicror, retired Seattle 
jeweler, and a resident of the city sinee 
1899, died in a hospital after an illness 
of several years. Mr. Victor, 81, was 
born in Port Washington, Wis. He was 
associated for some years with A. B. 
Graham in the jewelry business and 
founded the Frank J. Victor Company, 
jewelers in 1919. He is survived by 
his widow and two sons. 


Witt1m Lee Wits, who was en- 
gaged in the jewelry business in Crewe, 
Va., for the past 44 years, died Decem- 
ber 2 at his home. He was also presi- 
dent of the Crewe Ice and Supply Com- 
pany. He is survived by his widow, Mrs. 
Ruth Herring Willis; three sons, Calvin 
Stuart Willis, of Crewe; -Lieutenant 
William Lee Willis, Jr.. USNR, and 
Lieutenant Cecil Van Willis, USA, and 
one grandson, Calvin Johnston Willis. 
Funeral services were held December 4. 


* 


BEWARE CHECK SWINDLER 


A swindler, wearing the uniform of a 
sergeant of the U. S. Army, has operated 
against jewelry stores in the New En- 
gland States, New York City, Los An- 
geles and some of the Southern States 
by stealing jewelry and _ presenting 
worthless checks, the Jewelers’ Security 
Alliance reports. 

He is about 30 years old, from 5 ft. 
10 in. to 6 ft., 180 lIbs., stocky build, 
ruddy, complexion, eyes blue or blue- 
gray, hair brown, round face, chubby 
hands. He usually identifies himself by 
presenting “dog” tags, the numbers of 
two of which are 32956142 and 31670452. 
He claims to be with the 69th A.A. at 
Fort Leonard Wood, Mo., or Fort Cus- 
ter, Mich. 

When presenting a check he usually 
signs his name in the presence of the 
salesperson and always writes a tag 
number under the signature. He usually 
presents what appears to be bonafide 





furlou, rs, us the names of 
falph E. Mason, Ss C. Miller and 
Stanley G. Miller. 

Warrant has been issued and is held 
by the New York Office of the 
Federal Bureau 'of Investigation. Jew- 
elers and other merchants are asked to 
notify the police or the Jewelers’ Alli- 
ance if they see this man. 


Residents of Whittier, Calif., who 
haven’t time to shop in the afternoon 
got a break when Alvin Klein recently 
opened the Whittier Jewelry Co. at 1616 
West Whittier Blvd: His policy is to 
keep open evenings and Sundays for 
the convenience of war workers. 








A shop specializing in the revamping 
of out-dated jewelry has been opened 
by Mrs. J. C. Bancroft in the May- 
flower Hotel, Akron, O. 


CHAS. ASCHERMAN 
AND COMPANY 











Wholesale Jewelers 
GENTS’ GENUINE HEMATITE 
RINGS $11.25 to $30.00 


503-7 Hippodrome Bidg. 
CLEVELAND 14, OHIO 
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WATCH DIALS 
REFINISHED 


MICHIGAN DIAL REFINISHING CO. 
612 METROPOLITAN BLDG. 


DETROIT, MICH. 














hice WATCH CO. 


S S.WABASH AVE. CHICAGO IL 


USED WATCH 
| MATERIALS 








USED MOVEMENTS 1 | 
Good Condition 
Good Dials 
O-Size Elgin, 2 
Waltham 
75,anno- es, 0.08 THE PRICE OF 
e ize ru ‘ 
Elgin, Walther NEW MATERIALS 
shal “Rll dealin Wheels, pinions, 
Elgin, Waltham petiet pe: etc., 
7J,$1.50—15J, $2.00 or all watches. 
- wee, Wal- pore comple Z 
am, ng. you wai 
dae 65 — Guaranteed! Remit 
6J, $2.00—15J, $2.50 only if satisfactory. 
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DIAMOND-CUTTING 


EXPERT WORK 
FAST SERVICE 





LITWIN & SONS 


114 West 6th Street, Cincinnati, Ohio 











KLEIN BROTHERS 
COMPANY 





WHOLESALE JEWELERS 





ENQUIRER BLDC. CINCINNATI, O. 








Harry Greenwold Co. 


Lhe House i Service 


WEST STREI 


VIRGIN Diamonds 
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CELLINICRAFT en 


INS @® HANMIT ih 


Lines of auc Elem ba al Mb aclo hacia 2 | 2 
tected proft You can recommend these lines 
te your customers with confidence 











PROMPT SERVICE ALWAYS 


GERWE-BROWN CO. 


Wholesale Jewelers 


CINCINNATI 





WE specialize in special 
order work. Send us your 
specifications. We'll sub- 
mit a design without 


obligation. 
THE SCHUMER BROTHERS CO. 


Manufacturing Jewelers 
5 E Third St. Cincinnati, Ohio 
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q Floyd Knight, operator of a diamond 
cutting business, is back on the job after 
an illness. 

q Frank Deprez, Gruen Watch Co., is 
reported as having recovered after being 
confined by an illness. 

q Maury Gerwe, now in the army, sends 
word to the Gerwe-Brown Co. that he 
has arrived safely in England. 

q Robert Hummel, Vine Street jeweler, 
and his wife last month visited their 
daughter in Norfolk, Va. Her husband 
is in the Navy. 

q Ed Uthe and William Garrett of the 
Harry Greenwold Co. made a tour of a 
number of manufacturing plants in the 
East during the latter part of Decem- 
ber. 

q Round Table members had a reunion 
last month at a luncheon in the Sinton 
Hotel with Thomas Bourn. Formerly 
with the J. Paul Knight Co., diamond 
cutters, he has been working in a war 
plant. 

q Back at the Gerwe-Brown Co., after 
a swing through the southern states on 
selling trips are James Dunn and Lars 
R. Olisen. The latter visited New Or- 
leans and the Southwest while Dunn 
traveled the Southeast section. 

q Robert A. Westrich, who was em- 
ployed in his father’s store at 24 East 
Sixth Street before entering the Marine 
Corps last June, has been assigned to 
the Marine Post Band at Parris Island, 
S. C. He formerly had directed a high 
schoo] band here. 


q@ Three Negroes, one a woman, who . 


were scheduled to die in the electric 
chair in December for the slaying of 
Jacob Reinstatler, veteran Cincinnati! 
jeweler, have received stays of execution 
pending filing of appeals. Each re- 
prieve is for 45 days. 

q Friends of Ed McKenna, Interna- 
tional Silver Co. representative, who 
had been loaned to the Government for 
a special assignment in New Zealand, 
learned he had now returned to his 
home at Indianapolis, Ind. The news 
came from James Lester, also of the 
silver company, who was visiting here. 
q There was a table for jewelers at a 
party given last month by the Vine 
Street Business Men’s Association in 
the Hotel Metropole. In the group 
attending were Al Esberger, Esberger 
Bros. Co.; Elmer T. Herzog, Covington 
jeweler; and Carl Gerhardt and Nobert 
Mecklenborg of Mecklenborg & Ger- 
hardt. 

4q Thomas Reed Botts, Jacques Kreisler 
Co., returned to his home here for the 
Thanksgiving and Christmas holidays. 
Other visitors reported in Cincinnati 
during the past month were Charles D. 
Smith, Brookhaven, Miss.; Paul Dor- 
nell, St. Mary’s, O.; Mr. Jones of the 
Grof Mfg. Co., Cleveland, and Fred 
(Baby Ben) Swindell, Western Clock 
Co. 


4q As of Jan. 1, Carroll Seghers will dis- 
continue representing the Truart Line 
of the A: M. Cohen Co., New York, to 


devote all his time to the retail busi-. 


ness. He has represented the firm dur- 
ing the past year since severing con- 
nections with the Gruen Watch Co. He 


operates Carroll’s Jewelry Store in Cin- 
cinnati and is a partner with D. M. 





Stewart in the Stewart Co. at Little 
Rock, Ark. 

q The war played a part in the marria 
last month of Clarence Koop and M 
Ida Mae.Conneighton, both employes of 
the Litwin & Sons Co. When the man 
power shortage developed, Miss Con- 
neighton took up the art of | diamond 
cutting replacing a male worker at the 
firm. With Koop performing the same 








type of work there, a romance resulted, 
Both returned to their jobs after g 
honeymoon trip. : 
q Julius D. Jacobs of D. Jacobs ns 
Co. considers the death several weeks) 
ago of Ozro P. Dale, Martinsville, Ind)” 
jeweler, a'“personal loss.” “Ozro wag) 


the youngest of eight sons in his family 


and I was always considered the ninth 
by his father, the late William W. Dale?” 
Mr. Jacobs said. All eight sons at 
time or another, he added, had been as- 
sociated in the jewelry business with 
their father who at one time lived in 
Sullivan, Ind. They were known to 
members of the trade throughout the 
country. 

q An agreement was reached previous 
to court action in the cases of the Les- 
ter Jewelry Co., 718 Vine Street and 
Lange The Jeweler, 435 Vine Street, 
two of several jewelry concerns cited 
recently when the Cincinnati Office’ of 
Price Administration launched a pric- 
ing drive. 

The court was told that, in accord- 

ance with a consent decree filed, the 
firms had agreed to prepare base period 
statements for maximum pricing pur- 
poses and to keep records of current 
pricing methods. They were restrained 
from selling above ceiling prices estab- 
lished by OPA. 
4 A hold up last May of the Sinton 
Hotel in Cincinnati was recalled last 
month with the filing of a suit in Com- 
mon Pleas Court by the Bristol Seam- 
less Ring Co., New York, seeking judg- 
ment of $18,000 against the hotel. 

Ann Gronstadt, Adolph Wolf and 
Robert Kronstadt, partners in the New 
York concern, in their petition, said that 
one of their salesmen, a Mr. Bond, 
turned over a package of jewelry and 
precious stones of that value to the care 
of the hotel management. It is claimed 
that hotel employees negligently per- 
mitted the doors of the safe to remaip 
open. The package, they added, was 
stolen by the thieves but the hotel had 


since failed to meet the demand for © 


restitution. 














_ DISTINCTIVE 
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WATCHES 
DIAMONDS 


THE D. JACOBS SONS CO. 
Wholesale Jewelers 


811-13 RACE STREET 
CINCINNATI 2, OHIO 
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Where to Buy 
AMERICAN 
China and Glass 








HAWKES CRYSTAL 
GLASSWARE 
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people—WRITE 
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» gan J. Hesse of Harry Greenwold 
0. will be the 1945 president of the 
Town Criers. He was nominated with- 
out opposition to succeed Harry 
Schwettman of the Gruen Watch Co. 
by a committee meeting Dec. 5 in Ler- 
man’s. 

The club’s annual stag dinner was set 
for Jan. 4,in Hotel Alms when the elec- 
tion also will be -held. 

‘Two other ‘unopposed nominees are 
J. Charles Hummel of Gerwe Brown Co., 
veteran secretary, and Robert Henge- 
hold, Rosfelder Bros. & Co., treasurer. 

Contests will be between Al Gebhardt, 
Litwin & Sons Co.,°and Gus Kuhnheim, 
D. Jacobs Sons Co., for first vice presi- 
dent; Larry Crouch, Wallenstein-Mayer 
Co., and Frank Krohme, Litwin & Sons 
Co., for second vice president, and James 
Dunn, Gerwe Brown Co., and Howard 
Rosefelder, Rosfelder Bros. & Co. for 
third vice president. 

Cherry Fisher, Norbert Mehan and 
Lars R. Ollsen comprised the nominat- 
ing committee. 

Plans for the organization’s activi- 
ties during the new year also were dis- 
cussed at the luncheon meeting. As 
guest speaker, a Chamber of Commerce 
representative discussed postwar plan- 
ning. 

Harold (Doc) Haerr, chairman of the 
membership committee, reported bring- 
ing five new members into the fold. 
They are William A. Schwartz, Cincin-' 
nati Gold & Silver Refining Co.; E. A. 
Tupper, Gruen Watch Co., and Jules 
Kassel, I. B. Goodman and Harold 
Cohen, all of the I. B. Goodman Mfg. 
Co. 


ee 


ST. PAUL HOROS MEET 


‘The St. Paul Watchmaker’s Guild held 
its last meeting of 1944 at Davidson’s 
Cafeteria. Among the speakers were 
Leslie E. Dewey, secretary of the 
Minneapolis Guild, and Al Boese of the 
Minnesota Mining and Manufacturing 
Co. Mr. Boese gave a. short talk on 
a new product now being made by his 
firm—a synthetic fibre rayon to be used 
for clearing crystals and drying hair 
spring. According to Mr. Boese, the 
fabric is not linting and can be washed. 

Mr. Dewey showed the steps of wheel 
cutting from the first calculations to 
the actual cutting of the teeth, demon- 
starting his talk with his wheel cutter. 
The 48 members present appointed a 
nominating committee to report for the 
election of officers 1945. 





Milwaukee Watchmakers Meet 
Re-elect Anderson, Groth 


The annual meeting of the Milwaukee 
District Guild of the Wisconsin Watch- 
makers ‘Association was held November 
28. Last year’s officers, C. G. Anderson, 
president, Jack Groth, vice president, 
C. R. Christofferson, secretary and Mac 
B. Guretzke, treasurer, were re-elected. 

Sergeant-at-arms will be John Dyer 
and E. C. Schattschneider and Warren 
TeRonde will be Technical adviser and 
assistant, respectively. 





Edward C. Voeller, optometrist and 
jeweler of Columbus, Ohio, is observ- 
ing his thirty-seventh year in business 
and his first anniversary in his new 
location at 46 E. Broad St. 


Where to Buy 
IMPORTED 
China and Glass 












ENGLISH CHINA 
Smoking accessories, lustreware pitchers, Toby 
Jugs, Teapots, Sugars and Creamers, Individ- 

ual Breakfast Sets 
TEDMAN IMPORTING CO. 
225 Fifth Ave. Room 829 New York, N. Y. 











. importers of 
+7 ENGLISH CHINA 
and 





EARTHENWARE 
Stock and Import 
FONDEVILLE & CO., INC. 


149 Fifth Ave. New York 10, N. Y. 
AL. 4-016 = — 











ROYAL DOULTON 
English Bone China and Earthenware 
THOS. WEBB & SONS 
Hand made English Crystal 
IRISH BELLEEK 
Th original preduction 
WH. 8S. PITCAIRN CORPORATION 
212 Fifth Ave. New York, &. Y. 





JUSTIN THARAUD, Ine. 
129 Fifth Ave., New York City 


ROYAL ALBERT 
English Bone China 


P MYOTT’S 
English Staffordshire Ware 








PAUL A. STRAUB & CO., Ine. 
19 East 26 Street, New York 


Importers of 
China, Glass and Earthenware 
Dinnerware, Art Goods, Giftwares 


Murray Hill 38-5460 








Wedgwood Ware 


Bone China Dinnerware, 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 
Josiah Wedgwood & Sons, Inc. 
162 Fifth Avenue, New York City 











EDWARD BOOTE 
8S & 37 W. 23rd St., New York, N. ¥. 
Tel. Cramerey 5-160S 
ROYAL CROWN DERBY CHINA 
WOOD & SONS DINNER AND 
HOTELWARE 
GIBSON & SONS TEAPOTS 








English China and Earthenware 


para ne He ance eng 
ASO ronstone ; 
ingsware 


Cee OE KULDON’ Done Chien ant’ Earthenware 
WELLINGTON Bone China Teaware 
129 Fifth Avenue, New York 3, N. Y. 


MADDOCK & MILLER, INC. | 
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Testing Precious Metals 


How to identify, buy and sell old gold, silver and platinam metals 


Chapter V— Buying and selling old precious metals 


by C.M.HOKE =! | 


HE Government imposes a few requirements as to 
the minimal value and fineness of each lot of gold or 
gold-bearing material that it will buy. 

The layman with a few pennyweight of precious metal 
will generally do best to take it to a neighborhood 
jeweler. of good repute. If his community has no jeweler, 
his: bank will advise him as to the financial stability of 
someone nearby. A jeweler will explain the value of the 
metal, and if there are any precious stones he may pur- 
chase them as well. If the article has artistic merit the 
jeweler may indeed pay more than the mere old-metal 
value and purchase the article for re-sale. 

The professional refiner sometimes—not always— 
will pay a few more cents a pennyweight than the 
jeweler. However, he rarely is interested in artistic 
merit nor in precious stones. There are professional 
refiners in most large cities, and their agents can be 
found almost everywhere and are usually glad to be of 
service to the layman. 

The retail jeweler who buys old precious metal will 
sell it to Uncle Sam or to a professional refiner, his 
choice being governed by considerations that will be 
discussed later in this chapter. The manufacturing 
jeweler will probably refine his purchases and use the 
metal in his own shop, or perhaps he will turn it in in 
exchange to the metal dealer from whom he buys his ray 
material. 


When jewelers buy old gold from the public, the | 


appraisal is normally made on the basis of the quick tests 
with acid and touchstone that have been described in 
these chapters. 

When the Government buys gold or gold-buying mate- 
rial, it melts down every lot, mixing it thoroughly, takes 
a sample and assays it carefully. Payment is made on 
the basis of this assay. This procedure takes a few days, 
but naturally gives an accurate valuation which leads to 
greater satisfaction all round. Very small lots are not 
accepted. 

When refiners buy metal, they usually employ the 
quick touchstone tests for small lots, while large lots are 
melted together, sampled, and assayed. 
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U. S. GOVERNMENT REGULATIONS 


For many years the regulations regarding Uncle Sam’s 
purchases of gold were quite simple; he would purchase 
gold in almost any form from anyone, and no questions 
asked. . Each lot had to be of a certain minimal quality 


and total value. A small charge was made to cover the _ 
refining of the material, the rates varying slightly from — 


time to time. Shipments were made by hand or express 
to the owner’s nearest.Mint or Assay Office. The govern- 
ment has never employed any traveling agents, and has 
publicly stressed the point that the Mint has no agents 
soliciting for it. 

Since we went off the gold standard, as was noted 
before, the regulations have become much more stringent 
and detailed, and now involve the licensing of those who 
acquire, transport, melt or treat, import, export, or ear- 
mark gold, or hold it in custody for foreign or domestic 
accounts. The rules regarding Uncle Sam’s purchases of 
native gold, old jewelry, etc., have also been modified in 
almost every detail. These rulings are subject to further 
change without notice, and any interested person is ad- 
vised to apply for a copy of the current Regulations at 
his nearest Federal Reserve Bank, or to the Mint or 
Assay Office of his district. 

The Denver Mint takes care of applicants from the 
following states: Colorado, Iowa, Kansas, Minnesota, 
Nebraska, New Mexico, North and South Dakota, Okla- 
homa, Texas, Utah, and Wyoming. 

The Assay Office at New York takes care of Con- 
necticut, Delaware, Maine, Massachusetts, Michigan, 
New Hampshire, New Jersey, New York, Rhode Island, 
Vermont, and Wisconsin, Puerto Rico, Virgin Islands, 
and Canal Zone. 

The Philadelphia Mint takes care of Alabama, Arkan- 
sas, Florida, Georgia, Illinois, Indiana, Kentucky, 
Louisiana, Maryland, Mississippi, Missouri, North and 
South Carolina, Ohio, Pennsylvania, Tennessee, Virginia, 
West Virginia, and the District of Columbia. 

The Seattle Assay Office takes care of Idaho, Montana, 
Oregon, Washington and Alaska. 
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Story! 


Télechron Dispatcher 


Telechron is now increasing 
production each week on the 
Dispatcher — most popular 
alarm in electric clock history! 


MORE MODELS COMING! 


. with all the tested and popular 
features that make Telechron the big- 
gest name in Electric Time . . . spec- 
tacular new developments to revolu- 
tionize America’s awakening habits are 
on their way. 











SMART STYLES, TOO! 


The attractive alarm clock shown 
above is typical of the models we 
will produce when manufacturing con- 
ditions permit. Their popularity is 
assured. They'll mean profitable busi- 
ness for you. 





Pittnn's an immediate need for more than 
12,000,000 alarm clocks. That’s a conservative 
estimate from the WPB. And the Telechron 


Dispatcher, with sales of more than half a 


million to date and production increasing, is 
the most popular electric alarm clock of all 
time! So make the Telechron line your line for 
your share of this huge $30,000,000 market. 
Telechron electric clocks, with proved" style 
leadership, long life and accurate performance, 
offer America modern time, and promise in- 
creased sales for you. Get in touch with your 


Telechron distributor today. 


Telechion 


REG. U.S. PAT. OFF. 


ELECTRIC CLOCKS 


WARREN TELECHRON COMPANY © ASHLAND, MASS.- 






‘The: ‘San Fi ‘rancisco ‘Mint. looks ‘after. Arizona, ‘Cali- 


feral: Nevada, and the territories and possessions not 
otherwise mentioned, 

Several kinds of licenses are provided—all being bee 
scribed fully in the Regulations. Application forms for 
the various licenses can be obtained from the Office of 
each District; these thust be filled out in duplicate and 
sworn to before a Notary Public, and returned to the 
Office of the District, with such further information as 
the Regulations require. No charge is made, and in 
general if a man has been established in some branch of 
the precious metals industry or has legitimate need for 
gold, ‘he will not be refused a license. 

“One of the requirements of licensees is that they 
should not do business under a name which would induce 
the belief that gold is being handled on behalf of the 
Government or for the purpose of carrying out any 
policy of the Government. In other words, Uncle Sam 
does not want gold-buyers to pose as his agents. 

Many states and cities require local licenses in addition 
to the Federal license. 


UNCLE SAM DOES NOT BUY PLATINUM 


One government regulation of peculiar interest is that 
covéring’ platinum and the platinum-group metals. The 
Mints and Assay Offices do not: wish them, and if they 
are included in a shipment Uncle’Sam will not pay any- 
thing for them. In fact, his *tefiing charges will be 
that much higher, because of the $xtra labor involyg 
in assaying and refining material-that contains these 
metals. The moral is plain—sell your platinum to some 
one of the many dealers who do want it and will pay a 
fair price for it. This metal will be discussed again in 
this chapter. 


WHAT TO DO WITH SILVER 


At certain times in our history Uncle Sam has bought 
silver as well as gold. The world price fluctuates from 
day to day, being influenced by political and financial 
conditions at home and abroad. Quotations will be found 
in the daily papers. 

Meanwhile, though silver is not high, there is a good 
market for it, and if one hag a quantity of old sterling 
silver he can sell it to a professional refiner, especially 
one who is equipped to make it into sheet, wire, or the 
like, and to sell it for making up new. goods. Several 
refiners specialize in silver, and silver is always accepted 
by the Government as an integral part of a deposit of 
gold that complies with its regulations—that is, any sil- 
ver that serves to alloy the gold. 

Silver plated ware is of such small value today that 
in general it is not traded in except by those who happen 
to have many pounds of it. Usually this is sold to a 
copper refinery, where it goes through the same elec- 
trolytic process that is used in refining copper; the silver 
is recovered as a by-product. 


HOW MUCH IS PAID FOR OLD GOLD? 


At present writing, the Government price of basi gold 
‘is $35.00 a troy ounce, or $1.75 a pennyweight. Or- 
dinary gold contains more or less base metal, and is 
worth correspondingly less. There is always a “spread” 
between the buying price and the selling price of any 
article, to provide for the handler’s living, and gold is 
no exception to the rule. 
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Previous ‘chapters ‘ofthis book have told how to es 
lish the karat or quality of a gold article, and how t 
establish whether a given article is solid gold or =a 
gold filled.or plated. 

An experienced purchaser will allow a leeway of ¢ 
or two karats, for solder or for errors in testing. That is 
suppose a ring seems according to the touchstone test t 
be a full 14-k; he will study its design to see whether j 
required much or little solder, and possibly he will de 
cide that the ring as a whole would assay 13-k. As m 
tioned in’ earlier chapters, chains and mesh onl 
more solder per unit of weight than other articles, « 
chain whose links are 14-k may assay 10-k to 1-k. 

Here is a procedure that probably would be follow 
by a jeweler when buying gold in small quantities 
the expectation of selling it eventually to a refiner. 
establishes its average karat; finds the weight in penny- 
weights; then multiplies the karat times the weight times 
about 5¢ to 514¢ for the purchasing price. He can 
expect the refiner to pay him about’ 6¢ to 644¢. (‘Fhese 
figures are all based on fine gold at $35 per ounce.) 

For example: An old ring mounting seems to be 14k 
on the touchstone; the design requires very little solder 
and there are no indications that repairs have been made. 
Assuming that the average quality would be at least 18-k, 
and noting that the weight is 3 dwt., he multiplies 
13 x 8 x 514¢. The answer is $2.1414, and represents 
the price he would pay to the seller. He hopes to sell 
the afticle to a professional refiner for 13 x 3 x 614, or 
$2.5314. The difference of 39¢ is his profit and must, 
pay for his time in making the touchstone tests, the cost 
of shipping to the refiner, and so on. By buying fora 
little less than 514¢ sometimes, and occasionally selling 
for a bit more than 614¢, the profit may run from about 
18 per cent to 30 per cent on the investment, with 25 
per cent as an average. 

To the jeweler, this transaction has another aspect. 
It has led someone to enter his store and make his ac- 
quaintance. The profit may well be small, but it often 
leads to further business with a larger return. For this 
reason many jewelers figure on a very narrow “spread” 
between the buying and the selling price of their old 
gold business, and thus build up good will. 

On the basis of 614¢ per karat per pennyweight, a 
refiner would pay 65¢ for a pennyweight of 10-k gold, 
$1.23 for a pennyweight of 18-k gold, and so on. When 
a refiner buys a large quantity of clean old jewelry or 
scrap, enough to justify a chemical assay (instead of an 
appraisal based on touchstone tests) he may pay more 
than 614¢ per karat per pennyweight. Some kinds of 
old metal are more difficult to refine than others, because 
of the quantity and nature of the base metals present, 
and this factor also may affect the price. 

Gold filled and rolled gold stock, so much of which is — 
used in spectacle frames, watch cases, ahd moderately — 
priced jewelry, is much less valuable. It may bring 
25¢ to 75¢ an ounce. It is important to remove all non- 
metal or base metal parts before weighing. Note that 
this price is for an ounce, not a pennyweight. Gold 
plated stuff is worth even less; possibly 10¢ to 15¢ an 
ounce. Uncle Sam does not buy it, and most refiners 
receive it without enthusiasm if at all, except when very 
large lots are available. 

(Continued next month) 
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Even when Sessions Self-Starting Electric Clocks 
again are plentiful, they’ll still be a precious pos- 
session. Brilliantly styled and craftsman-built of 
the best standard — not substitute — materials, 


they'll attract abundant business for you. 





The complete new Sessions line, from the self- 


FOR JANUARY, 1945 





“Git up there and put back that Sessions Clock!”’ 





starting electric alarm clocks to the delightful 
Westminster Chime models, will be launched with 
a sales-powered advertising and merchandising 
campaign — aimed and sustained to make your 
store one of the busiest places in town! The 


Sessions Clock Company, Forestville, Connecticut. 


essions (locks 


"The House of Westminster Chimes” 


— 











ERRY CLOCK—I saw a wooden-works clock in a 
museum, made by Eli Terry, said to have cost $10,- 
It was crude-looking, to hang on wall, without a 
I have an Eli Terry clock in an oblong case, with 


000. 
case. 
wooden works, in good timekeeping order. Would my 
Terry clock be worth anything like ten thousand dol- 


lars? It is better looking, and complete in original case. 
‘(Question No. 5687) C. E. L. 


Answer—No doubt the museum clock is one made by 
Eli Terry during the earliest part of his career, with 
hand tools, when he made only a few clocks per year, 
so that these clocks are very rare. Later, he adopted 
waterpower driven machinery and subdivided hand 
labor, which raised his production to about 6000 clocks 
per year; hence these clocks are not at all rare today; 
good examples sell at prices usually between twenty 
to thirty dollars. Your clock, according to your descrip- 
tion of it, seems to be one of these Terry clocks of the 
later period. 


EASURING GAUGE—Please advise on the best 
form of gauge for measuring thickness and width 
of mainsprings. (Question No. 5688) L. P. 


Answer—The best of the gauges available now for 
this purpose is a micrometer caliper gauge, such as made 
by Brown & Sharp, L. S. Starrett & Co. and other firms, 
originally for toolmakers and machinists. These gauges 
can be had in various sizes; for mainspring gauging, we 
advise a gauge that reads in millimeters and hundredths. 


LEANING CHRONOMETER—A job came to us 
that we have never had before, to clean a ship 
chronometer. Would this be handled about the same as 
to clean a fine French clock? Or is there anything special 


or different to do cleaning a chronometer? (Question No. 
5689) V. W. 


Answer—There is one special precaution to observe 
in taking a chronometer apart for cleaning: many fine 
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chronometers have been damaged by not observing it. 
That is, to let down all the power before unfastening the 
balance cock. If this is not done, the detent that pro- 
vides locking of the escape wheel is apt to be thrown 
out of position, allowing the escape wheel to run rap- 
idly, so that its teeth collide with the locking jewel, 
which may bend and ruin all the teeth, and usually 
causes other damage too. Outside of the above precau- 
tion, we think there should be nothing about cleaning a 
chronometer that a really skilled watchmaker need hesi- 
tate to do. 





TAINLESS STEEL—Here is an idea I wonder the 
makers of tools haven’t hit on, a long time ago. It 
would save lots of trouble, as all watchmakers are 
plagued by tools getting rusty. Simply make the tools 
of stainless steel. That would save hours of work, clean- 
ing tools, and besides they would always look bright. 
(Question No. 5690) T. L. C. 

Answer—Stainless steel cannot be used for any tools 
that have to be hardened and tempered; because it can- 
not be hardened. So it would not do for staking tools. 
tweezers, hammers, cutting tools, broaches and drills, 
pliers, and indeed so many other tools, that little would 


be left for which a steel that couldn’t be hardened, would 
do. 





TAR ON CASE—What is the meaning of a star 
stamped on the upper plate of an old Waltham 
watch, this star surrounding a hole drilled in the plate? 
One of these just came in to have a crystal fitted in the 
case, arid the star doesn’t seem to be a part of ornamen- 
tal work, as the only other engraving is name and num- 


ber. (Question No. 5691) D. A. R. 

Answer—The star stamped on this Waltham move- 
ment model surrounds a hole into which a pin is to be 
inserted, then the crown must be turned, in direction 
contrary to winding, to unscrew the stem before taking 
the movement out of the case. 
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Hamilton Inspection Standards 
Reapproved by Army Air Force 


The United Army Air Foree Approved 
Quality Control! Rating has _ been 
awarded for the fourth successive time 
to the Hamilton Watch Company, Lan- 
caster, Pa. This means that Hamilton’s 
reputation for maintaining very close 
tolerances and exceptionally accuriute in- 
spection standards has been repeatedly 
recognized by the U. S. Army Air Force 
inspection personnel as being accurate 
enough to pass their rigid specifications 
without their close supervision—a high 
tribute to the exceptional efficiency of 
Hamilton’s inspection personnel and pro- 
cedures, : 

As stated in the requirements for an 
approved quality control rating, the 
company must demonstrate that its in- 
spection personnel can be entrusted with 
full responsibility, that its products 
meet all requirements as established by 
the Army Air Forces, and that each 
department of the plant and each in- 
spection operation therein is properly 
organized and controlled in a manner 
that meets with the appreval of the 
Army Air Forces. 

When. these requirements have been 
met (and are maintained) <uplicalion 
of inspection during detailed fabrication 
by Air Corps personnel is eliminated. 
The Army Air Corps inspection person- 
nel then confines itself to general super- 
vision of the company’s inspection sys- 
tem to the extent of assuring that an 
acceptable product is delivered in ac- 
cordance with contract specifications. 

Any company holding this “Approved 
Rating” is examined at intervals of six 
months and, if standards have been 
maintained, the rating is renewed for 
| another six months. 

-Hamilton has had an “Approved 
| Rating” ever since production was 

started on their first Army Air Forces 
' contract. 


War Work by Frank W. Smith Co. 


Described in Interesting Booklet 

A splendid example of the highly im- 
portant war work being done by Amer- 
ican silversmiths is interestingly set forth 
in an attractive illustrated booklet re- 





7 Pon, January, 1945" 


cently issued by the Frank W. Smith 
'Co., Gardner, Mass. 

This concern, which has been making 
fine silverware ever since 1886, feeling 
that it was its duty to contribute to the 
‘Prosecution of the war, turned its hand 


¥ quickly to the producion of war ma- 
® ‘terials, and has been specializing in. the 


Manufacture of finely accurate parts, 
' Most of them exact. to tolerances as close 
4. 2/10,000ths. of an inch. 

Work of such precision turned out in 


} Wantity. is rare except in plants ex- 


Pressly developed for this sort of manu- 
facture, but the Frank. W. Smith Co. felt 
that their skilled craftsmen could: meet 
the .need—and events have proved them 


‘| tight. 


The booklet tells as’ much. as military 
security: permits. of how it. was done, 


F illustrated with many photos showing 
® ‘arious processes and departments in the 
/ COmpany’s plant. 











| Manufacturers’ News 


BULOVA WINS N. Y. STATE SAFETY AWARD 





At a luncheon held at the Bulova plant at Woodside, L. |., Congressman-Elect James J. 
Delaney of Queens, presented the New York State Award to John H. Ballard, president of 


the Bulova Watch Co. The award, consisting of a bronze plaque, was won 


Bulova in 


competition with all other factories in the state having an equal ‘accident frequency ex- 

posure." This is the second year that Bulova has won. L. to r. in the photograph: Frank 

Leckler, Bulova's State Supervisor; Roger Williams, Asst. Director, N. Y. State Insurance Fund; 

Mr. Ballard; James A. Burke, Borough President of Queens, who presided at the luncheon; 

Samuel P. Epstein, Vice-President of Bulova; Congressman Delaney; Arde Bulova, Chairman 
of the Board of Bulova. 








Shiman Gives Its Men in Service 
A Rain-Check for Post-War Party 


Once each year, it has been the custom 
of the Shiman Mfg.-Co., Newark, N. J., 
to give an elaborate dinner and party 
to its employees to mark another birth- 
day in the life of the company. This 
year, instead of the usual deluxe festivi- 
ties, the party is a very simple one, and 
the difference in cost is being placed 
in a special fund to the credit of the 
company’s employees in the services. 

To each of them is being sent a fac- 
simile bank check for $15 with an ex- 
planation of what it is all about, and 
a statement that each may draw the 
money for his or her own private party 
on their return—or that they may have 
it in the meanwhile if they desire, by 
simply making the request. 

The civilian employees, says Leonard 
Shiman, heartily endorsed the idea and 
have co-operated most enthusiastically. 

“We feel,” he adds, “that this is the 
right pattern for times like these, and 
we hope that other firms who normally 
give elaborate annual dinners will adopt 
the same plan. If they. do, the men in 
the service from the jewelry industry 
will be greatly benefited.” 





"King Cut" Diamond Now Patented 


King Diamond Cutters, makers of the 
new King Cut Diamond, which contains 
86.facets instead of 58, have announced 
that the patent which they had applied 
for on this new method of cutting and 
polishing has now been. granted. It is 
registered as Patent No..2364021. 

The company’s factory, formerly lo- 
cated at 347 West 36th. St, has been 
moved to:a. new: address—126' West 46th 
St.—to be more convenient., ton the sales 


office. which is'at 576 Fifth Ave. and to: 


the diamond center in New York. 





Gabriel Williams Co. Announces 
New "Friendship Ring" for Men 

Men are increasingly on the receiving 
end of ring gifts with women the ring- 
givers, aS a result of changing social 
usage in war-time, according to a sur- 
vey, recently conducted by the Gabriel 
Williams Co., New York City, makers 
of “Hemetine,” the new processed ring- 
stone. The study included three’ groups 
—civilians, service men stationed in the 
U. S. and returned war veterans: 

As a result of the survey, the Gabriel 
Williams Co., has designed a new friend- 
ship and engagement ring for men, ‘set 
with “Hemetine,” which is ¢arved in an 
intaglio design depicting the Greco- 
Roman heads of a man and a woman 
in profile, enclosed in a heart-shaped 
border. 

“Hemetine,” the firm believes, is par- 
ticularly appropriate as a stone for men’s 
rings. It is silvery black in color; hard 
and scratch-resistant; and takes a soft, 
rich polish. 

‘The company has recently taken en- 
larged quarters at 17 West 60th St., 
New York. Its laboratory and shop are 
manned entirély by returned servicemen 
—the first concern, executives believe to 
be so’ staffed. 

A full scale advertising campaign of 
full ‘pages is scheduled to ‘start this 
month, to spotlight the new ring. 





Harvel Renews Kennedy Broadcasts 


Harvel’ Watch Co., New York. has’ 
just, renewed its contract with adage B. 
Kennedy and The News” over the Blue 


Network. More than, 60 stations are 


on the coast-to-coast hookup, which orig- 
. inates from WJZ in New York at 1:00 


P. M. (EWT) every Sunday; Harvel 


also continues its schedule of advertising, 


in leading national magazines. 
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Reed & Barton Sales Force Featured 
In Company's Bulletin to Service Men 


“The Silver Lining,” which is the 
monthly publication issued by Reed & 
Barton, and sent to its men and women 
in service to keep them posted on the 
activities of their old associates back 
on the home front (p. 164, JC-K for 
May, 1943), features the men of the 
sales staff in the current issue. 

Says Wm. T. Hurley, Jr, R. & B. 
Advertising Manager, and Editor of 
“The Silver Lining,” “we thought that 
some of the boys—and some of the read- 
ers of JC-K—might be interested in 
knowing that we still have a sales force, 
and that some of them, probably, are 
still getting around.” 


Photographs of thirty-one of them . 


occupy the first three pages of the issue, 
followed by a paragraph about each, 
with the remainder of the book being 
given over as usual to the current news 
of the men and women in the factory. 

This is the first time the sales force 
has been featured in “The Silver Lin- 
ing.” Reed & Barton believes—and 
we're inclined to agree—that for anyone 
to talk about their sales department in 
these days is really news. 


Gruen Backs Bond Drive 








Giant Gruen Timer erected at 46th & Broad- 
way, New York, in connection with Sixth War 
Loan Drive. 


If the Broadway Association’s esti- 
mate that a million people every day 
visit New York’s Times Square is cor- 
rect, then millions saw the gigantic 
Gruen timer, thirty feet above street 
level, which timed Metro-Goldwyn- 
Mayer’s famous “Thirty Seconds Over 
Tokyo” campaign in the Sixth War Loan 
Drive. “Six War Bonds Every Thirty 
Seconds” was the slogan. 

From November 9, continuing day and 
night through November 24, the double- 
faced 12-foot-dial Gruen timer reminded 
the millions who passed by, or attended 
the numerous rallies held under the 
clock: “Gruen Precision Watch Time— 
Time to Buy War Bonds!” Scores of 
stage and screen stars, and prominent 
dignitaries, kept the microphones warm 
with song, speech and story lauding War 
Bonds. Newsreels shot the exhibit from 
all angles and the metropolitan dailies 
carried photographs of the daily doings 
on the platform. 





Roamer and Medana to Aisenstein 


The firm of Louis Aisenstein & Bros., 
watch and diamond wholesalers, 6380 
Fifth Ave., New York, has taken on the 
distribution of Roamer and Medana 
watches. An extensive advertising cam- 
paign is planned as soon as an adequate 
and continuing supply of the watches 
becomes assured. 
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Freed Doubles Size of Showroom, 
Installs Demonstration Windows 


Edwin Freed, display specialist, is 
doubling the size of his present show- 
room at 1233 Sixth Ave., New York. 
It will be, when complete, says Mr. 
Freed, the largest and most complete 
showroom for window displays in the 
trade. Seven or more model windows, 
each of a different size and of a different 
design, so as to represent every type of 
jewelry store front are being installed, 
so that jewelers may see right in the 
showroom how the various items offered 
them can be arranged in their own win- 
dows and how they will look. 


New Album of Records 
By Longines Symphonette 

A new album in the series entitled 
“The World’s Most Honored Music” has 
been produced by The Longines Sym- 
phonette, and privately recorded by the 
Longines-Wittnauer Watch Co. This new 
collection, which is named “Songs of the 
Fighting Allies” consists of patriotic 
and marching songs of the United States, 
Canada, England, Russia, ‘China, France 
and Australia. The music was selected 
with the cooperation of the military 
missions of these countries in order to 
insure authenticity. 

In addition to the famous fighting 
songs of the United States Army, Navy 
and Marine Corps, the album includes 
several unusual selections for some of 
the other nations, such as three songs 
of the new China, the French “Song of 
Liberation,” which was sung during the 
years of occupation only behind closed 
doors, and the new “Russian National 
Anthem” recorded for the first time 
from the official Soviet Government 
orchestral score. 

It is planned that these albums of 
records will later be available for sale 
through Longines-Wittnauer jewelers. 








“Dirilyte" Appoints Sales Manager 


‘ John P. Frederick, president of the 
firm of American Art Alloys, Inc., Ko- 
komo, Ind., makers of “Dirilyte” flat- 
ware and hollowware, announces the re- 
appointment of J. S. Zeller as sales 
manager. Mr. Zeller occupied this same 
position with the organization before 
the war, but as the factory has been fully 
occupied with war contracts, he with- 
drew from this connection for a time. 
The factory is still wholly engaged in 
war work, but expects to be granted 
the right to resume the manufacture 
of its regular line after the cessation 
of hostilities in Europe. 

Mr. Zeller recently returned from a 
visit to the factory, where plans were 
drawn up for the first postwar year’s 
production and distribution. The com- 
pany has secured a suite of offices and 
showrooms at 1 West 34th St., New 
York, where Mr. Zeller is now busily 
engaged in talking over the plan of 
distribution with buyers. 

Dirilyte is the trade name of a gold 
colored alloy whose secret process of 
manufacture was originated in Sweden, 
and is scratch-resistant, and non- cor- 
rosive. American Art Alloys, Inc., be- 
lieves that there will be a great demand 
for cheerful color, following the drab 
period of the war, and that golden-hued 
Dirilyte flatware and hollowware will 
help to satisfy this natural human reac- 
tion. 








Parker Sponsors Radio Programs | 
In Support of 6th War Bond Drive © 


The Parker Watch Co. is currently 
sponsoring a weekly series of 12 radio” 
dramas each Saturday afternoon at 2:3) 
over the NBC network in support of 
the Sixth War Loan. The first program” 
was broadcast on December 2 and the 
series will continue into February, ; 

The series is titled “These Are Our 
Men,” and each dramatizes the life of 
some outstanding American leader in the 
current war. _ The first one dealt with” 
President Roosevelt; others with such 
figures as Generals Marshall, MacArthur, 
Eisenhower and Arnold, and Admiral 
King, Nimitz, Halsey, and others. 4 

A cast of from 10 to 20 is used for 
each broadcast, in addition to which the 
Treasury Department provides a well” 
known star of stage, screen or radio to 
make an appeal for the War Loan, 





Wolf & Klar Buys New Building 





Wolf & Klar Wholesale Supply Co, 
Fort Worth, Tex., announces the pur- 
chase of a new building, at 1308-10 
Main St., pictured above, to which the 
company has now moved. 

The structure consists of five floors 
and basement, and contains 30,000 square 
feet of floor space. It is of re-inforced 
concrete and brick construction and pro- 
tected by a modern sprinkler system. 

Large display rooms handsomely 
decorated and furnished are provided 
to care for the firm’s customers, as well 
as the usual receiving, shipping, storage 
and assembly departments and executive 
offices. 

Other offices are maintained in New 
York, Providence, Los Angeles and Lon- 
don, England. 





Swank Announces Changes 
In Field Selling Force 
Swank, Inc., announces the opening 


of a new office in San Francisco in the 
Anglo Bank Bldg., 880 Market St. Don © 
Krause, who formerly represented Swank } 
in the St. Louis territory, has beer — 


appointed the representative in charge 

Andy Catterton, formerly with Colum- 
bia Shirt Co., has been named to cover 
the Indiana territory, with headquarters 
in Indianapolis. He succeeds Joe Fox, 
who has been transferred to Ohio. 

Ben Ulrich, formerly buyer of men’s 
furnishings at Finchley in Chicago, will 
take over the St. Louis territory. 
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ns : Wadsworth Continues War Work 
‘ive § But Plans for Reconversion 


i 
rently § The Wadsworth Watch Case Company, 
radio Inc. Dayton, Kentucky, whose workers 
t 2:90 | recently were presented with their fourth 
rt off Army-Navy “E” award, is continuing 
gram § with a heavy schedule of war work. 
d the | The specialized abilities of the Wads- 
"} worth staff, long experienced in the 
quantity production of intricate and pre- 
tise small parts are being devoted to 
the manufacture of Small Arms Com- 
ts, Radar Parts, and other pieces 
|} of exacting nature. 
rthur, Meanwhile, Wadsworth Compacts and 
nirals § Wadsworth Watch Cases are being pro- 
¥ duced in quantities which are limited 
| for} py materials restrictions and the de- 
h the § mands of war work. Wadsworth an- 
well} ticipates a gradual increase in the quan- 
lio to | tities of watch cases and compacts which 
‘| can be manufactured and is well pre- 
red to return to its peacetime position 
in these fields. 





Holt Made Sheaffer Sales Mgr. 


W. A. Sheaffer Pen Co. of Fort Madi- 
son, Iowa, announces the appointment of 
George Holt to the position of Sales 
Manager.’ H. E. Waldron, for many 
oa Vice President and General Sales 

ager, will continue as Vice President 
and General Sales Director with broad 
direction of an expanded sales program. 

Mr. Holt joined the W. A. Sheaffer 
Pen Co. on May 1, 1922, as General 
Purchasing Agent, and later served also 
as Sales Auditor. 


———— 


Match Shortage Need Cause No 
Alarm, Says Ronson President 


The current acute match shortage is 
causing unwarranted alarm, says Alex- 
ander Harris, president of Art Metal 
Works, Inc., manufacturers of Ronson 
™ lighters and accessories. 

In reply to Herman A. Oriel, of the 





Wholesale Tobacco Distributors, who in 
3-10 a statement to the press predicted a 


the | serious predicament for smokers result- 
' ing from the scarcity of matches, Mr. 
i a Harris pointed out that the tobacco 
ann representative overlooked the millions of 
| cigarette lighters in the hands of smok- 
_ ers, which would take up the slack occa- 
tioned by the government’s requisition 
ely of book matches. Many millions of 
ied smokers are regular users of cigarette 
vell lighters, and the past few years have 
seen many extra lighters being put to 
te We, as evidenced by the tremendous 
® spurt in sales of fluids, flints and wicks. 
unprecedented demand for lighter 
accessories has been fully met by the 
various manufacturers, and unless future 
} demands for such products far exceed 
‘careful calculations, adequate supplies 
} will continue to be available, asserted 
} the Ronson spokesman. 
q The only bottleneck envisioned by Mr. 
ing ® Harris might be in the service depart- 
the 7 ments of mn gy companies, which are 
- "hot equipped to handle large numbers of 
err 
ge 





| lighters being returned. However, in 

| this connection he pointed out that the 
ms Majority of lighters forwarded to his 
m- Newark plant for service actually need 
yer only a flint, or fuel, or the cleaning of 
ers} the spark wheel with a stiff brush, all 
0%, “f of which can be easily attended to by 
| the owner. Cigarette lighters belonging 
} to servicemen and women have been get- 
} ting preferential treatment in the ser- 
Vice departments. 
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Jaques H. Monod Appointed 
Gen. Manager of Harvel Watch Co. 


Henry H. Harteveldt, president of 
Harvel Watch Co., has announced the 
appointment of Jaques H. Monod to the 
position of general manager of the com- 
pany effective January 1, 1945. 

Mr. Monod, a native of Switzerland, 
came to the United States in 1937 to 


JAQUES H. MONOD 





establish a branch office of Le Coultre 
watches. When Le Coultre in turn was 
affiliated with Longines, Mr. Monod sub- 
sequently headed the Le Coultre and 
Vacheron & Constantin lines. In 1941 
he joined Norman M. Morris, distributor 
of Omega watches. 

Mr. Monod is considered an outstand- 
ing stylist and one of the best informed 
men in the country on Swiss watches. 
He has traveled extensively throughout 
the United States and is personally well 
known among the majority of better 
grade jewelers. 


Telechron Expands Factory Space 


The Warren Telechron Company, Ash- 
land, Mass., peacetime manufacturers of 
electric clocks and synchronous motors, 
has leased factory assembly space in 
Lowell, Mass., I. W. Kokins, president, 
has announced, 

Manufacturing operations at J.owell 
are scheduled to commence early in De- 
cember under the direction of R. B. 
Hally, operations manager. First pro- 
duction will be limited to the assembly, 
inspection, and test of relays. Used 
principally in aircraft, including the 
giant B-29 Superfortresses, this equip- 
ment is needed in ever increasing quan- 
tities to help keep strategic targets on 
the Japanese mainland under constant 
attack. When war requirements have 
been filled, Telechron electric clocks for 
household use will be assembled in this 
plant. 


Co-incidental with starting operations 


in Lowell, production will be increased 
in the main plants at Ashland and in 
the Worcester, Mass., plant which began 
operations several months ago. 





White and Wyckoff Again Offers 
American: Historical Calendar 


The 1945 edition of the popular White 
& Wyckoff calendar features “Famous 
Paintings—Great Episodes of American 
History.” It’s a 12-sheet affair, as in 
the past, and is again printed by the 
gravure process. 

Subjects include The Landing of Co- 
lumbus, the Baptism of Pocahontas; the 
Pilgrims of New England; Peter Stuy- 
vestant; the Signing of the Constitution, 
etc.—all famous paintings by famous 
artists. & 

On the back of each sheet is the story 
which the painting represents. The col- 





lection was compiled by A. H. Sampson, 
Director of Sales Promotion and Assis- 
tant Treasurer of the White & Wyckoff 
Mfg. Co., in collaboration with experts 
on art and history. 

All the many unique features which 
have made the White & Wyckoff calen- 
dar so papular have been retained, in- 
cluding the featuring of the important 
historic dates and holidays in clever 
pictorial form. 

The calendars are being mailed by 
the White & Wyckoff people to jewel- 
ers and other merchants handling their 
stationery and greeting cards. If you 
haven’t received one the W&W people 
tell us that as long as the supply lasts, 
they’ll be glad to send a copy on request. 





Wholesalers Group Opens Offices 


American Jewelry Distributors, Inc., 
the marketing organization of whole- 
sale jewelers whose formation was_re- 
cently announced, has opened executive 
offices at 681 Fifth Ave., New. York. 
Jerome L. Grant, for many years sales 
manager for Swank products is Execu- 
tive Vice-President, in charge of the 
office. . 





Benrus Seeks Retailers’ Advice 
On Post-War Plans and Products 


Through .a poll of leading jewelers 
throughout the country, Benrus. Watch 
Co. is developing a “tailor-made” . post- 
war merchandising program, which will 
be submitted for discussion at a post- 
war sales conference to be held at the 
Waldorf-Astoria, New York, January 
12, S. Ralph Lazrus of Benrus, an- 
nounces. Retailers who will be in New 
York at that time have been invited to 
attend this conference which will con- 
tinue through the day, Leo Cherne, 
executive secretary of the Research In- 
stitute of America and author of “The 
Rest of Your Life” will address the 
afternoon. session on “What Jewelers 
Face in Post-War Business.” Luncheon 
and dinner will be served, followed by 4 
theatre party in the evening. 

“Through the questionnaire and dis- 
cussion at the sales conference, retailers 
will be given the fullest possible oppor- 
tunity to help us mold our post-war 
plans to suit their own actual require- 
ments. Both retailer and manufacturer 
must start thinking now about 
war if we are to march forward to big- 
ger things after the peace is written,” 
Mr. Lazrus said. 

The questionnaire used in obtaining 
the opinion poll asks a total of 44 ques- 
tions on 18 major topics of watch mer- 
chandising. Replies now being received, 
according to Mr. Lazrus, will enable the 
company to provide retailers after the 
war with “what they want, rather than 
what we think they want.” 

Major topics include price ranges, 
profit margins, style and qu of cases, 
dials, crystals, packaging display. 
Opinion on the future of pocket watches 
is also being asked for. 

On the subject of advertising, retail 
judgment is sought regarding the pe 
of radio announcements the company 
been using during the past several years. 
Whether radio or magazine advertising 
should be used is also asked, and jewel- 
ers are being given an opportunity to 
recommend special newspaper mat ser- 
vices which might prove more desirable 
than those furnished in the past. 
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* ° ° 
Special Notices 
(Continued from: page. 250) 

Watch Work for the Trade—Cont. 


CLOCKS repaired, all makes, foreign 
and domestic, spring weight and elec- 
tric; prompt service; work guaranteed. 
Gem. Clock Service, 1344 W. Division 
St., Chicago 22, Il. 

CAREFUL, honest watch repairing for 
the trade, moderate prices; out of town 
orders attended to promptly. I. Kun- 
nel, 2 W. 47th St. New York City. 
Phone Bryant 9-5065. 

CAREFUL watch repairing, skilled work- 
manship; good service for out-of-town 
customers. Frederick Lowey, 48 W. 
48th St., New York City. 

INCREASED facilities at our new loca- 
tion enable us at present to handle the 
watch repair needs of a few more ac- 
counts; our workmanship is guaran- 
teed and our service is prompt; over 
50 retail stores throughout the coun- 
try send us work regularly; price lists 
sent upon request. Dependable Watch 
Co., 182 Nassau St., New York, N. Y. 


_soecnemmagen mama ott mm 
Special Order Work and 
Repairs for the Trade 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 























H. & I. Jewelry Polishers and Lappers, 
93. Nassau. St., New. York City; ex- 
pert on gold and platinum jewelry; 
mail us. your.work to be polished; 
prompt. service guaranteed. 

HAIR SPRING _ tweezers - hardened, 
tempered and sharpened. Valdemar 
Virtanen, 45 Park Place, Morris- 
‘town, N. J. 

JEWELRY AND WATCH repairing 
since 1914 we have repaired watcher 
and jewelry for the trade: all repairer 
finished like new. Hasenjaeger Broer 
Jewelry Co., 505 Arcade Bidg., St 
Taonis, Mo 

PEARL and bead stringing; 24 hour 
service; genuine and cultured pear! 
necklaces our specialty: gold and sil- 
ver clasps always in stock. American 
Bead & Novelty ee 71 Nassau St.. 
New York 7, N. 


a 
Wanted To Rent 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 


WANTED to rent small room, with 
gas & water, suitable for a watch 
repair shop, upstairs or down, along 
East coast of Florida; good location 




















only. Address “E., 244,” care 
Jewelers’ Circular-Keystone. 
Patents . 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 








PATENT your good ideas; send me your 
simple sketch or model ; free con- 
fidential advice-literature ; register your 
tradema Z. H. Polachek. registered 
eat iter eat ae 1234 Broad- 
way, New York City 


Miscellaneous 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word 


LEARN WATCH repairing by doing it: 
mtg > training under expert instruc- 
tors or information write Standard 
Watchmakers Institute, 2061 Broad- 
way, New York City. 


WATCHMAKEHRS:: increase your ability 
through the highly recommended ks : 
“Rules and Practice for Adjusting 
Watches” and “Practical Balance and 
Hairspring Work” by Walter Kleinlein 
Your jobber or trade journal. 

WATCH and clock repairing; complete 
practical course in modern  horodlogy ; 
66 illustrated self instruction lessons; 

















just out; low price; information free. 
Write Nelson Company, Dept. 8-76, 
Chieago 4. 





McCready Resigns from Wallace 


Thomas H. McCready, Pacific Division 
Manager for Wallace Silversmiths, an- 
nounces his resignation from that com- 
pany, effective January 1, 1945. Mr. 
McCready has been connected with the 
Wallace organization for 34 years. He 
was formerly Manager of the Phila- 
delphia office and was General Sales 
Manager from 1931 to 1939. 





Transcriptions of Radio Jingles 
Now Being Offered Benrus Dealers 


A service that does for the retail 
jewelers’ radio advertising what the 
newspaper mat services supplied to them 
by manufacturers, do for their printed 
advertising has recently been announced 
by the Benrus Watch Co. 

It consists of a series of electrical 
transcription records featuring musical 
jingles of various lengths and delivering 
various advertising messages made by 
some of radio‘s most famous talent. 

Although this service is comparatively 
new, more than 400 jewelers have already 
availed themselves of it. “The results 
have been so successful,” says William 
Scheibel, advertising manager of the 
Benrus Watch Co., “that the company 
plans to issue new series of records at 
frequent intervals.” 

These records will feature all types of 
jeweler’s merchandise with the Benrus 
name mentioned only once on each rec- 
ord and then briefly, just erough so that 
listeners will know where Benrus watch- 
es may be purchased. Melodies that are 
familiar to everyone will be used, so 
that people will readily be able to hum, 
sing or whistle them, and thus sub- 
consciously advertise the sponsoring 
jeweler. 

The jingles are furnished absolutely 
free and are confined exclusively to one 
jeweler in a community. Benrus jewelers 
who ‘advertise on the radio are invited 
to write for them. 


———_— 


Insurance for F. W. Smith Employees 


Double security for employees of 
Frank W. Smith, Inc.,. silversmith of 
Gardner, Mass., has been established by 
the corporation through the adoption of 
a group insurance program which in- 
cludes life insurance and sickness and 
accident benefits. The entire cost is 
borne by the employer. 

Individual coverage consists of $1,000 
life insurance and the payment of $19.50 
a week in. case of non-occupational sick- 
ness or injury. The plan also includes 
visiting nurse care. 





Gruen Declares Dividend, 
Redeems Last of Preferred Stock 


Directors of The Gruen Watch Com- 
pany declared a dividend of 20 cents a 
share on the common stock of the com- 
pany, payable January 1, 1945, to hold- 
ers of record December 15, 1944. 

The present, outstanding 18,034 shares 
of $25.00 par value preferred stock have 
been called for redemption on January 
1, 1945, and the last quarterly dividend 
of 31% cents per share on such stock 
will be paid on that date. The record 
books on the preferred stock called for 
redemption will be closed against trans- 
fers as of the close of business on De- 
cember 15, 1944, 








New "Slimline" Fluorescent Lampil 


Announced by General Electric 9 






A new line of four extremely “thin” 
fluorescent lamps—the longest wy 
measuring only one inch. in diameter 4 
nearly eight feet in length—has beg, 
announced by General Electric’s 
department. 

Also included in the new line, ¢ 
the “General Electric Slimline Mg 
Fluorescent Lamps,” are two of ; 
% inch diameter—one approximately, 
8¥-feet long, the other slightly more 
































than 5-feet—and another 1-inch diameter ; 





lamp approximately 6-feet long. 


Addition of these new models to} 
GE’s present line will, it is believed § 






provide the equipment to fit every sity 
















ation in store, office, or factory, where) ’ 









fluorescent lighting is desired. 
Diameters of the two more slendall 















lamps in the new Slimline are only about | 


one-half those of the present 40-watt— 
and 100-watt sizes, but have an esti 
mated light rating equal to that of the 
40-watt Mazda F lamp, namely from” 
2500 to 6000 hours, depending on fre | 
quency of “on” and “off” lighting in” 
service. They are of the instant starting 
type. e 


Initial efficiency of the new lamps } 


averages approximately 60 lumens. per 
watt. This light output is considerably 
more than that of-the standard F lamp, - 
The “slimlines” are suitable for opera-— 


tion either singly or in multiple with | 
ballast, or in series circuits with a high 7 


voltage transformer. 

A limited number of samples for de- 
sign purposes will be available to light- 
ing equipment makers about December — 
1. When the new lamps will go into 
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production has not. yet been announced | 
but presumably it will be as soon as 
wartime requirements permit. 


Lipman to Represent Sarkin 


H. M. LIPMAN 





David Sarkin, Inc., 93 Nassau St., New 
York, announces the appointment of H. 7 


M. Lipman, 46 Kearny St., San Fram 
cisco, as Pacific Coast representative for 
their well known line of jewelry, which 
includes men’s and ladies’ rings, mount © 
ings, wedding rings of all types, cocktail” 
rings and diamond merchandise. 





Krower Elects New Vice-Presidents 


At a recent meeting of the Board of 
Directors of Leonard Krower & Son, 


New Orleans, La., Bennie Mattes and | 


Henry Weil were elected vice-presidents | 


of the company. The company is an | 
importer and wholesaler of diamonds, ¥ 
Its office F 
is at the corner of Canal St. and Ex- 4] 


watches, and jewelry goods. 


change Place. 
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GOOD INTENTIONS NO EXCUSE 


How orten must jewelers have a red flag waved in 
their faces before they will stop, look and listen? 

For more than two years—ever since OPA’s price 
ceiling regulations have been in effect—-we have re- 
peatedly warned that every merchant must set up and 
maintain complete records showing how his ceiling prices 
were determined. The penalty for failure to do so has 
also been emphasized time and again by OPA legal ac- 
tions against store-keepers who have neglected to com- 
ply with this requirement, and the news of these actions 
has been printed in these pages month after month as 
a further warning to the negligent. 

Time and time again, jewelers have been told that 
it is not enough for them to refrain from conscious 
profiteering—that in the eyes of OPA it is equally im- 
portant for them to have adequate records to justify 
their prices. 

So what happens? From all over the country, month 
after month comes word of more jewelers being prose- 
cuted for failure to maintain records—small stores and 
big ones—cash and credit—in the South, in the West, 
in the East and in the North. 

‘Just two days ago a small retailer who had received 
a notification from OPA to call at their offices with his 
records, visited us to ask what he could do. We be- 
lieve that he is perfectly honest, and that he hadn’t 
knowingly overcharged anyone a nickel—but he didn’t 
have a record to his name except the stubs in his check 
book. 

All we could advise him to do was to admit frankly 
that he had been negligent, proceed at once ,to set up 
the necessary records, and ask for leniency on the ground 
that there had been no profiteering. 

Yet, at best, it will probably cost him a fine of several 
hundred dollars, plus all the time and worry and the 
unfavorable publicity, despite the fact that he had no 
intent to be anything but honest. 

Must you go through the same experience before you 
set your house in order? Or will you get busy now, 
before trouble strikes you? 


JESSE JAMES HAD A HORSE 


WHILE WE'RE on the subject of price ceiling viola- 
tions, we'd like to report a little incident that came to 
our notice a couple of weeks before Christmas. 

A young woman of our acquaintance, who is employed 
in a New York office at a modest salary, showed us a 
watch that she had bought from a jeweler in the mid- 
town district as a Christmas gift to her fiance who is in 
the Army. She was a little dubious about her purchase 
and wanted our opinion of it. 

It was a used man’s pocket watch with a “New York 
Standard” movement at least 15 or 20 years old—(this 
make of watch hasn’t been manufactured since 1929)— 
put up in a rolled gold plate case. Twenty years ago, 
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when this watch was new, it had a retail value of about | 
$20. Today, in second harid condition, it might have} 
been worth four or five dollars at the most liberal es-) 
timate. ‘ 

Attached to it was a new chain of a well known mall 
which the manufacturers lists at $6 retail, and which’ 
the jeweler had very generously thrown in for only 
$7.50 as a “special inducement.” ‘The whole outfit was) 
worth not more than $11 at the outside, and adding the 
tax of 10 per cent (for a watch selling at less than 365)9 
we get a total of $12.10. 

So, because it was a “special bargain, to do a favor 
for a boy in the service,” our big-hearted jeweler 
charged the young woman only $28.50! And then some! 
people wonder why the public no longer has the confi-’ 
dence in the jeweler that it used to have—why other! 
kinds of stores are able to-cut in on the business that” 
the jeweler feels is rightfully his. q 

The sooner that reputable jewelers get after this sort 
of operator, report such cases to the authorities, and see: 
to it that they are prosecuted, the better off the decent) 
jeweler is going to be. Here’s something that might 
well be made an objective of every retail jewelers’ as~ | 
sociation. in 

P. S.—Yes, we went after this bird, got the. young” 
woman’s money back, and reported the matter to OPA.” 

















































IT'S STILL WARTIME. 


ANY HOPE FoR increased production of civilian me -" 
chandise in the near future has been pretty thoroughly 
blasted by the War Production Board’s announcement) 
(page 216 of this issue) of the policy it now will follow§ 
in dealing with this question. a 

No greater output will be permitted, says WPB, than 
was allowed in the fourth quarter of 1944, and no L o 
M orders will be revoked or even modified, unless it cai 
be unmistakably proved that an increase in the produc: 
tion of the goods in question is absolutely essential t 
the civilian economy. “4 

Furthermore, this policy is to be continued until such 
time as the military requirements slacken off, and i 
view of the recent German resurgence and the way thal 
the authorities have been lengthening their estimates a8 
to the probable duration of the war, the outlook for any 
relaxation by WPB appears decidedly remote. a 

Jewelers had better face the fact that they cannot ex 
pect any increased supply of silverware, or clocks, or. 
any American watches, for a very considerable time to” 
come, and lay their plans accordingly. 


etl, Cb. 


Editor 
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